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Who are you? 


You’re the dealer who pays and pays for 

pays : pay 
dissatisfaction more times than for 
satisfaction. 


You’re the dealer who sells most of the 
hardware for the new homes about 
the city. 


You’re the dealer who gets the blame and 
feels the loss of repeat sales if the 
hardware fails to give your client 
perfect satisfaction. 


You’re the dealer who is passing up the 
easiest way in the world to distin- 
guish the kind of hardware that 
will eliminate 95 % of your troubles. 


You can’t go wrong when the goods are guaranteed. 


FRANTZ MANUFACTURING CO. 
STERLING, ILL. 







" The stack of labels 
produced in the Frantz 


factory daily, each 
backed by an unlimit- hk 
ed guarantee. 
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Prizes, Profits and Publicity Enter the PYREX Contest 





iad 


Read the rules. 


contest closes. 
ful entries. 


according to population. 
chance. 


Put a good PYREX display in your win- 
dow. You’ll get business from it. 
get publicity from it. 

you'll get a prize for it. 


You'll 


If it’s very good, 


Weare offering $1500 for the best PYREX 
Window Displays shown during March, 
Aprilor May. Take advantage of the con- 
test. Bring out that clever window stunt 


you have been saving. 


Then enter the contest. 
There are 125 prizes—125 chances to win. 


RULES OF THE CONTEST 








1. Contest is restricted to those 


dealers who had PYREX in 
stock or on order at the time of 
the first announcement of the 
contest. 


. Contest will be tontinued until 


June Ist, 1925. Contestants may 
send in as many entries as they 
like. The remaining two months’ 
duration of the contest will en- 
able you to enter more than one 
window, thereby increasing your 
chance to win a prize. 


. Contestants must submit photo- 


graphs of their windows. Photo- 
graphs should be sent in prompt- 
ly and not held up until the end 
of the contest. Each photograph 
should have the name and ad- 
dress of the dealer. on the back 
and is to become our property. 
Mail photographs to the PYREX 
SALES DIVISION, CORN- 
ING GLASS WORKS, Corning, 
N. Y. 


4. 


“i 


Contestants are not restricted to 
an entire window displaying 
PYREX. Other merchandise 
may be displayed as well. The 
judges will render their decision 
on the basis of originality, 
merchandising and display value 
of the PYREX displays. 


. In case of ties the prize tied for 


will be awarded to each tying 
contestant. 


. Any kind of a photograph will 


be accepted, but contestants 
should endeavor to secure clear 
reproductions. 


. Photographs must be received in 


Corning on or about June 10th. 


. The Contest will be judged by 


MR. LLEW SOULE, Editor 
Hardware Age, New York City, 
MR. RIVERS PETERSON, 
Editor Hardware Retailer, 
Indianapolis, Ind.. MR. ROY 
SOULE, Editor Hardware 
Dealers’ Magazine, New York. 


The announced decision must be recognized as final. Photo- 


graphs will be judged and prizes awarded promptly after the 
Checks will be mailed promptly to the success- 


If your store is in a small town—you will compete only with 


dealers in towns of approximately the same size. If in a large 
town—you will compete with large-town dealers. Prizes will be 
awarded in each group. All towns are grouped in five divisions, 
Every PYREX dealer has an even 


PYREX Sales Division 


CORNING GLASS WORKS 
CORNING, N. Y., U.S. A. 


Originators and Patentees of Oven Glassware 


How the Prizes Will Be 
Distributed 


GROUP 1 
Dealers in towns up to 5,000 
Population. 
Ist Prize $100.00 
2nd Prize 50.00 
3rd Prize 25.00 
4th Prize 15.00 
5th Prize 10.00 
Also 
20 Prizes $5.00 Each 
GROUP 2 


Dealers in towns between 


5,000 and 10,000 


Population. 
Ist Prize $100.00 
2nd Prize 50.00 
3rd_ Prize 25.00 
4th. Prize 15.00 
5th Prize 10.00 
Also 
20 Prizes $5.00 Each 
GROUP 3 


Dealers in towns between 
10,000 and 25,000 


Population. 
Ist Prize $100.00 
2nd Prize 50.00 
3rd Prize 25.00 
4th Prize 15.00 
5th Prize 10.00 
Also 
20 Prizes $5.00 Each 
GROUP 4 


Dealers in towns between 
25,000 and 50,000 


Population. 
lst Prize $100.00 
2nd Prize 50.00 
3rd_ Prize 25.00 
4th Prize 15.00 
5th Prize 10.00 
Also 
20 Prizes $5.00 Each 
GROUP 5 
Dealers ir towns over 50,000 
Population. 
Ist Prize $100.00 
2nd Prize 50.00 
3rd Prize 25.00 
4th Prize 15.00 
5th Prize 10.00 
Also 
20 Prizes $5.00 Each 








Right now, during April and May 
——months when women are replen- 
ishing household equipment, when 
thousands of gifts are being bought 
for the season’s weddings, when the 
housecleaning program is on and 
new household merchandise of all 
descriptions is being purchased—is 
the time to put PYREX to the 
foreground in your windows. 

And you have the added incentive 
of the cash prizes being offered in 
this Anniversary Window Contest. 
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The Handy Man, as Well as the 
Mechanic, Needs Several Styles 


and Sizes of Serew Drivers 


The Pexto line consists of styles for the electrician, carpenter. 
cabinet maker, machinist and the Handy Man and all practical 
sizes of each style. They are made of high grade materials, prop- 
erly hardened and tempered and finished with utmost care. 


Dealer helps consisting of Window Cards, Display Fixtures and 
Booklets will help increase your sales. 






(Ask for Tool Catalog No. 20T ) 
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PECK STOW & WILCOX CO. 
Southington, Conn. U.S.A. 








a 
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Good Mechanics Buy 
Good Saws 


| : Right in your own town there are 
No. Be cP Point ae o.8 e 
OR ee many appeeheees to sell Atkins 
, Z Silver Steel Saws, Saw Tools and 
Saw Specialties, and one of the 
functions of this organization is to 
assist hardware merchants to sell 
saws. 


No. 64. « Regular sition.» 


Have You a Mailing List 
of Carpenters? 


Give us the names of carpenters and 
other saw users in your town. Write 
for a window display and show 
them that you have Atkins goods to 
sell. We will write letters to these 
saw users and assist you to make 
many saw sales. . No. 3. Nest ui Seven ‘ 





How to Sell a Saw 


Ask for our book on this subject, 
also Dealers’ Bulletin No. 24. 


A Perfect Saw 
For Every Purpose 





Hand Saw Filer 


GF COMPANY 


THE SILVER STEEL SAW. PEOPLE 
Cla ielt Knife reco ees Home Office and Factory: Canadian Factory: 
4 Lancaster, N.UY Ge Indiarfapolis, Ind. Hamilton, Ont. 
bidias oye HOUSES 





aie ake ae ee 
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Patent Pending 


RENEWABLE NUT 
TEMPERED STEEL JAWS 
REMOVABLE PIPE JAWS 
SWIVEL BASE PLATE 


This Renewable Nut 
Renews The Vise. 





The Yost Utility Vise with four big features is the mar- gated, hardened and drawn in oil. 

ket’s outstanding Vise. Removable Pipe Jaws will hold pipe from % to 1) 

The Renewable Nut keeps the Yost Vise working after inches with a tight grip. When not needed just lift 

other Vises have worn out. It contains the threads that them out. i 

get the wear and tear. When they wear out you simply The Swivel Base Plate protects the bench when the 

put in a new nut and you have a new vise. A splendid Yost is being used as a swivel base vise. 

sales argument ! The Yost is an enduring all ’round vise made for the 

The Jaw Facings are of crucible steel, welded, corru- average run of work around house, farm and garage. 

Size Carton Width Jaw Jaws Open Holds Pipe Weight 

No. Inches Inches Inches ° Inches Pounds 
343 4x6x 12 3 314 4 to 1% 14 
3432 4x60x 12 3% 4 4 to 1% 18 
344 Packed Loose 4 514 4 to 1% 29 





We also manufacture a complete line of machinists’ vises, pipe vises, hinge-pipe vises, drill press vises, combination vises, wood- 


working wvises, gas soldering furnaces and anvils, 


YOST MANUFACTURING CO. 
MEADVILLE, PA., U. S. A. POST OFFICE BOX 443 


LARGE STOCK CARRIED IN NEW YORK CITY 


Yost Utility Vise 


HOUSEHOLDS-FARMS-PRIVATE GARAGES 
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Osborn Blue Handle House- 
hold and Personal Use 
Brushes are never eold by 
canvassers or solicitors. 














Osborn Biue Handle House: 
hold and Personal Use 
Brushes are sold only through 
selected retail stores. 

Qo | e instit institute ye wt 


oil ony 


This window and counter Ny 
display stand will work for 
you. Askus,or any Osborn 


distributor. 


Keep the Brush Business in 
S Store -Where it Belongs 
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Good Housekeeping 





Osborn Blue Handle Household a very real, though silent salesman. 
and Personal Use Brushes are It is making brush sales in hundreds 
merchandised entirely through of stores now. It will help make 
legitimate channels. sales for you. Prices right—and 


Ez 

EB 

= 

— 
— 
— 
— 
—— 
aaa 
— 
Back of you, the dealer, and back profits are liberal. , <a 
af these brushes there is a definite, Write for the details. Join this — 
workable, profitable plan to keep yation-wide movement to keep — 
the brush business in the a of the brush business in the retail — 
legitimate distributors and dealers. stores. Sales are growing every = 
The new Osborn Display Stand is day. > 

S 

S 


<A. The Osborn Manufacturing Company, Cleveland, Ohio 


These well-known houses are authorized distrib- 
utors for Osborn Blue Handle Household and 
Personal Use Brushes. Ask them. 

The W. Bingham Co., Cleveland; The Bostwick-Braun Co., 
Toledo; The Bronson & Townsend Co., New Haven; Buhl ; ; 
Sons Company, Detroit; Burhans & Black, Inc., Syracuse: + 
Decatur & Hopkins Co., Boston; Eastern Drug Co., Boston ; _ . ; -_ 7 
Evansville Supply Co., Evansville; C.H.&E.S. Goldberg, New | 3 | 4 
York City; L. Gould & Co., Chicago; Charles Hubbard Son & : 


Co., Syracuse; Janney, Semple, Hill & Co., Minneapolis; Sg. 00 Mo RY 
Kelley- How-Thompson Co., Duluth; Lee-Kountze Hdwe. SS 






Co., Omaha; Logan-Gregg ‘Hdwe. Co., Pittsburgh; Minne- 
apolis Drug Co., Minneapolis; Morley Bros., Saginaw; ; 7 foe & . 
Northern Drug Co., Duluth ; The Philadelphia Wholesale 

Drug Co., Philadelphia; Plimpton-Cowan Co., Inc., Buffalo; 
John Pritzlaff Hdwe. Co., Milwaukee; The Salt Lake Hdwe. 
Co., Salt Lake City; Supplee- Biddle Hdwe. Co., Philadel- 
phia: H. D. Taylor Co., Buffalo; John L. Thompson Sons & 
Co., Troy; Townley Metal & Hdwe. Co.. Kansas City; Van 
Camp Hdwe. & Iron Co.. Indianapolis: The Walding, Kinnan 
& Marvin Co., Toledo; Wyeth Hdwe. & Mfg. Co., St. Joseph. 
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MAHERS O F QUALITY BRUSHES SINCE 189 2 
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2. William & Mary 


3. Adam 
4. Louis XIV 
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1925 
Period Models 
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Gas Heaters 
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ERE is beauty of design expressed in terms 

of convenience and utility—the very gas 
heaters your customers have been wanting 
these many months. 


Each of the new 1925 models is created to har- 
monize perfectly with the interior fittings of 
the home. They embracé many special features 
of convenience and safety which have already 
stamped the Wheeling line with public approval. 


Here now is augmented a successful line that 
will be responsible for thousands of new gas 
heater users the coming season. Our proposi- 
tion is one of mutual advantage. It will pay 
you to learn a// about it. 


Wheeling Corrugating Company 
Wheeling, W. Va. 


New York Kansas City 
Chicago Chattanooga 
Philadelphia Richmond 

St. Louis Minneapolis 
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Goose Herder or 
Chicken Fancier 


W.S. Straight Line Fence will appeal 
to the poultryman, whatever kind of poul- 
try he raises. Made with one set of wires 
running parallel. Easily stretched be- 
tween posts. Can be used without rails at 
top and bottom. Does not sag. Send for 
complete information and samples. 


Vv 


American Wire Fabrics Corporation 
Subsidiary of Wickwire Spencer Steel Co., Inc. 


General Offices: 41 East Forty-secon d Street, New York 


Western Sales Office: 208 South LaSalle Street, Chicago 
Worcester Buffalo Vhiladelphia Detroit San Francisco Los Angeles’ Seattle 
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“‘Think Your Mother Could Beat This?’’ 
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IGHTY-SEVEN per cent of the people purchase by the attraction of sight 
—merchandise in windows, on counters and in show-cases which has 
previously been brought to their attention by advertising or demonstra- 

tion. This fact was disclosed in an investigation covering several thousand 
customers of a large department store. It is therefore obvious that the cor- 
rect display of merchandise is one of the most important forms of retail 
selling. 


Manufacturers who advertise nationally and therefore have large distribution 
cannot tell the public through advertisements where their merchandise can be 
purchased. This must be done by the dealer if he hopes to ‘‘cash in’’ on the 
manufacturers’ advertising. And window displays and newspaper advertising 
are the two best ways to do it. 


The window-display shows passers-by the kind and quality of the goods sold. 
An attractive window gets attention and causes people to enter the store to in- 


vestigate and buy. 


Dealers who sell Lorain Burner Oil Cook Stoves can obtain free of charge a very 
attractive window-trim that can be put in position quickly and easily. This 
window-trim draws attention to the window where it points out the unique 
features and advantages of the Lorain Burner. 


Every Lorain Dealer should use this window-trim several times during the 
‘*neak”’ of the oil stove buying-season. It will cause many people to stop, look, 
and come in to listen. 





bey ay Repent Be 





ae — j 
Peed 


ig 


ee? & 3 
“eat ee” Denes 
. Ay 















































ma * 
Sag PS as 
Pee 
ee 
sets ee 
ih 
ae, 
eg 
a 
Boy 
Sas 
eX 
He x 
“ - 
i: 
See Mee 
* Poe 
- As. gg ene 
aS. Bi, ae oo 2 
ene “ay FS ’ 
< 3h 
is a .™ 
r 4 
A, 
4s 
, “gar oS 2 
e ? ee Ss 4 
wr we ase 
— ‘ay “) # Ae joj te 
pr) 73 Rx Fat ie. “oe 
fey ay Sf = & ae a 
, ia Fy — ‘ pes 
we & nh ies ie " 
sea is, & J 
oN f 


O RETAIL store can afford a sales-force of sufficient size to give each 
customer immediate and personal attention. Yet customers never 
resent a short wait if they find merchandise to interest them. 


If merchants could only guess what other articles had attracted the attention 
of waiting customers, and could lead them to those articles and tell them the 


merits of the merchandise, sales could easily be doubled. 


To overcome, in part, the merchant’s loss due to this incurable condition, Amer- 
ican Stove Company fastens to the back-shelf of every Lorain Burner Oil Cook 
Stove a piece of cardboard on which is printed a brief summary of the many 
advantages of the Lorain High Speed Oil Burner. 

This ‘‘Self-Selling Label’’ holds the attention of customers until it is read, and 
is unconsciously appreciated because it shortens the period of idle waiting. 
It also serves as a reminder to the salesman when he is bringing the important 
features of the Burner to the customer’s attention. Moreover, the ‘‘Label’’ 
has sold many a Lorain Burner Oil Cook Stove with little or no assistance 


on the part of the salesman. 
You'll find a reproduction of the Self-Selling Label on the following page. Read it. 


Many Famous Makes of Oil Cook Stoves are now Equipped with Lorain High Speed Oil Burners including: 





NEW PROCESS CLARK JEWEL 
New Process Stove Co. Div., Cleveland, O. George M. Clark & Company Div., Chicago, IIl. 
QUICK MEAL DANGLER 
Dangler Stove Co. Div., Cleveland, O. 


Quick Meal Stove Company Div., St. Louis, Mo. 
DIRECT ACTION 


National Stove Co. Div., Lorain, O. 
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High Speed Oil Burner 


| High Speed Flame STRIKES THE KETTLE 
| —Quick, Intense Heat. 
| One Size Fire for Starting and Cooking 


Small Wick — Uses less Oil— Burns more 
Hours. 


Snug-Fitting Wick Keeps Dirt out of Oil 
Chamber. 


Burner-top removable — Easy to Rewick 
—Easy to Clean. 


Inner Combustion Tube “Vesuvius” Metal 
—Guaranteed for 10 Years. 


The Original “‘High Speed”? Burner in use 
for years. 


Advertised in Leading Magazines. 
Ask the Salesman. 
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AMERICAN STOVE COMPANY 
ST. LOUIS, MO. 
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KESTER SOLDER 
says the keen 
Hardware clerk: 
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” None Can Escape Me - 





KESTER Self-fluxing SOLDER 
**Requires Only Heat”’ 


CO ————__ 9 ____—__—__—___qr 





e 
















KESTER METAL MENDER 


Manufactured by the 
CHICAGO SOLDER COMPANY 
4205 Wrightwood Ave., CHICAGO 
Direct Factory Representatives 


DAVIES-ELY CO. LOUIS J. ZIESEL 
66 W . Broadway 268 Market St. 


~~ 








New York City San Francisco 





FAUCETI1E-HUSTON CO. 
Chattanooga, Tenn. 








° 34 Portland St. \an.crnia 
\ Boston, Mass. Y 






 _ iy pe 
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eee egremnnges every person coming 

into the store, means a sale for me! Believe 
me, there are few items besides Kester you can 
say that about. Now—for instance: 


Taxe Kester Metal Mender —with that 
alone, I sell the housewife, radio fan, motorist, 
farmer, schoolboy, and those who tinker; in 
fact, it’s a package for the general public. My 
whole sales talk is: It ‘requires only heat.’ They 
buy it and, of course, have great success, for 
it’s so simple to use. And then—the repeats 
sure keep me busy. 


On the other hand, take Kester Acid- 
Core Solder—that’s the stuff that sells to me- 
chanics, repairmen and other large professional 
users. And you’d be surprised how many ama- 
teur solderers buy this on spools! The one- 
pound spool starts the wedge and, before long, 
you’re selling ’em fives and tens. These sizes 
reduce the cost per pound, and I make larger 
sales, so everybody’s happy. 


Yes, sir, it’s a great line for satisfactory 
sales and real turnover. Excuse me a minute; 
a customer is waiting—I’ll see you later.” 
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American Screv Co. 
PROVIDENCE , RJ. 


WESTERN DEPOT 
225 WEST RANDOLPH ST. CHICAGO, ILL, 
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 GRAY-WICK 


SCREEN WIRE CLOTH | 


Dull Finish—Multiple Coat 
Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 





































































































































































































































































































12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 34 guage warp 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 


Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 
Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 


‘ ESTABLISHED 1873 INCORPORATED 1892 
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|SELF-O1LING 








To give every one of your customers the utmost in 
power pump satisfaction—to protect yourself and re- 
duce sales resistance to a minimum—to increase your 
power pump business to the maximum—1s but to stock 
Myers Self-Oiling Bulldozer Power Pumps exclu- 


sively. 






Here is the original line of self-oiling or self-lubri- 
cating power pumps. Protected by numerous patents 
—marketed under the registered trade name “Self- 
Oiling”—designed for general service in homes, and 
in agricultural, industrial and commercial fields— 
widely advertised and firmly established wherever 
civilization has blazed a path—they are leading the 
way for hundreds and hundreds of dealers and pump 
men to more power pump sales and better profits than 
they ever experienced before with old types of pumps 
or with duplications. | 


You owe it to yourself and to your business to get complete information, 
prices and catalog by writing us today. 


THE F.E,MYERS&BRO.CO. 


ASHLAND, OHIO. 
ASHLAND PUMP AND HAY TOOL WORKS 














[HAY TOOLS 


PZ 
& DOOR HANGERS} 
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Pitteburgh Steel Steel Company 


“Pittsburgh Perfect” a idl “Columbia” 
Wire Fences and Gates 
Meoulacturets aler of Barbed Wire, Smooth Wire, Nails, Bale Ties, Etc 
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Pittsburgh Steel Con 


The Return of the 
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Post Ofer ® 


We Siow Often Said— 


that “We try harder to sell for our agents than 
to them.”Jn support of this statement we illus- 
trate above several pieces of our dealer-help 
advertising, and there are other features of our 
re-sale efforts that can not be illustrated. 


Compared with other fence manufacturers 
we probably have, in proportion to sales, the 
smallest sales force for selling to the dealer. 
At the same time we offer agents more coopera- 
tion than other manufacturers in selling fence 
for them. 


Our policy of selling cooperation begins 
with making products of uniformly high qual- 


ity. This is supported by facilities which en- 
able us to give excellent service on small 
orders as well as large orders. When our pro- 
ducts have passed into the dealer’s hands we 
recognize his selling problem as an-important 
part of our own and help him sell them. 


We shall be glad to hear from merchants 
in available territory who would like to buy 
fence, barbed wire, gates, plain and galvanized 
wire, and wire nails from a manufacturer who 
fully appreciates the importance of the selling 
problems of the retail store. Write our nearest 
office for information about our agency pro- 
position. No obligation. 


Pittsburgh Steel Company—Pittsburgh, Pa. 


New York 


Chicago 





Memphis 


San Francisco 


Dallas 
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WLS, 


“The Netting Shai Stands 


Customers are quick to grasp and appreciate the remarkable advantages of U. S. Poul- 
try Fence once these are called to their attention. These outstanding sales fea- 
tures will aid you in selling U. S. Poultry Fence with the minimum of effort. 


Superiorities of U. S. 
Simplify Selling 


It’s All in U. S. Poultry Fence is built like a Farm Fence. Line 

hg: Bae wires run parallel the full length of the roll. The in- 
tertwisted, reinforced joints lock the line wires so firmly 
together that they cannot slip or spread. This superior 
construction is found only in U. S. Poultry Fence. 








-7 U.S. Poultry Fence requires no top rail, no baseboard. 
oy — aed d It stretches like Farm Fence, without buckling, bagging 
ie sagging. The tighter you stretch it the better it 


looks and the better it stays. 

Rolls Out U. S. Poultry Fence rolls out flat like carpet. It cuts 

Flat Fl without waste. The neat, compact rolls occupy one- 
GF ON BN0OY third less space than old style netting. 


With all its superiorities, U. S. Poultry Fence costs no 





osts Less 
a f 4” more. Really it costs less “put up” for it requires no 
p wood frame and fewer posts to erect it. 
A Fence to The neat, symmetrical appearance of U. S. Poultry 


Fence appeals instantly to all buyers. It is easy for a 
be Proud of customer to picture just how well a fence made of U. S. 


will look upon his own place and when he weighs all 
of these features, there can be no doubt in his mind 
which fence he will buy. 


There are few items in your store which will sell as readily, 
as profitably and as satisfactorily as U. §. Poultry Fence. 





Indiana Steel & Wire Company 
Muncie, - - Indiana 


Ay Ro eer ae 
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Hyatt 
Roller 


Bearin os 











Early display of seasonal items results in early 
sales, a longer season and increased profits. 


All Coldwell Dealers should use our 


new Six-Color Window Trim to help bring 
in these early sales. Unless already provided, 
_ write for one. 


COLDWELL 


DEPENDABLE LAWN MOWERS 
Hand, Horse &§ Motor 











COLDWELL LAWN MOWER CO. NEWBURGH, N.Y., U.S.A. 


FACTORY BRANCHES: 319 South West Fifth 8t..DES MOINES,IOWA. 4139 West Kinzie St.,CHICAGO, ILLINOIS. 
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Lets Help the tint TO 
Mate Up His Mind / 


ARDLY one man in a thousand is an expert on 
the ordinary things he buys. He has to depend 
on the merchant for his technical knowledge. 





Outside of the hardware and plumbing trades, few 
men will be able to tell you why 98" hose is the 
correct size to buy for use around the house, garden 


or garage. 


To help the consumer make up his mind, we are dis- 
tributing the poster illustrated above to the hardware 
merchants of the country. We suggest that it be 
displayed prominently not only to help sell garden 
hose but to tell the customer the right size to buy. 
If your copy doesn’t reach you in a few days, drop 
a post card to 250 West 57th Street, New York City 





MECHANICAL RUBBER GOODS MFRS. DIVISION 
THE RUBBER ASSOCIATION OF AMERICA, Inc. 


Acme Rubber Mfg. Company jw B. F. Goodrich Rubber Co. Murray Rubber Comp 

Boston Belting Compan) Goodyear Tire & Rubber Company New York Belting x , Co. 
Boston Woven Hose & Rubber Co. Hamilton Rubber Mfg. Co. Pioneer Rubber Mills 

Cincinnati Rubber Mfg. Co. Hewitt Rubber Company Quaker City Rubber " Comnnne 
Combination Rubber Mfg. Co. Home Rubber Company Thermoid Rubber Company 
Electric Hose & Rubber Co. Mercer Rubber Company United States Rubber Company 
Empire Tire & Rubber Corp. Voorhees Rubber Mfg. Co. 



























«Here it is/ 


"iota the tip that's sure to take” 





TIPS ,, 


New! —Bassick Feltoid Tips in display cartons—the 
. latest word in floor and light furniture protection. Some- 
- thing chairs should have—that tables, stands, odd pieces 
: require—a tip that saves floors, furniture—and nerves. 


Made of strong, enduring felt—soft to touch—long to last. 
. Packaged in sets of four, to retail at 25c.—twelve sets to 
_adisplay carton. Your jobber has them, now. If not, we 
will supply you. Why not order today? 


It’s a tip ‘‘that’s sure to take’’—display them! 
The BASSICK COMPANY, Bridgeport, Conn. 


For thirty years the leading makers of 
high grade casters for home, office, 
hospital, warehouse and factory. 


Now! 

ina new package 
—a new carton. 
Put them on your 
counter—let the 
quarters roll in. 

















Bassick Feltoid Tips in a New Package 








More Good News/ 
Furniture Hard ware 


Packaged in new attractive cartons 
oe stimulate sales and simplify 
stocrs. 


No more hunting for suitable pull or knob— 

for wanted escutcheon, costume hook or 5 

mirror screw. Famous for furniture hard- Sits, ttiteadiaeall 

ware—Bassick now makes it convenient for A ring puil with back 
Papeete apie geeten you to stock and sell this profitable line. eee oo eee 


A period pull of excellent old brass. Excellent for 
Remap Sor Getty etsone of Bassick packages of Furniture Trimmings ae sr 
| Oo are plainly marked—show the product 
clearly—present it attractively. To add 
new dollars to your sales—be first to carry 
Bassick Furniture Trimmings in the new 
package. 


Order with Bassick Casters if you like. 
Discounts and terms the same. 


The Stately Collingsworth ; THE BASSICK COMPANY 
This period pull is truly 


. ° 
beautiful. Cast brass. Will . Bridgeport, Conn. 
serve superbly on almost 
any piece of furniture. 


The Cheshire Pull 

Widely used in Colonial 

days —again in great de- 
mand. Antique old brass 

Send for your finish—1 doz. to the box. 

copy now 

Style Book 52introduces 

the new. packaged line 

of. Bassick Furniture 

Trimmings. Beauti- 

fully ‘illustrated. 

Shall, we send . 

you @ copy? - The new Bassick 


, Furniture Trimmings 
Finished in 
French Gold, Package 
this cast brass j Attractive, bright 


escutcheon will 
















wi eel — colors. Contains only Distinctive Period Knobs 
one or two dozen trim- The simplicity of these 

The Chalfont pull, above, mings. How well it will a Rcage A gn ey 
ie een oe Se Sanat Ser look on your shelves. ime 





niture. Solid cast brass, 
in antique finish. 


Cree 
A Serviceable Steel Pull 
Will stand the most incon- TH a") ; 
siderate jerks. Brass or 1 € BASSICK COMpany Ban Ys ly Two-Post Pulls are always 
nickel-plated finishes ror “a \ SES in aed tieie—~aleews tan 


demand. Polished brass 
two dozen in a box. 





That Mirrors may Swing 


Favored Glass Knobs Beautiful to look upon is 
Add beauty to any Colo- — this Mirror Screw of cast 
nial piece—built-in cup- a e brass with steel bolt. Old 
board or cabinet. brass finish. Onedoz,inbox, 


—- 


The Finishing Touch to Furniture—Bassick Hardware 
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Just what people 
have been looking tor 


More people every day are 
finding out how good coffee 
tastes when cooked in an | 
enameled’ pot. Scientific in- 
vestigation made for the 
National Coffee Roasters 
Association says “The Cof- 
fee infusion should not come 
in’contact with metals, but 
should be brewed and kept 
in glazed or vitrified contain- 
ers such as porcelain, glass or 
agate ware. Even brief con- 


tacts with some metals yield The Vollrath All-Enameled Percolator 


ronounced bitter, astringen (Pat. applied for) 
P —_— b _— g t The superiority of the Vollrath Percolator over all other 


or metallic flavor s, etc. Espe- percolators is due to the enameled inset. Up tothe pres- 
ent time all percolators have been supplied witha bare ¢ 


cially in percolated coffee is ~ metal inset which affects the flavor of coffee and is difficult 
™ | £ TT | a toclean. The Vollrath inset is seam- : 
the use of an all-enamele lessand enameled insideand outside. 


J eueGes ° % : 
Itcannot corrode anddoes notaffect Jee wR Furnished 


’ 
vessel better. Here's a win- the flavor of coffee. It is the only | SS + a oe 


’ cup sizes. 
Nn 1¢ eller. percolator and inset that fully meets 
se 2 K selle the recommendations of the Coffee 


| Roasters Association — because the 
& coffee in brewing cannot come in contact with bare metal. 


We are now ready to take orders for this 
All-Enameled Percolator 


You might have heard about it. Vollrath has been L =) 
working on it for months. It’s the first all-enam- (0) [L (s\ 
eled percolator, and the only one, on the market. 


Weare making deliveriesnow toallour customers W725 [R} [S 


who ordered in advance. Quite a number did THR VOLLR ATH COMPANY 
when they heard we were making an article for | Established 1874 


which there has been such growing demand. Sheboygan, Wisconsin 
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Why Hardware 
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Dealers’ 


Revere Tire Sales are Steadily Growing 


HE thousands of Hardware dealers 

who sell Revere Tires have all the 
advantages that come from nearly thirty 
years of economic manufacture and dis- 
tribution. 


Revere Tires are distributed through 
leading hardware jobbers at list prices 
that compare so favorably with the list 
prices of all other tires, that the dealer 
who handles this quality line has no 
price resistance to meet. 


This year the Revere line is more 
complete than ever, including — 


Revere BalloonCords 






—Balloon Tires for 20, 21 and 22 
inch rims. 

—Balloon-Type Tires for present 
wheels and rims. 

—Revere Cords in regular sizes for 
the car owner who is not ready to 
change to Balloon Tires. 

—30 x 342 inch “R” Tread Clincher Cords 
—a big seller to the owners of light cars. 

If you are not handling Revere, write for 


list of Revere Tire Jobbers. There is 
One near you. 


REVERE 
} are REVERE RUBBER COMPANY 


1790 Broadway New York 
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INTRODUCING! 


A NEW TIRE-CARRIER 


PADLOCK 


DISC-WHEEL SHAPE 


No. 999 


PATENTED 4- 2-18 
. PATENTED 5-24-21 
DESIGN PATENT APPLIED FOR 


















Now ready for distribu- 
tion by leading jobbers 
throughout the country. 


This Padlock fills a long- 
standing need for a tire- 
carrier lock to retail at about 
75 cents. 


Obtainable in boxes or on 
attractive displays. 


Enlarged -Illustration 
No. 999 


The only type of lock, with adjustable 
special shape shackle, that does the work 
well, on the Detroit type tire-carrier, which 
is standard equipment on over 45 popular- 
priced American cars. 


MANUFACTURED EXCLUSIVELY BY 


Fraim-Hlaymaker 
Showing Application to hardmare Qa., sue. 


Tire-Carrier 


Fits Snugly—Will Not Rattle LANCASTER, PA.,U.S.A. 
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‘Pecfect 


(1101 {41 UU UOUOUUL Asa ALOU UU ARASH HW UNNUULUSULAUA Litt 


The Customer with a Hobby 
lle usually has one little plot, carefully cultivated, grow- en a“ | 


ing every sort of a vegetable that’s sold by the package. : _ a 
: | hie Vo i 
WUDLOWSAYLON | 


ments and a deep-seated faith in his hobby—/us home. | WIRE CO 


Perhaps a set of tools—good tools—a few garden imple- 


He isn’t so hard to please—just a little economizing, doing NIKO LITE! 
his own repairs during the week-end and depending on his Bom ered | 


home-town dealer for supplies—and advice. 


[f vou pass his home sometime this Spring look over his 
rescreening job. “Perfect” was a good selection. You will 


be glad you recommended it. 


Your Jobber stocks ‘*Perfect.” 


(NN: UULUUULUUNSUAULOUVEOLEOULULUON AOTEAROA AAAAUTAAAATEeAT 


LUDLOW-SAYLOR WIRE CO. 
ST. LOUIS, MO. 


PULL AUUUIUUVIAULUHAH 











YOU NEED ’EM 


Over Fifty Years 
Handle-Making 


Experience 


LET’S TRADE 












Our Guarantee of 
Value; a Label on 







Every Handle 































Z TX or ‘TD & W”’ 
rected ae 
in Hea 
“since 1855” 11] TRADE M 
ADE INLOUISVIL, 


Registered Brands Registered Brands 



















DANIEL BOONE PERFECTION 
AMERICAN BEAUTY TRIUMPH 
DAISY HERCULES 
SUNFLOWER SUCCESS 
EAGLE PEERLESS 
ROYAL OAK ‘NCOoRPORATEP BEAUTY 


HICKORY AND OAK HANDLES FOR AXES, PICKS, ADZES, SLEDGES, MAULS, HAMMERS, HATCHETS, 
CANT-HOOKS, PEAVIES AND JACKS 
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Two NEW SILENT SALESMEN 


Give these silent salesmen display 
























TT boards a prominent place in your ; [ALDEN 
WEizFA : RENCHES 


store and you will soon realize what 
valuable sales producers they are. 


ror FORD AE 9p i 


We've picked out the wrenches 
that are needed for every day general 


home garage service and brought the 





cost down to a point where the assort- 
ment can be secured by a dealer at a 
very small outlay. There is no charge 
for the display board—that is sent 

















free with vour order. 





very car owner is a prospect for 
the wrenches on these boards. As 
soon as vou display them you will be- 
ein to realize what real wrench turn- 
over means. 





Ask for illustrated catalogue No. 500. 


WALDEN-WORCESTER 


incorporated 







General Offices and Factory Worcester, Mass. 



















PERSEVERANCE! 


The reason some men accomplish more owner that didn’t conquer the most stub- 
than others is due to their perseverance born nut? 
along the right lines. That’s exactly why most customers pre- 
The reason some wrenches accomplish ed the Coes and why dealers find the 
Preferred Wrench” the best seller. 


more than others, is because they are 


“made to conquer.” Leading Jobbers and progressive Dealers 


are not sticking to Coes Wrenches year 
Who ever saw a Coes Knife-Handle after year for amusement, but for 
Wrench in the hands of a _ persevering PROFIT. 


pagan COES WRENCH COMPANY lao 


6 to 21 ins. 
“In Business Since 1841” 
WORCESTER MASS. 
Selling Agents 
J. C. McCARTY & CO., 29 Murray St., New York JOHN H. GRAHAM & CO., 113 Chambers St., New York 


FENWICK FRERES, 8 Rue de Rocroy, Paris, France 
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Merchant 
Are you prepared fo 


serve your customers 
with the best there is 





are pyramiding sales for thousands of live hardware merchants all 
over the country ! 


(‘oneentrated adv 

papers sends customers into your store ask- extra comfort and Outwears best leather 
ing for Panco. If you're not prepared to 2 to 1! Easy to put on. Black or tan— 
give it to them, we both lose money! for men, women and children. 


ertising in local news- One sale leads to another. For Panco gives 
n 
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All Steel 


Patented Sept. 9, 1924 





Enormous demand 
this spring for 
The Cable Steel Folding Cot 


a ” RDERS are rapidly coming in from all 








Why People 7 parts of the country for the popular 
Prefer It Cable Steel Folding Cot. 
reter Be ready for the great demand. For camping 

All steel frame trips and for the home, Cable Steel Folding 

e > . " ° ° 
Weighs only 17 pounds Cots win imstant preference. Each detail 1s 
Folds more compactly : ‘ 
Automatically adjusts iteelf co uneven perfected. There is 2o comparison ! 
Reinforced joints siti ° °e 
Tailored t f 12 oz. olive drab duc 
Sl ny per Enormous Advertising 
S * 
— Campaign 
Built to last a lifetime . ; , 
Gyon: 6S. 7 im. tong, 16 tn. wide and £7 Full pages in color are appearing in The 
Soon an ee ee Saturday Evening Post and in outdoor maga- 
One gamed taahttuaty in Give zines. Millions are reached everywhere just at 

the right season. 











Also Cable Steel Chairs and Stools Send for Prices and Details. 
THE CABLE CORPORATION, Sales Dept. H.A.6 
Woolworth Building, New York, N. Y. 

We will need some Cable Cots for our trade. 
Please send prices and details. 






New-day refinements. Fold compactly. Rubber tipped = re 
legs. Longer life. Handsome green enameled steel. 
Strong. Comfortable. Chair weight, 434 pounds, price, 
$1.50; Stool, 4 pounds, price $1.25. Antiquates wood. 


EN EES OPEL IEC LL DOO POO OA 


OI OSs a oe ia 
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ECONOMY 
a FREE 


=> DRAIN PIPE 
ME CLEANER BUS UPON 
Be sroppco-ur | REQUEST 


SINKS TUBS ETC. 









BY -\ AD) : 
LARGE PLUMBING 








EASY TO USE 
MONE Y-BACK 


CUARANTEE 





be your salesman: 








Selling Points! Right to the point—this display tells the story 
. Absolutely NO FUMES. of ECONOMY PLUMBER. Practically 
all your customers are prospects, for— 
- FULL POUND net weight. ECONOMY PLUMBER is needed wher- 
ever plumbing fixtures are in use. 
HARMLESS to plumbing. This stand (in 3 colors) gets attention—jogs 
the memory and promotes the buying urge. 


- MONEY-BACK GUARANTEE Put it to work NOW and watch results. And 
remember this important fact—ECONOMY 
PLUMBER is not only a big seller, but pro- 
duces the LARGEST margin. 


1 
2 
3. The STRONGEST made. 
A 
S 




















If Your Jobber Can’t Supply You— 
Aveid Delay—Use This Coupon 
Envelope Enclosures with your name and address 

ee ceil eo A A A =| ee, y 


f i imprinted thereon and electros for local advertising 


ee are also FREE UPON REQUEST. 
| Economy Plumber Co. 
} 398 Broadway, New York | 
Please ship through our Jobber........ i 
Cases (36 cans to case) of Fconom) 





Plumber Drain Pipe Cleaner. 


ee — @ de) [e) bf 


PLUMBER 





It is understood you will bill me 
at the NEW REDUCED PRICES r 


a 
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ain Stree — oe ) ‘a gives us the most correct basis on 
Main Street Merchandising Methods 50 iad os. hien-ole- tele oe 
ron aieceg 
Washington Information. By W. L. Crounse 51 garding conditions. 

y , (Signed) F. S. Fuller & Co., 
Current News of the Trade 54. Saxton River, V t. 
A Prize-Winning Window 26 “T consider HARDWARE AGE the 
General Market Summary 57 best hardware magazine and I get 

° the most good and enjoyment from 
The Manufacture of Pocket Knives. By John Cassin 77 reading it.” 
; ; (Signed) O. H. J. Feulner, 
Forming a Favorable Impression. By J. H. Lee 84. Strawberry Point, Iowa. 
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pf O: fnamental Pinges 


~ 2'729 in the one and a half-inch size is a great 
favorite because it simplifies a merchant’s stock. 






(1) It is only 17%’ wide when open. Therefore 
two of these hinges can be placed side by 
side ona 2”’ cupboard hanging strip. It is the 
one means of eliminating the unsightliness of 
staggered hinges on such narrow strips. 


(2) It covers all requirements for this type of 
hinge. Here is the way to eliminate many 

Paes styles and sizes from your stock. 

NO 2733 13" (3) No. 2729 and its half-brother No. 2733 

(half-mortise butt) are nearly square to make 

painting and varnishing easier. 


Made in all finishes. Packed one dozen pairs in a 
box. Oval head screws included. 





McKINNEY MANUFACTURING CO. 
PITTSBURGH, PENNA. 


a €McKINNEY Product 
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Get 10c More Per Customer! 


<¢,34O you realize the tremendous annual increase in sales 
fe} volume which may be developed by raising the amount 
S44 of each individual sale ten cents? 








It should not be difficult to sell each customer an extra 
ten cent item. Study the chart and explanation at the base 
of this page. The possibilities of annual sales volume increase 
in units of 10 cents will astound you. 


This chart provides a unit basis on which you may figure 
the possibilities in your own store. There are 365 days in the 
year. We have deducted 52 Sundays and 7 holidays leaving a 
gross total of 306 working days. The holidays considered are 
New Year's Day, Christmas, Lincoln's Birthday, Washington's 
Birthday, Decoration Day, July 4th, Thanksgiving, Election, 
Columbus Day and Good Friday. You can adjust this detail 
to fit your own state. 


In figuring the annual increase possible we have used 
simple multiples as daily average number of customers. This 
detail must also be worked out for your own store. 








With 10c More Per Customer 
for 306 Days 





Average Number Possible Increase 
of in 
Daily Customers Annual Sales Volume 
75 $1,530 
50 2,295 
100 3,060 
125 3,825 
150 4,590 
200 6,120 
1000 30,600 

















Get 10c More Per Customer 
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D.W. Mitchell on the Practice of Job- 
bers Selling Direct to Consumers 


te EK have been reading with consider- 
V\ able interest your articles on the 
‘Glorified Peddler.’ This is cer- 
tainly an evil which the established merchant 
must meet if he is to continue in business. 
We believe that your article in the March 
5th issue, advocating publicity as the best 
remedy, is along the right line. We do not 
think that you can legislate against this be- 
‘ause the peddler will turn this back on the 
merchants, or those who have advocated 
high license fees as the means of combating 
them. 

“We believe there is another great evil 
which in our case is as serious as the peddler 
nuisance. This has kind of been shoved in 
the background in the last few months, 
because of the peddler. We refer to the 
practice of jobbers selling direct to con- 
sumers. We know that some jobbers, in- 
stead of trying to put an end to this prac- 
tice, actually encourage their salesmen to 
give these so-called ‘courtesy discounts.’ 
There is never a week goes by but that we 
hear of some jobber selling direct to one of 
our customers, at a price which we cannot 
meet. ‘This is doubly evil because it not only 
takes the profit, which belongs to us or some 
other established retail dealer, but it also 
tends to create in the person’s mind, who re- 
ceives this discount, an impression that the 
retailer is overcharging him. 

“This is all the more true, because the 
average shop man has no idea of the im- 
mense overhead the retail dealer is carry- 
ing. He thinks that when the jobber quotes 
him 35 per cent off on radio set, for instance, 
on which the dealer quotes him list, that the 
dealer is making a larger profit than he 
should. He never takes into consideration 
the fact that the dealer stands ready to give 
service, and take care of the customer after 
he buys the goods, and that the Jobber gives 
no such service. He also does not know that 
the jobber carries no such overhead as the 
retailer, and also buys the goods at a lower 
price. We really believe that this consti- 
tutes a much more serious condition, and is 


Our Readers’ Forum 


more unfair competition than the peddler. 
We at least can fight the peddler with his 
own methods, and can in most cases show 
greater value per dollar, but what are we 
going to do when someone sells the identical 
article we sell at a price ranging from 25 
per cent to 40 per cent less than our selling 
price‘ We believe that there should be a 
‘ampaign of education to stop this very un- 
fair competition, to which every retail dealer 
is subject more or less. We know that the 
jobber is trying to stop dealers buying di- 
rect from the manufacturer in most every 
‘ase, but we cannot see how he can blame 
the dealer when the aforementioned condi- 
tion exists. 

“We have also found in our own buying 
that we get very little cooperation from the 
jobber in selling goods after we buy them. 
We find practically every manufacturer 
ready to help us to the limit, while it is a 
very rare exception that we find a jobber 
who is willing to do any more than sell us 
the goods for which we can pay. 

“We believe that this is a field in which 
HarpWarE AGE can do a great amount of 
good. We thank you.” 

(Signed) D. W. MircHe.t, 
The Mitchell Hardware Co., 
Ashtabula, Ohio. 





‘*Forty Years of Hardware’’ Best 
Trade Paper Series 
WISH to express my appreciation of 
the success your efforts have met with 
in editing a magazine for the hardware 
trade. The writer for a number of years has 
read it on both the American and Canadian 
side of the line and has always found it in- 
teresting and helpful. Your recent articles 
by Saunders Norvell on “Forty Years of 
Hardware” were I believe the best series 
ever published in a hardware trade journal, 
anywhere, and the present series on the 
“Glorified Peddler” cannot help but pro- 
duce results. 
(Signed) G. V. Wuire, 
Publicity Manager, Sumner Co., Ltd., 
Moncton, N. B. 
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The man who ts ‘* Not John Jones’’ 
on the Peddler and other Topics 


DITOR’S Note—The following letter was 
i cessive in the mail of April 8. It is un- 

signed, and while we do not make a practice 
of publishing unsigned letters in HarpwarE AGE 
this one is so cleverly written, and contains so much 
food for thought, that we are offering it to our 
readers for what it is worth. Also the writer dares 
us to print it, and we always did hate to hedge on 
a dare. 


“To the Editor of HARDWARE AGE 
“New York City. 
“Dear Sir: 

“T started at twelve years of age in a re- 
tail store, at eighteen in a wholesale hard- 
ware house, at forty-two in the manufac- 
turing business, I am now fifty-two. If you 
are quick in arithmetic you will see that 
Saunders Norvell and the Israelites were 
not the only ones who have had ‘Forty 
Years’ of trials and tribulations. 

“Have I been successfulf Well, my rela- 
tives are painfully respectful, but when | 
think of how much more I might have done 
I wonder if I am ‘a success.’ 

“Tf this introduction interests you, read 
on: 

“If one were to take all he reads in some 
of the hardware journals today as literally 
true he would think the hardware business 
has gone to hell! If my profanity perturbs 
particularly pious persons, let them read 
Matthew VII-I and then remember if you 
want to knock ’em you've got to shock ’em. 
Do not worry over my religious training 
or beliefs; if you contemplate coming to 
heaven in the next twenty or thirty years, 
look me up. Ill be in one of the ring-side 
seats and my halo will be just a little bright- 
er than the average, because I expect to 
keep it well polished. With my ‘Forty 
Years’ in business record no one can truth- 
fully put ‘Still Resting’ on my tomb stone. 

“What is the matter with retail hardware 
dealers’ I have sold goods to the large 
dealer and to the smallest general store in 
forty different States. I have seen them 
poor and seen them prosperous, capable and 
incapable. One trouble with the poor and 
incapable is they blame others for ‘condi- 
tions.’ It is human nature to look inwardly 
last for the cause of trouble; it is always the 
other fellows fault. 


“Ts the retail hardware dealer an ‘Infant 
Industry’ Does he need a wet nurse! Is 
he not as much of a man as retailers in other 
lines’? Much has been written recently about 
the Glorified Peddler and the ‘Illegitimate’ 
Chain store. 

“From 1880 to 1890 it was the “Grange 
Store. The Grange was a farmer's society 
that contracted with one store in each town 
to sell them at ten per cent gross profit. 
In return they promised to buy entirely 
from that one Grange store. Did it work 
out well? It did not! 

“From 1890 to 1900 it was ‘Free Silver’ 
at 16 to 1—The ‘1893 Panic’ and ‘Hard 
Times.’ 

“From 1900 to 1910 it was the ‘Catalog 
House’ and ‘Parcel Post.’ The small dealer 
was to be put out of-business. The parcel 
post was to change our whole economic sys- 
tem and grass was to grow green in all small 
town streets. Did it’ Does it’ It has not 
and it does not! 

“From 1910 to 1914 a trade paper dis- 
cussed the question, ‘Is the Jobber a neces- 
sity’ Was any hardware jobber put out 
of business’ Decidedly not! 

‘Another trade paper discussed the Na- 
tional Retail Hardware Association, and 
attacked its ‘Sacred Surplus.’ Did the Na- 
tional Retail Hardware Association dis- 
solve’ It did not! 

“Has the ‘Sacred Surplus’ been divided 


pro rata among its owners, the members of 


the National Retail Hardware Association / 
It has not! 

“From 1914 to 1919—It was ‘The War, 
Surely no self respecting man would want 
to make any profit during a time w hen ° our 
country was at war’; only ‘profiteers’ would 
do such a mean thing! 

“From 1919 to 1921—It was “The Buy- 
ers Strike,’ “Prices must come down,’ ‘La- 
bor must accept lower wages,’ ‘We must 
get back to pre-war conditions.” Have we? 
We have not! and, furthermore, in my opin- 
ion, we never will. When Gompers said 
‘Labor will not sacrifice the gains they have 
made during the war,’ I thought he was 
bluffing. Was he? He was not! 

“And now it is the Glorified Peddler and 
the Chain Store. Will they ‘Peter out’ as 
did the Grange Store’ They will not! 
They are here to stay. Why? Because 
their proposition is fundamentally sound. 
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“Mrs. Jones patronizes a ‘Chain’ grocery 
store. I have talked to the manager—here 
is what I learned—He carries a $2,500 stock 
and he sells $3,000 a month, and all for 
cash. A large turnover, you will say; but 
he does it. He shares in the profits; he 
opens the store at 7.30 a. m. and he stays 
open until 7.00 every evening and until 9.00 
Saturday evenings. A ‘legitimate’ store 
across the street is open from 8.00 until 6.00, 
has a high-class clientelle, gets 10 per cent 
more for what it sells, ‘charges’ most any 
amount, to most anyone, and is about as 
well off as ten years ago. I mean the assets 
of the store are about the same. The store 
has had two different owners in ten years, 
and I expect just now it could be ‘bought 
right.’ 

“T think $300 would replace the shelving 
in the chain store; it is clean but simple, 
plain and cheap. ‘They do not even have a 
cash register; the manager makes all the 
change himself. The ‘store across the street’ 
has a ‘lady’ cashier, expensive glass con- 
tainers, several automatic scales, and most 
every ‘modern appliance’ obtainable. In 
fact, it’s an ‘up-to-date store’; and if I am 
any prophet, shortly it will be ‘up’ to its 
creditors. 

“Has this chain store made money? Well, 
here is its true history: Thirty-five years 
ago an Irish boy landed in Castle Garden 
with no money. He got a job in a retail 
grocery at $8 a week. He learned the busi- 
ness, and after several years saved up $300, 
rented a small, cheap room and opened a 
grocery store of his own—he prospered. 
Did he take on more clerks and rent a larger 
room’ He did not! He rented another 
small, cheap room in another part of town; 
divided his stock of merchandise in half; 
bought a little (not much) new goods and 
opened his second store. He made his clerk 
manager of the branch store, on a profit- 
sharing basis. On the opening day he told 
his branch manager, ‘Now I will charge one 
dollar per day’ for ‘executive management,’ 
‘buying the goods,’ etc., and you must take 
one dollar out of the day’s sales every day 
and pay it to me in cash. Note he did not 
say ‘credit my account’—but ‘pay me in 
cash.” He has followed this rule ever since, 
today he has eighteen hundred retail gro- 
cery stores and every one remits one dollar 
per day every day, to the owner to pay his 


salary as ‘Executive Manager.’ Now if 
your arithmetic is still good you will see his 
salary is about $550,000 a year and his prof- 
its added to that put him safely in the top 
income tax bracket. Thirty-five years ago 
he was a poor boy! Now this is a true story 
—Do you mean to tell me you are going to 
put this man and others like him out of busi- 
ness by legislation or convention oratory? 
You will not! 

“Here’s another—Thirty years ago, a 
certain man had the cigar stand and billiard 
hall ‘privilege’ in a small hotel, he liked to 
play billiards so he hired a clerk to attend 
to the cigar counter. One day a friend said, 
‘Now if you had a boy to run the billiard 
tables you could play all the time’ the 
‘joke’ set him to thinking. Today a chain 
of cigar stores is the result—Formerly the 
only place one could buy a good cigar was 
in a drug store—Now the druggist seldom 
stocks cigars, he prefers to run a ‘legiti- 
mate’ store and I prefer to buy my cigars 
at a ‘Chain’ store because they are fresh, 
then too I get ‘coupons,’ I will soon have 
enough to obtain a cut glass piano. Are 
they going to legislate or orate the Chain 
Cigar Store out of business? They will not! 

“Now for the ‘Glorified Peddler’—he has 
furnished sufficient columns for the trade 
papers—better ‘soft pedal’ him from now 
on—because he is here to stay—he is calling 
from house to house, no longer sells Cook- 
ing Ranges, but Vacuum Cleaners and 
Electric Washing machines. Can you put 
him out,of business? You can not! 

“Well what is the retailer going to do? 
Must he sit idly by and ‘let the peddler 
lick the ‘lasses off his bread and then call 
him Niggar?’ Not unless he uses his head 
exclusively for a hat rack— 

“Get a room in another part of town or 
a nearby town, put in a branch store, put 
your best clerk in as manager on a profit 
sharing plan, divide your merchandise, I 
have never seen a retail stock yet that did 
not have too many of most every item in 
stock. Also do a little ‘Glorified Peddling’ 
yourself, put a young clerk out to call on 
the manufacturers (if any in your town) 
they all use some hardware supplies—files, 
bolts, screws, brooms, pails, nails, now and 
then a hatchet, nail puller, a saw, a hand 





(Continued on page 82) 



























































<4 a ee ee 
999 bat 
v {a 













VOORHEES? 





HARDWARE AGE 


Pts oh ot rte ty >Pab+ Ae > 
‘ Data * 





phen 7 


- 
‘2 ‘ 
a 
4 ' . 
99 «84 OR , 
: P / 
. ° - 
0 ' ‘ ‘ ' 
t 4 ‘ ‘ 
t ry r ‘4 7 t 
‘ ‘ ‘ ‘ a 
U ¥ .* " 
ied Ae : x vw 
‘ 








> 














































































ft 
3 
¥ 





these seven Voorhees advertisements suggest to 
us in one glance—sincerity, quality, fair value, 
and courtesy. These ads are easily read, attrac- 
tive, simple and are not crowded. If, as a 
stranger, we moved to Morristown, N. J., and 
read these messages in the local paper, we would 
feel that the Voorhees Hardware Co. was the 
place for courteous treatment, quality goods, and 
fair prices. Such is the appeal of type when the 
lay-out and messages have the ring of sincerity. 

George Vallis has charge of Voorhees adver- 
tising. We congratulate him and Voorhees. His 
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catch line “Watch Our Windows” is a thought 
which you could use to advantage. 

Only two of these ads contain prices. None of 
these ads describe hardware products, with the 
size, weight or model numbers. Each has an ap- 
peal based on the services which the particular 
items will perform. This is surely the strongest 
selling angle an advertisement can contain, for 
after all, you do not sell paint, but you sell sur- 
face protection and improved appearances when 
making sales in your paint department. 
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COASTERS ON OISPLAY AT 
THE FOLLOWING STORES: 


THE LAKEWOOD HARDWARE 
\.aze A 
HAEFELE & RAUCH 


13412 Dewees Aveece 


SCHROEDE-BECK WITH CO. 
14814 Detren Avoume 





INCHE’S as & ELECTRIC CO 
102 Detret Avenue 


Grendpe Will be There Toe 
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LEEF. PERRY 
| 360” Mhedreee Ave 
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FRUEHAUF HARDWARE CO. 
702 Deere A tenn 


Above are two typical window displays that sold coaster wagons and stim- 


F.S. INGERSOLL 

ulated interest in the Coaster Wagon Race. The upper view is of a window 
of the Lakewood Hardware Co., and the lower that of the Fruehauf Hard- 
ware Co. To the left is one of the newspaper advertisements announcing 


Everyone Will Have A Smile 
— the contest. Ads were used three weeks previous to the race 














a 


Lakewood’s Coaster Wagon Race 


Unique event received much publicity in local and out-of-town newspapers and 
resulted in valuable publicity for hardware merchants fostering contest 





featured coaster wagons in their windows, co- 
operated in using large newspaper space; 
handed out registration cards, registered 
kiddies and boosted the race idea to parents as 
well as to children who came in the store. 


OOPERATION may be an abused term of 
expression, but don’t forget that in prac- 
tice there is nothing so potent as the 

unified power of several merchants in the same 
town banding together in a common interest. 


To wit, eight hardware dealers in Lakewood, 
Ohio, cooperated in putting over a local coaster 
wagon race. The event went over in a mighty 
big way—far beyond the expectations of even 
the most optimistic. 

Action photos of several heats were repro- 
duced in local papers, Cleveland dailies and in 
the rotogravure sections of many out-of-town 
newspapers. The entire event was filmed for 
newsreel distribution. 

Mayor Edward A. Weigand of Lakewood 
presented the prizes, which were 12 coaster 
wagons. For at least three weeks prior to the 
race local and Cleveland papers were full of 
news and human interest stories pertaining to 
the coming event. 

The eight interested hardware merchants 


As a consequence of all this cooperative ef- 
fort there were 52 girls and 203 boys compet- 
ing for prizes on April 26, 1924. Lakewood po- 
lice roped off Lake Avenue for one-half mile. 
Traffic was diverted around that spot and a 
squad of police were needed to control the 5000 
spectators who lined the walks on both sides of 
Lake Avenue. 

Dealers cooperating were Lakewood Hard- 
ware Co., Haefele & Rauch, Schroeder-Beck- 
with Hardware Co., Inches Hardware & Elec- 
tric Co., Belle Hardware Co., Lee F. Perry, 
Fruehauf Hardware Co. and F. S. Ingersoll. 
Walter E. Edwards of the Auto-Wheel Coaster 
Co., North Tonawanda, N. Y., conceived the 
idea and at the request of these eight dealers 
conducted the race. Mr. Edwards handled all 
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of the preliminary details and 
acted as announcer and chief offi- 
cial of the race. 

Chief of Police Miller, bankers, 
newspaper men and others acted 
as judges. There were four main 
groups. There was a race for 
boys from 8 to 12 years; another 
event for girls between the same 
ages; a free-for-all for boys and 
girls between 6 and 16 years and 
a team race in which one party 
steered and the second party pro- 
oelled the vehicle. 


Open to All Makes 


The race was open to four- 
wheel coasters of all makes. Win- 
ners of first, second and third 
place in each heat were desig- 
nated by ribbons and special caps 
which admitted the holders to 
compete in the finals. 

A special event was run off for 
those children who had scooters. 
For those who did not own coast- 
ers, but wished to compete, wag- 
ons were furnished. 

In the heats there were usual- 
ly about 12 parties. Two news- 
reel men; three newspaper pho- 
tographers, five reporters and at 
least a dozen amateur photogra- 
phers kept busy all that Satur- 
day afternoon. 

The mayor, city council and 
the participating merchants were 
so pleased that it is likely another 
coaster race will be run this 
month. The event is destined to 
become an annual affair. 

Each contestant was registered 
on a special card made up for that 
purpose. The contestants regis- 
tered at the several stores and at 
the track. Each card bore the 
child’s name, address and age and 
the name of one 6f the cooperating 
hardware dealers. After the race 
the cards were returned to the 
dealers whose names were on the 
cards. You can easily realize that 
these cards constitute a fine pros- 
pect list for the future races and 
future sales. 

Without question this coaster 
wagon race attracted more news- 
paper publicity than any other 
cooperative merchants’ affair 
ever held in Lakewood, which, by 
the way, is an independent resi- 
dential city of 40,000 population 
located at the western extreme of 
Cleveland. 

It would be hard to determine 
with definite figures the business 
resulting from the race. It would 
also be difficult to say just how 
much subsequent interest in coas- 
ters may be charged to the event. 
But at that, Lakewood dealers all 
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Group of contestants in Lakewood’s unique Coaster Wagon Race. 
event created widespread interest among the kiddies, their parents, rela- 
tives and friends and gave valuable publicity to the retailers participating 


On the line and waiting for the starter’s signal. 
g | g 


photographers were kept busy all the afternoon 
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Hurrah! They’re off! 


Lakewood was on hand to witness the excitement. 


of 


the 


unusual 


Th is 


Two newsreel men, three 
newspaper photographers and at least a dozen amateur and commercial 


race 





The mayor, city council and the greater part of 
As a result of the race, 
merchants in Lakewood reported much general interest in coaster wagons 
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report improved sales; much talk terest in the subject of coaster tified Lakewood hardware dealers 
and greatly increased general in- wagons. The race certainly iden- as the best source of supply of 


this item. It was a mighty fine 
advertising plan for dealers in 





REGISTRATION 


Lakewood and vicinity. 
A month after the race Mr. Ed- 
wards received a letter from 





COASTER WAGON RACES 


To be held April 26th, 1924 at 2 p. m. sharp. 
Lake Avenue — in front of Lakewood Park 


cCAuspices of LAKEWOOD HARDWARE DEALERS 


Mayor Weigand which read in 
part, as follows: 

“In reference to the coaster 
wagon races, permit me to say 
that I am very much pleased at 
the wonderful time afforded the 


DEALER’S NAME. 








children thereby.” This expres- 
sion from the city’s chief magis- 





NAME ——_-______- a —------_-___AGE .. - trate is a fine indication of the in- 
fluence of this coopertaive move- 
A eT eT ae ment. 


Any of the participating Lake- 
wood dealers would be pleased to 
give you further details on the 








Here is the entry card used in Lakewood’s coaster wagon race 


best method of conducting a coas- 
ter wagon race in your town. 





Warmer Weather Focuses 


Attention on 98' Garden Hose 


there is at the present time much inter- 

est in the widespread movement for the 
simplification of garden hose and the adoption 
of the universally popular 5%-in. size. 

Some of the principal reasons for the in- 
creasing popularity of the 54-in. size, as stated 
by the Mechanical Rubber Goods Manufactur- 
ers Division of the Rubber Association of 
America, Inc., are as follows: 

Hose used around the house, garden or ga- 
rage is coupled with standard 14-in. fittings, 
so the best water channel for hose of this type 
is the one which will deliver water from those 
fittings rapidly, economically and conveniently. 

The 5-in. hose delivers practically as much 
water as the *4-in hose, but with much less 
weight to lift around, lower cost per foot and 
decidedly greater durability because the %%-in. 
hose will not kink or burst as readily as the 
hose with the larger water channel. 

Five-eighths-inch hose is the logical size for 
the standard outlet. It does practically the 
same work as larger hose when used with or- 
dinary hose fittings, and it does a great deal 
more work than 1,-in. hose which will not de- 
liver the water as fast as it gets it. 

This standardization helps not only inventory 
time but throughout the year. Confining gar- 
den hose stock to one size reduces investment, 
saves room, speeds up turnover and insures 


S a result of the warmer spring weather, 





fresh bright goods in the department all the 
time. 

In one of its statements, designed to increase 
the popularity of the 54-in. size, the Rubber 
Association of America says: 

“For a long time, whenever garden hose 
manufacturers discussed the advantage of 
standardizing on a five-eighths water channel, 
they came to the conclusion every time that it 
couldn’t be done on account of the jobber. 

“When jobbers were canvassed on the sub- 
ject of 54-in. hose, they one and all were accus- 
tomed to reply, ‘Jt can’t be done on account of 
the dealer.’ 

“‘When the dealers were asked the same ques- 
tion their answer was uniformly that ‘The con- 
sumers can’t agree on any one size.’ 

“So we asked a large number of average con- 
sumers, people who use garden hose around 
lawns, houses and garages, what size hose they 
prefer. Practically all of them said that they 
bought inch hose, referring of course to the 
outside measurement and showing that they 
knew nothing and cared nothing about the size 
of the water channel. 

“Of course everybody wants the best size, the 
logical size, the efficient size, the one which 
gives the maximum of service for the minimum 
of labor and expense, and this size has been 
amply demonstrated to be 5%-in.” 











A Thought For Today 


Get men in the habit of buying in your store the goods they are constantly consuming 


and you will get the bulk of their purchases of goods they buy occasionally.—John Cassin. 
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says post office official. These were the 

exact words of the first assistant post- 

master general, in a talk which he made at the 
Advertising Club in Baltimore. 

He did not tell us anything new, of course, 

but he speaks with authority, for no man is in 

a better position to know these things than 


he is. 
Millions and millions of dollars are being 


‘< \ NTIQUATED Mailing List Brings Loss,”’ 


Make Uncle Sam 


Your Partner 


Checking Up Your Mailing List 





By Mark McGee 


this end you were asking the support of those 
whose names now appear on your list. 

The questionnaire, which should be enclosed 
in the letter, should be a regulation postal card, 
on the back of which questions similar to these 
are printed. DO YOU RECEIVE OUR STORE 
NEWS REGULARLY? WHAT IS YOUR 
PRESENT ADDRESS? HAVE ANY OF 
YOUR FRIENDS MOVED RECENTLY? 
WHAT IS THEIR NEW ADDRESS? ETC. 

















Say! Me an’ Sam’s in partnership! 
I run the shop an’ he, 

By totin’ letters throo the mail, 
Sells goods slick as kin be; 

I jist write out a little note, 
A pussonal affair, 

Addressed ter this or t’other one, 
An’ Sam, he lands it—there! 


Me an’ Sam 
By William Ludlum 


It’s easy? Gosh! I’d like ter know 
Of enny surer way 

Ter git good kustomers in tow 
An’ make a business pay? 

Fer every soul that passes by 
My door an’ stops ter kall— 
My partner Sam, he nabs a score 

An’ sells ’em one an’ all! 


Say! Me an’ Sam’s in partnership! 
If I’d say, Sam an’ me— 

It might sound better ter sum folks 
I’m ready ter agree; 

But what I’m tryin’ hard ter state 
Is—you kan’t never fail 

If you tie up with Uncle Sam 
An—let him sell by mail! 

















wasted annually on mailing lists which have 
become antiquated, yet the very same firms 
who are wasting this money spend other mil- 
lions on things of less importance and think 


nothing of it. 
Formulate Some Plan 


There are various ways and means of check- 
ing up your list, among which one of the best 
is to send out a questionnaire under a two-cent 
stamp. This questionnaire can be a letter, a 
form or both. That is, get up a letter stating 
what you want to do. That you want your 
mailing list to be in “apple pie order,” and to 


In this way you will get the names and ad- 
dresses of entirely new prospects; besides, 
your list will be made 100 per cent perfect, with 
the inevitable resultant returns on your invest- 
ment. Don’t forget, however, that your letter 
must go under a two-cent stamp. 


Another Way 


Send your list of each town, county or com- 
munity to a school teacher or to some other re- 
sponsible person and ask them to check the list 





(Continued on page 86) 
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Catlin’s Merchandising Corner 


Make Your Window the Show Place on Main Street 
By Charles P. Catlin 


HERE are no nine o'clock towns today. 

The movies have stretched the clock, intro- 

duced two to three more hours in the day 
in almost all country towns. No longer do 
farmers regularly put out the cat and the light 
at nine or ten o’clock. No, they are out them- 
selves in the evening. Where? They are out 
on Main Street in the evening going to and 
from the movies. They are freer of mind than 
at other times. They want to see the new 
things—the things that are on display in the 
windows. 

Your window will remind them to buy the 
things they need now. A well-dressed window 
with plenty of light is the most efficient sales- 
man in the world. It stays busy on the job long 
after all your other salesmen have gone home. 
It earns its wages—cost—many times over. It 
is your hand of welcome. 


of sale. They are advertising right where the 
sale is made—and, during the day, right when 
the sale is to be made. Prospects’ memories 
are taxed by other forms of advertising—and 
no one likes taxes. Window displays do not 
levy a tax on memory. Most other forms of 
advertising say in effect, “Remember to buy 
the article described when you go to your deal- 
er’s.”” Window displays say, “Come in here 
NOW and buy these articles you see.”’ 

Make your window the SHOW place on Main 
Street. It will help you to increase your sales 
—and cut down your overhead. It will help 
you in answering that ever-pressing question 
“How can I keep down up-keep?” Your win- 
dow is the most valuable space in your whole 
store—and good window salesmanship will go 
far toward paying your rent. You can always 
spare time to dress your windows—and it is 











Suggested Items for Your Window Displays 


During the fruit and veyelable preserving 
season, put in a canning window of everything 
a housewife needs for preserving — from a 
food chopper and colanders to basting spoons. 
If you don’t know, ask your wife to make out 
a list of the things she uses and would like to 
have. 


“In the spring a young man’s fancy lightly 
turns to thoughts of love,”’ according to the old 
song. But a woman’s thoughts turn seriously 
to house-cleaning. Springtime is house-clean- 
ing time—and your shelf-cleaning time on 
house-cleaning accessories. 

Feature: 


I would suggest: 


Fruit Cans 

Sealing Wax 

Wax Melting Ladles 
Wax Strings 

Fruit Jars 

Fruit Jar Caps 
Fruit Jar Rings 
Fruit Jar Wrenches 
Fruit Jar Lifters 
Fruit Jar Funnels 
Basting Spoons 
Colanders 

Food Choppers 
Mincing Knives 


Wood (‘Chopping’) Bowls 


Paring Knives 
Cherry Stoners 
Apple Parers 
Strawberry Hullers 


Vegetable or Fruit Press 


Preserving Kettles 
Berlin Kettles 
Lipped Sauce Pans 
Pierced Ladles 
Pierced Skimmers 
Sugar Boxes 
Family Scoops 
Deep Pudding Pans 
Milk Pans 

Mixing Bowls 
Graduated Measures 
Graters 

Strainers 

Pint Cups 

Pot Covers 

Repair Knobs 
Family Seales 

Jelly Bags 


Vacuum Cleaners 
Carpet Sweepers 
Carpet Beaters 
Mops_, 

Mop Wringers 
Galvanized Pails 
Window Cleaners 
Step Ladder Chairs 
Step Ladders 
Dust Pans 

Dust Mops 
Dusters 

Chamois Skins 
Hat and Coat Hooks 
Coat Hangers 
Shelf Brackets 
Casters 

Brooms 

Scrub Brushes 
Chair Seats 
Furniture Nails 
Curtain Rods 


Picture Nails 
Picture Chain 
Picture Hooks 
Picture Wire 
Tacks 

Tack Hammers 
Screws 

Screw Drivers 
Hammers 
Hatchets 

Wash Tubs 
Clothes Baskets 
Hampers 

Bath Room Fixtures 
Curtain Stretchers 
Clothes Pins 
Wash Boards 
Wash Boilers 
Sad Irons 
Wringers 
Clothes Bars 








Keep your window: displays lighted 
after the movie crowd has gone home. 


until 
Remem- 


the most profitable use you can make of spare 
time. 


ber window displays are different from sales- 
men in one particular; they are efficient only 
when well lit. 

Window displays are advertising at the point 





Your windows will prove of greater value to 
you from a sales-stimulating standpoint if you 
display timely, unified lines. Feature ‘season- 
able goods at reasonable prices—and you will 
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be well on the way to owning that big house 
and big auto you want. But in every instance, 
use a nationally-known, well-advertised line as 
the feature. 

Don’t stop at staging the show window in 
town. Follow the example of the show people 
still further—feature a star performer in your 
window—a line that your customers know. 
You seldom find a movie that does not feature 
a star, who plays the chief role. 

Featuring a well-known line and surround- 
ing it with seasonable allied lines will help you 
move the unadvertised articles your customers 
require—those articles they need but so often 
forget to buy. Harness an advertised line 
to the articles of their need for which custom- 
ers have to be reminded. Then your stock will 
move off your shelves and money into your 
store. In this way your windows will make 
for you SECOND SALES. 

If you have two windows—use one of them 
to attract the women. Women purchase 60 
per cent of the articles used in the home— 
and are the deciding factor in the purchase 
of the other 40 per cent. If you are a married 
man, you know. 

Display household goods. If you display a 
nationally known electric washing machine, 
place it in the center of the window and then 
build around it an attractive display of every- 
thing you carry in stock that is used in the 
laundry and for hanging out, drying and iron- 
ing the clothes, from clothes pins and clothes 


lines to sad irons, ete., ete. You will be sur- 
prised at the results you will get in the way 
of increased sales on the small items as well 
as the interest you will create in the washer 
itself. 

In the other window display goods that will 
appeal to mechanics, farmers, ete. 

Now would be a good time to feature build- 
ers’ hardware, tools, paints, paint brushes, 
putty, putty knives, ete. 

Next week feature garden tools, steel goods, 
garden seeds, etc. Then have a lawn mower 
and accessories display. Display: 

Lawn Mowers Oil in bottles, ete. 

Grass Catchers Oil Stones 

Lawn Rakes Scythe Stones 

Garden Barrels Lawn Mower Sharpeners 


Grass Shears Wrenches 
Grass Hooks Lawn “ge se 
Scythe and Swathe Sprinkler Cans 


Garden Hose 
Hose Couplings 
Hose Straps and Fasteners 


Garden Trowels 
Lawn Rollers 
Mole Traps 


Dandelion Spuds Hose Clamp Pinchers 
Hedge Shears Hose Clamps 

Hedge Knives Hose Nozzles 
Pruning Shears Hose Washers 
Pruning Knives Hose Menders 

Oilers Hose Reels 


Follow the seasonable display idea in your 
windows and your business will grow. These 
suggestions will enable you to turn dul] mo- 
ments into profits and to keep home money at 
home. 

ioliow out this plan and you will register 
more cash sales on your cash register. 
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Displays Help Kennedy Sell $12,000 a Year in Paint 


INDOW displays like this one on paint 
help the W. A. Kennedy Hardware Co., 
Canton, Ohio, sell more than $12,000 in 
paint every year. This store carries only 24 
house colors. The stock was reduced two years 
ago from 50 colors to the 24. Occasional paint 





demonstrations help create painting interest. 

James H. Kennedy trimmed this window and 
made a good job of it. Mr. Kennedy is now 73 
years old and as we have remarked before can 
still show some of the “young fellers” a few 
pointers on hardware window trimming. 











HARDWARE AGE 


April 16, 1925 

















“Glorified Peddling” has grown tremendously. The 1924 total business is estimated in ex- 
cess of $150,000,000. Ten years ago it was practically nothing. In this article, Mr. Smith dis- 
cusses the manufacturer’s responsibility in helping the retail merchant retain his loca] trade 


Manufacturer's Responsibility in 
Helping Retailers Hold Local Trade 


By Sam K. Smith 


Secretary, Retail Merchants’ Bureau 
Salt Lake City, Utah 


HE manufacturer has as great a responsi- 

bility in combating the house-to-house 

canvasser evil as the retailer. In fact, the 
manufacturer has even a greater responsibility. 
His capital is tied up in specialized machinery. 
His investment is large. The good-will of the 
public toward his product has taken years to 
build and large sums of money to maintain. 
For his own self-preservation the manufacturer 
should protect the ultimate distributor of his 
goods. 

Instead of condemning the retailer, the man- 
ufacturer should encourage him. If he recog- 
nizes in him a necessary economic factor in 
the distribution of his manufactured goods, the 
manufacturer must help to guide the retailer. 
Some manufacturers of national prominence, 
and I say this in the friendliest spirit, instead 
of proving helpful to the retailer, are, by their 
interviews and public statements, continually 
adding to his troubles, complicating the retail- 
er’s problems and showing publicly a lack of 
confidence in him and his business methods. 

The consumer demand created by manufac- 
turer’s national advertising copy, adds to the 
problem of retail distribution. Many manu- 
facturers now make merchandise in hun- 
dreds of styles, patterns and sizes. Then be- 
cause the retailer fails to meet the problem 
thrown upon him without preparation and 
without encouragement or support his selling 
methods are condemned at conventions. He is 
held up to scorn by clever gentlemen who never 
sold their own goods to Mrs. Farmer at the 
cross-roads country store; and who know few 
of the intricacies of retail distribution. The 
house-to-house method of selling presents an 





old idea with a new application. It is rather 
novel for Mrs. Housewife to receive a visit from 
a clever, trained salesman and have him “dem- 
onstrate” his line in her home. It flatters her 
vanity and when she is in this rather uncon- 
scious mental state the sale is made. 

House-to-house selling has grown to tremen- 
dous proportions. The 1924 total is estimated 
in excess of $150,000,000. Ten years ago it 
was practically nothing. One brush company 
and one hosiery company had perhaps $30,000,- 
000 of this total and the remaining $120,000,- 
000 is distributed over several hundred manu- 
facturersS. What is the problem of the house- 
to-house canvasser? The volume is large, but 
is the question of volume a serious one? In my 
judgment, volume is not by any means the 
most important factor in the house-to-house 
canvasser problem so far as the retail merchant 
is concerned. 

The most serious problem, and the one which 
affects the manufacturer most, is the general 
sales talk made by the bell-ringers, the tearing 
down of the good-will the public has in the re- 
tailer as an institution. We hear a great deal 
these days and particularly since the war, of 
“the waste of retail distribution.” In order to 
eliminate this waste and alleged inefficiency, 
these other methods of distribution are offered 
the public. Many statements as to price- 
cutting are made by these solicitors, which are 
not true, but which the public believes because 
of the general vicious propaganda being spread, 
in some instances by leading manufacturers. 

We hear this story at the door: 

“Our manufacturing company has for a long 
time recognized the waste of retail distribu- 
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tion and in order to eliminate this waste we 
have adopted this new method of distribution 
—direct to the consumer, ete.” 


It is easy enough to criticize. The retailer’s . 


selling force is not as efficient as it should be, 
his system of deliveries is bad, he gives too 
much free service, his credits and charge ac- 
counts offer a problem; and many other criti- 
cisms of the retail business are pointed out by 
manufacturers; and the information soon be- 
comes public property. Local, state, and na- 
tional organizations of retailers are working to 
eliminate as many of the weaknesses of retail 
distribution as possible. What the retailer 
wants to know is how to meet his problems. 
He wants information. Perhaps the manufac- 
turer can assist in some of these problems. 

If the house-to-house method of distribution 
is sound economics, the retailer should close his 
store and sell from door to door. If this di- 
rect selling game is what its proponents claim 
for it, the retailer wants that information. If 
not, he will have to work out the solution of his 
problems along present lines and is entitled 
and must have the active encouragement and 
support of those upon whom he depends for 
the goods he sells. 

Several plans have been adopted which, if 
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generally accepted by manufacturers, will dem- 
onstrate to the public that the relations be- 
tween manufacturers and retailers are at least 
cordial and that the principal manufacturers 
of the United States still recognize in the re- 
tail store their best method of distribution. 
Some of these national firms are placing on all 
their copy “Sold Only Through Retail Stores.”’ 
The effect of such publicity is good. It is pos- 
sible for retailers to tie up with this type of 
advertising and alert retailers will respond to 
such assistance. 

Sometimes the charge is made that the re- 
tailer is giving too much service. Perhaps this 
is true. Perhaps in his eagerness to do the un- 
usual and to receive the support of his cus- 
tomers, the retailer is overdoing this thing 
called “service.” Some of the larger stores 
are trying some entirely new departments 
which net no revenue and which are purely ac- 
commodational. There can be no question that 
these service departments do attract possible 
customers into the store, but whether or not 
they pay for themselves it is impossible to tell. 
These departments cost money and add to the 
distribution cost which is perhaps too high al- 
ready. How can they be cut? What suggestion 
has the manufacturer on the problem of cut- 
ting selling costs? 
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Fight Looming Between Traveling 
Salesmen and “‘Glorified Peddlers” 


“The Recent Organization of House-to-House Distributors’’ Says the ‘‘The Nation’s 
Salesmen”’, Official Bulletin of The National Council of Traveling Salesmen’s 
Associations, “‘Compels Most Earnest Attention and Co-operation of Salesmen, 
Manufacturers and Retail Merchants.””’ The Following Is From “The Nation’s Salesmen”’: 










6 ARCH 17th was an appropriate 
M date for the recent news dispatch 
from Cleveland outlining exten- 
sive plans announced by the recently organ- 
ized National Direct Selling Association. 
For it is on that day we celebrate the birth 
of the good Saint Patrick who drove the 
proverbial snakes out of Irleand! More 
about the present-day snakes—below. 

“It is reported that this National Direct 
Selling Association is planning to raise huge 
sums of money through assessment upon its 
various specialty groups for the purpose of 
nationwide consumer advertising in a se- 
lected list of magazines of big circulation. 
In addition to magazines and newspapers, 
they plan to employ posters, the radio, 
direct-mail broadsides to the homes of 
America, and house-to-house missionaries. 

“What does all this mean—to YOU? 

“Tt means that the combined interests and 
efforts of all the direct-selling agencies of 


the country are to be pooled in a bold public 
attack on your retail customers’ trade, on 
your own houses’ business, to serious en- 
danger the very safety of established Amer- 
ican business institutions and methods—not 
to mention your own personal livelihood. 

“The alarming growth of direct-mail spe- 
cialty and house-to-house selling is making 
serious inroads on the sales-volume of mer- 
chants, manufacturers and salesmen alike. 
Unless we all cooperate to curtail such trade 
abuses as are responsible for the existing 
laxities and unnecessary waste in present- 
day methods of marketing, and if we do not, 
we shall find these new, and much over- 
rated, so-called short-cuts crowding out the 
old-line salesmen and their houses, one by 
one, and supplanting the established retail 
outlets with nation-wide development of the 
I'uller Brush, Real Silk, Arthur Nash type 
of merchandise and merchandising. 


(Continued on page 87) 
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Needed—A Campaign 


of 


Facts 


By Saunders Norvell 


NSTEAD of dictating this article, what I should do 

| would be to give this space to a reproduction of the 

address made on March 25, 1925, before the meeting 

of The American Manufacturers Export Association at 

the Hotel Astor by Dr. Julius Klein, Director of Bureau 

of Foreign and Domestic Commerce, Department of Com- 
merce, Washington, D. C. 

Every broad-minded business man in this country is 
more or less interested in the foreign trade situation as 
it bears upon tke future prosperity of the United States. 
Even if a concern is not engaged in foreign business, it 
is nevertheless affected indirectly by the profits this coun- 
try makes in foreign selling. 

Mr. Selfridge, formerly of Chicago, who has made such 
a great success with his department store in London, re- 
cently stated in his annual address to his stockholders 
that the United States manufacturers had a capacity to 
make goods to supply a population of 150,000,000 people 
while, on the other hand, there are only about 110,000,000 
people in the United States. He stated we, therefore, 
need 40,000,000 more consumers to take over our surplus 
in manufacturing. Please note these remarks of Mr. 
Selfridge apply to manufacturing only. They do not 
apply to our surplus in foodstuffs. 

It therefore stands to reason that if our manufacturers 
can sell their surplus in foreign countries, these sales 
will take care of a large part of their overhead expenses 
and will result in lower costs. These lower costs will 
help these manufacturers in taking care of the trade at 
home, also in meeting foreign competition for domestic 
business. Then of course it naturally follows that the 
greater our production, the more people we employ and 
the more wages we pay. Consequently, merchants having 
nothing whatever to do directly with foreign trade are 
benefited by the increased number of consumers in this 
country and their larger buying power. 

It is amusing in reading this report of Mr. Selfridge, 
which, no doubt, was intended only for his English share- 
holders, to note that he is rather inclined to “knock” the 
United States; to point out our difficulties, while, at the 
same time, he says some very encouraging things about 
the British outlook. We of course must take into con- 
sideration the fact that Mr. Selfridge derives his business 
from British sources. Possibly there is some prejudice 
against him as an interloping American. Just the same, 
we feel it was hardly necessary for him to take the side 
of the British against his own country. 


We wish we had a list of his shareholders. We would 
like to send them a copy of Dr. Julius Klein’s address on 





the tremendous increase in our merchandise exports in 
the past few years. The facts given by Dr. Klein are 
not only very encouraging to American exporters, but 
our increase in sales, as compared with Great Britain, 
Germany and France, is so enormous that it is actually 
startling. I am quite sure the average American is not 
aware of these facts. I am sure that I was not. I must 
admit that back in my mind I had been worrying about 
the dangers of foreign competition. Now, if there are 
any other merchants like myself who have felt rather 
blue at the outlook based on this idea of the low cost of 
manufacturing in Europe, I suggest that they write to 
Washington and secure a copy of Dr. Klein’s address. I 
am sure they will feel more cheerful over the situation. 

Dr. Klein touches upon one note that to me is exceed- 
ingly interesting. That is the note of quality. Manu- 
facturers of the United States are distinguished all over 
the world for the high quality of their goods. We have 
never gone after world trade on the price basis. Dr. 
Klein brings out the fact that on account of changes that 
have taken place in the world since the war, the people 
all over the world are seeking goods of higher quality. 
They are becoming more enlightened and they propose 
to enjoy the benefits of a better quality in the articles 
they buy. The old idea of price, so much stressed by 
certain other foreign nations before the war, has in a 
large measure passed away. The people of the world 
now want quality and the manufacturers of the United 
States stand at the top as quality producers. 

Then Dr. Klein speaks at considerable length about 
the increased buying power of the foreign market. I am 
writing about his speech from memory. However, I pro- 
pose to ask the Editor to produce his address in full in 
some future issue. 


Allow me to repeat it is well worth reading, whether 
you are directly interested in foreign trade or not. It 
just bristles with new ideas and is full of interesting 
figures. 

Dr. Klein is one of the right hand men of Secretary 
Hoover. His address is simply one example of the good 
work being done by Secretary Hoover and his assistants 
in gathering valuable information for American mer- 
chants. 

I had the pleasure of sitting next to Dr. Klein at the 
dinner of the export association and as a result of our 
chat before the speaking began, he has sent me a col- 
lection of very interesting pamphlets. These pamphlets 
would give me a basis for a long series of most illuminat- 
ing articles. 
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However, when I went home after this banquet and 
meditated upon the facts and the new ideas I had heard; 
when I thought’ of the work being done by Secretary 
Hoover’s department in simplifying business, standardiz- 
ing sizes, reducing the long list of unnecessary items; 
when I thought of other constructive work this depart- 
ment has done in other directions, I could not help, with 
all due respect to some of my old friends, wondering what 
our various trade associations have been accomplishing 
since 1914. 

We do know that The National Retail Hardware 
Association has been doing, through its organization, some 
very constructive work in analyzing the conditions sur- 
rounding the retail hardware business. They have been 
making some very constructive suggestions in the past 
few years. 

Well, of course, I may not be posted; but I can not 
help wondering what real, constructive work in the past 
ten years has been done by the other trade associations. 
I admit that in my studies of distribution, when I reach 
the jobbers and try to find out, by personal interviews 
and correspondence, exactly how closely they are analyz- 
ing the present situation; when I inquire exactly what 
their plans are for the future, I seem to be up against a 
blank wall. 


These are days for big, broad-minded men. These are 
days when some men, and certain groups of men, are 
doing things in a very large way. These are days when 
the tremendous power of organization and concerted ef- 
fort along certain fixed lines are recognized and used by 
business men more than ever before in the history of the 
world. There are enormous world movements in business 
under way. What are the manufacturers and jobbers 
doing through their associations in these times? Are 
they piddling along in old ruts, giving their entire time 
and thought to a limited number of selfish interests that 
are small in themselves and have no bearing whatever 
upon the general welfare of the trade? 

I take it for granted that the leading hardware manu- 
facturers and jobbers in the country have a keen eye 
upon new developments in the distribution of goods. I 
take it for granted that the men at the head of the 
leading jobbing houses of the country are studying dis- 
tribution problems. If the mail order houses and the 
chain stores are constantly cutting away the business 
from the independent retail hardware dealer, are the 
jobbers of the country thinking seriously on this subject? 

Do they receive regularly, for instance, the Monthly 
Reviews of Credit and Business Conditions from The 
Federal Reserve Bank? Does it mean anything to them 
when they see that where the retail hardware business 
as a whole shows a decrease, at the same time, the chain 
store business and the business of the mail order houses 
in hardware shows a very substantial increase? It is a 
simple matter to secure these Federal Reserve Bank re- 
ports. It costs nothing but a brief letter and a two cent 
stamp. The figures in all lines of business and in finance 
are given out monthly. There are lined charts so simply 
and plainly presented that it does not take an expert 
accountant to understand them. A study of these figures 


month after month clearly indicates that the independent 
retailer in the hardware business is suffering from com- 
petition that is making his life more and more unpleasant. 

How many jobbers, for instance, or how many jobbers’ 
associations, have sent out a questionnaire to the retail 
dealers of the country, asking 10 or 15 leading questions 
about their business; about the volume of their sales; 
about their profits; about their competition? It would 
at least be good advertising for the jobber because it 
would indicate some interest on his part in his retail cus- 
tomers. However, if no individual jobbers are doing this, 
then their associations should do it? Perhaps if some 
plan on the part of the jobbing associations to inquire 
into the actual conditions that surround the retail mer- 
chants were put into effect, it might increase the good 
will of the retail trade toward the jobbing associations. 

Now we all know, that the independent retail hardware 
dealer is in fact a salesman for the hardware jobber. He 
is the outlet for the jobber’s goods. The jobber must 
recognize that in the last analysis, his prosperity stands 
or falls with the prosperity of the retail dealer. There 
is every business, economic and social reason why the 
jobbers and the retailers of this country should stand 
together in a union to increase their profits and to de- 
fend their business from outside aggressions. 

Suppose one of the great jobbing associations sent out 
a questionnaire and directly asked the retail trade exactly 
how they felt in regard to the help being given them by 
jobbers to meet their problems. If the retail trade were 
happy and pleased with the help rendered them by their 
jobbing friends in meeting their problems, it would cer- 
tainly make interesting reading to publish the returns. 
If the majority of the retail hardware trade of the coun- 
try believe that the jobbers are self-sacrificing in their 
desire to help them, it would surely help the jobbers to be 
in a position to publish this fact. If, on the other hand, 
the answer to such a questionnaire should reveal that the 
feeling among the majority of the retail hardware deal- 
ers is that the jobbers are not doing anything to help 
them, would this not be very important information for 
the jobbers? If the retailers are of this opinion, then, 
whether the retailers are right or wrong, what they are 
thinking is certainly working against the interests of the 
jobbers. In this world of ours, when people believe a cer- 
tain thing, it has exactly the same effect as if that thing 
were true. If, for example, the hardware jobbers are 
trying to help the retailers, but if the majority of the 
retailers do not believe the jobbers are worrying very 
much on their account, would it not be good policy for 
the jobbers’ associations to start a campaign of FACTS— 
not to convince the retail dealer of the necessity of the 
jobber (we will all admit that)—but to convince the 
retail merchant that the jobber today not only has a de- 
sire to do something to help him, but is actually doing 
something? If, on the other hand, the jobber is not doing 
anything to help the retail dealer, then is that very fact 
not worthy of the consideration of the best minds in the 
jobbing hardware trade? 

All of us will admit that we must have thinking before 
action. We will admit that whether action is along the 
right or the wrong lines will depend upon the accuracy 
of the thinking in the first place. Has the possibility ever 
eecurred to the hardware jobbers of the country that in 
their association, there may be a certain kind of collective 
thinking in regard to the retail dealer that, unless 
changed, may have a very serious effect upon the future 
success of the hardware jobbers as a whole? 

These thoughts are submitted not in a spirit of criticism 
or trouble working, but in a sincere desire to help the 
entire hardware trade. 
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“Main Street” Merchandising 


Methods 


Article No. 8—Know Your Merchandise 


they know the most about. “Six years 

old, a bright fellow;” yet one does not 
expect much of a six year old. Give him a 
chance. 

Thousands of men in wholesale and retail 
hardware establishments entered this busi- 
ness during and after the war. Many of 
them have war time and sub-war impressions 
that retard the speed of their vehicle travel- 
ing toward a terminal built upon the foun- 
dation of knowledge. 

Visits and discussions indicate woeful lack 
of knowledge about many of the founda- 
tional and old established lines of merchan- 
dise that are part of. the hardware business. 

A good business is built by Selling. Care- 
ful buying, shipping, billing, collecting and 
handling of necessary details are economic 
essentials; they, plus that promptness that 
is the essence of good business are the sav- 
ing parts of business. Selling is the con- 
structing and margin earning part of every 
mercantile business. 

The ease with which information or 
knowledge is assimilated is noticeable in 


S ‘tiey k people sell more of the goods 


nearly all communities. A fair illustration 
is that in a Pennsylvania town of seventy 
thousand people, where there is enough busi- 
ness to maintain a half dozen or more good 
hardware stores. Observation of these 
stores, their displays and sales indicate that 
one store sells lots of refrigerators, but few 
freezers. Another sells freely of sporting 
goods, yet sells very little cutlery. Another 
features tools and cutlery of which they 
enjoy large sales; if you mentioned builders’ 
hardware to one of their salesmen I believe 
he would try to run away from you; fortu- 
nately for the town two of the other stores 
feature builders’ hardware. Another store 
sells good quantities of stoves; you might 
think one of their prominent spring lines 
would be mowers, garden hose and imple- 
ments; not so, they handle a few of these 
goods—but their strong spring line is fish- 
ing tackle. 

These seeming oddities are due entirely 
to preferences, resulting, some from inclina- 
tion as may be the case of the merchant who 
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(Continued on page 83) 
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President Coolidge Opposes 


Revision in Tariff Schedules 


Narrow Court Definition of “Trade Secrets’—Canadian Pig 


Iron Producers Warned Against “Dumping’—Paint 
Production in Last Half of 1924 


WASHINGTON, April 13, 1925. 

RESIDENT COOLIDGE has given 

a jolt to those protectionists who 

have been planning changes in the 
Fordney-McCumber rates. The Presi- 
dent made his position clear during the 
past week in an address before the cot- 
ton manufacturers. 

The sounding of this keynote by the 
President has been promptly echoed 
by the majority leaders of both Houses, 
who now confidently predict that no 
changes will be made in tariff rates in 
the coming Congress, although the ad- 
ministrative provisions of the law may 
receive attention. With a Congres- 
sional election coming on next Novem- 
ber, the most experienced politicians 
in Congress are glad to have the Presi- 
dent’s support in sidetracking the tariff 
on the eve of the biennial appeal to the 
electorate. 


Time Required for Fair Test 


President Coolidge does not pose as 
a tariff expert. As an experienced ex- 
ecutive, however, he knows that con- 
siderable time is required to test the 
efficiency of any law, and the history 
of tariff legislation has demonstrated 
that, unless economic conditions have 
undergone sudden changes following 
tariff revisions, it has been the part of 
wisdom to thoroughly test existing 
rates before making changes. 

Turning to the administrative pro- 
visions of the tariff act, we have an 
entirely different situation. Many of 
these features have been in existence 
for thirty years or more, the basic ad- 
ministrative statute being the law of 
1890, in which for the first time a se- 
rious attempt was made to codify the 
provisions relating to the administra- 
tion of the customs. 

Some of these provisions are as sound 
today as when they were drafted, but 
many of them are antiquated and do 
not square with up-to-date practice. 
There is no reason to believe the Presi- 
dent is opposed to revising these out- 
of-date statutes. 


To Study Administrative Laws 


The Ways and Means Committee 
has already taken steps looking to the 
overhauling of the customs adminis- 
trative laws and evidently plans to take 
up the subject vigorously early in the 
new Congress. Representative Hawley 
of Oregon, the ranking Republican 
member of the committee, has recently 
spent some time at the New York Cus- 
toms House studying the operation of 


| 





By W.L.Crounse 


the existing customs laws and regula- 
tions, and will have charge of the 
work of revision. 

Mr. Hawley thinks Congress should 
tackle this job as soon as it convenes 
in December. He predicts that if the 
customs laws and regulations are thor- 
oughly modernized, the result would be 
a substantial increase in the revenue 
collected, the prevention of under- 
valuation and a better safeguarding of 
our domestic industries. 

There has been a good deal of back- 
ing and filling on the part of the Ways 
and Means Committee respecting the 
flexible provisions of the tariff. It is 
believed, however, that President Cool- 
idge has killed the movement to repeal 
this feature of the tariff law at the 
coming session. 

Chairman Green of the Ways and 
Means Committee some time ago as- 
sailed the flexible tariff and intimated 
that it would soon be abolished. Then 
the President in a few quiet words 
expressed the opinion that this feature 
of the law should have a further test, 
whereupon Mr. Green promptly con- 
curred. 


Narrow Court Definition of 
‘*Trade Secrets” 


HE officials of the United States 

Tariff Commission have had a 

rude shock as the result of a de- 
cision of the Court of Appeals of the 
District of Columbia upon an applica- 
tion of the Norwegian Nitrogen Prod- 
ucts Company of New York for cer- 
tain information gathered by the com- 
mission concerning the cost of pro- 
duction of sodium nitrate in this coun- 
try. The commission refused to supply 
the information, and the decision of 
the court sustained the refusal, but in- 
cidentally placed such a narrow con- 
struction upon the term “trade secrets” 
as embodied in the Fordney-McCumber 
tariff law as apparently to make pub- 
lic property practically all the cost data 
of individual concerns gathered by the 
commission from time to time. 

“Tt is to be feared,” says the tariff 
commission in a formal statement re- 
garding the court’s decision, “that a 
construction placed upon ‘trade secrets,’ 
confining the term to an unpatented, 
secret, commercially valuable appli- 
ance, formula or process, would, if gen- 
erally applied, make the flexible pro- 
visions of the tariff law exceedingly 
difficult to carry out. The commission 





cannot but feel that the protection of 
individual cost figures, heretofore in- 
variably accorded under the law against 
disclosing trade secrets, is of vital con- 
cern to the effective execution of the 
present flexible tariff provisions.” 

To meet this serious dilemma it is 
probable that the commission will seek 
to have another case brought testing 
the scope ofthe term “trade secrets.” 
As the decision in the nitrate case is 
favorable to the commission, so far as 
the issue directly presented is con- 
cerned, it will not be possible for the 
Government to appeal this case to 
the Supreme Court. 


Canadian Pig [ron Producers 
Warned Against “Dumping” 


HE Treasury Department has 

warned the Canadian Government 

that the provisions of the anti- 
dumping law of the United States will 
be invoked against Canadian pig iron 
if the manufacturers of that product 
in the Dominion continue to sell it in 
this country at the prices recently pre- 
vailing. In an official statement is- 
sued by the Department, Assistant Sec- 
retary Moss says: 

“After due investigation I find that 
the industry of manufacturing pig iron 
in the United States is being or is likely 
to be injured by reason of the importa- 
tion into the United States of pig iron 
from the Province of, Ontario, Canada, 
and that such merchandise is sold, or 
is likely to be sold, in the United States 
at less than its fair value.” 

The action of the Treasury Depart- 
ment in giving warning that retaliatory 
measures may be adopted by the Gov- 
ernment is highly significant just at 
this time. Owing to many complaints 
received by the Dominion Government, 
a very drastic anti-dumping statute 
was recently adopted by Canada, the 
provisions being understood to be di- 
rected, in part at least, against pro- 
ducers in the United States. 

The prompt action by the Treasury 
Department in calling attention to what 
the Dominion pig iron producers are 
doing, or seeking to do, in the United 
States will, no doubt, serve as a whole- 
some check upon their operations. Can- 
ada has always very zealously guarded 
her industries against dumping and may 
be relied upon to heed the warning em- 
bodied in Assistant Secretary Moss’ 
ruling. 
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Trade Association Leaders 
Disturbed Over Com- 
mission Order 


_ equitably in the long run than is pos- | 
_ sible when 


/UANY trade association execu-| 
t tives are greatly worried over | 
the recent sweeping order is- 


sued by the Federad Trade Commission | 


against organized distributors of coal 
in the Northwest. In certain respects 
this order goes far beyond any here- 


functions of trade associations. 
Among other things the Northwest 

coal operators are forbidden to adopt. 

establish or maintain a “uniform sys- 


tem of cost accounting for wholesale | 


and retail business.” There is no quali- 
fication of this prohibition, as there is 


in the case of other practices where the | 


illegality is stated to depend upon their 
application to the maintenance of 
prices. 

An astonishing feature of the order 
is a prohibition against the interchange 
of credit information. The operators 


ere specifically ordered not to furnish | 


the secretary of their association with 
the names of delinquent customers con- 
ditioned upon the adoption of a fixed 
date on which accounts are considered 
to be due. 


All Individual Data Consolidated 


A serious aspect of this case is the. 


fact that the coal association concen- 
trated all individual data supplied by 
its members before publishing the in- 
formation. Expert students of this 


“Jobbers Night” Celebrated 


by Pittsburgh Contractors 


Once each year the Sheet Metal Con- 
tractors’ Association turns over its 
monthly meeting to the sheet metal job- 
bers of Pittsburgh to provide the enter- 
tainment. This meeting is known as 
“jobbers night” and is to be held this 
year at the Chamber of Commerce of 
Pittsburgh auditorium, Tuesday eve- 
ning, April 7. Dr. Edward James Cat- 
tell, Philadelphia, one of the country’s 
foremost humorists, is to be the prin- | 
cipal speaker, and the entertainment 
also features the Big Four Quartet. A 
number of other interesting features | 
are promised. The invitation to the | 
meeting is signed by Demmler Bros. 
Ceg., Follansbee Bros. Co., McClure- 
Johnston Co. and the Steel City Sheet 
& Tin Plate Co., all of Pittsburgh. 


McKnight Purchases Belle- | 
vue Store 
The Samuel McKnight Hardware Co., 


McKnight, 
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| phase of economics have always taken | 
_the position that a composite picture | 
| cf market conditions affords marketers | 


a means of serving the public more 


buying and selling in a hit- 
or-miss fashion. 

The order forbids the coal operators 
to tell the association’s secretary any- 
thing about their operating costs. It | 


prohibits them from reporting to him | 
have sold or | 


_which they intend to ship in a given 
tofore issued with regard to the legal | ey int snip g 


the tonnage that they 


period. 


They must not disclose any list of | 
contracts or orders. Finally, they must | 


not tell the average price which they | 


receive for the coal they sell. 


Trade association executives 


lines will follow with lively interest | 


future developments in this case, which | 


it is generally hoped will be appealed 
to the courts for the purpose of ob-. 
taining a more authoritative interpre- 


tation of the rights of trade organiza- | 


Paint Production Off in Last. 


Half of 1924 


HE Department of Commerce an- | 


nounces that, according to data. 

collected at the latest semi- annual | 
canvass of paint and varnish 
facturers, 
the six months’ period from July 1 to) 
December 31, 1924, 233,866,900 pounds | 
of paste paints (comprising 152,552,600 | 
pounds of white lead in oil, 5,961,600 


M.McKnight, vice-president; Samuel A. 
secretary, 


| Dumbell, treasurer. 


ware, 

| tools, 
| goods. 
for some time in builders’ 


| 
| 
| 
| 


The new branch will be managed by | 


Samuel A. McKnight. A complete 
stock will be carried in builders’ hard- 
paints, contractors’ supplies, 
cutlery and _ housefurnishing 
This company has specialized 
hardware. 


Builders’ Hardware Simplifi- 
cation Covered in D. of C. 


Book 


Simplified Practice Recommendation 
No. 18 on builders’ hardware has been 
issued by the Bureau of Standards, 
through the United States Department 


| of Commerce, Washington, D. C. This 


| mendations 


| 


builders’ 


Pittsburgh, has purchased the _ stock | 


and fixtures of the Bellevue Hardware 
Co., located at 559 Lincoln Ave., 
vue, Pa., and will operate the same as 
a North Borough’s branch. The Sam- 
uel McKnight Hardware Co. was 
founded in 1878 at 225 Federal St., 
North Side, Pittsburgh, by Samuel Mc- 
Knight, who died in 1919. 

The business is incorporated in Penn- 
sylvania. The present officers are: 
Hugh F. McKnight, president: George 


Belle- | 
Jersey Dealers Will Meet in 





booklet includes 65 pages of recom- 
for the simplifying of 
builders’ hardware lines, and should be 
very interesting to those handling 
hardware. The book is avail- 
able through the Department of Com- 
merce. 


Perth Amboy in May 


The regular May meeting of the 
North Jersey Hardware & Supply As- 
sociation will be held at Perth Amboy, 
N. J., on May 12. Members will go in 
cars meeting at central points. 





™ all | with the last half of 1928, 


manu- | 
there were produced during | 


and’ J. Harold | Selley-How-Thompson 
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pounds of zine oxide in oil, and 75,352,- 
600 pounds of other paste paints ; 43,- 
151,600 gallons of ready-mixed and 
semi-paste paints; 32,141,100 gallons 
of varnishes, japans and lacquers, other 
than pyroxylin, and 2,160,300 gallons 
of pyroxylin (nitrocellulose) varnishes 
or lacquers. 

The statistics for the last half of 
1924 as compared with the first half 
of that year show decreases of 7.8 per 
cent for paste paints, 4.4 per cent for 
ready-mixed and semi-paste paints, and 
7.4 per cent for varnishes, japans and 
lacquers, other than pyroxylin, while 
for pyroxylin varnishes or lacquers an 
increase of 51 per cent is recorded. 
|The first half of 1924 as compared 
however, 
shows increases of 32.1, 17.7 and 5.7 
per cent, respectively, for the first 
three of the above-named classes of 
products. (Pyroxylin varnishes were 


first reported in 1924. Comparison of 


the last. half of 1924 with the last half 
of 1923 brings out increases of 21.8 
per cent and 12.5 per cent, respectively, 
for paste paints and ready-mixed and 
semi-paste paints, and a decrease of 
2.2 per cent for varnishes, japans and 


_ lacquers, other than pyroxylin. 


The statistics are based upon returns 
from 510 establishments, of which 147 
reported the manufacture of white lead 


in oil; 149, zine oxide in oil; 303, other 
paste paints; 421, ready mixed and 
semi-paste paints; 308, varnishes, 


japans and lacquers, other than py- 
roxylin, and 45, pyroxylin varnishes or 
lacquers. 


Co. 
Will Distribute Osborn 


Brushes 


A. M. Everit, Northwestern district 
manager of the Household Brush Divi- 
sion of the Osborn Manufacturing Com- 
pany, Cleveland, announces the appoint- 
ment of the Kelley-How-Thompson Co., 
Duluth, as authorized distributors of 
the Osborn household brushes in that 
district. 

As authorized distributors, the Kel- 
ley-How-Thompson Company will at all 
times carry an adequate stock of all 
Osborn brushes, including assortments, 
in order that dealers may _ receive 
prompt service. 

The Osborn line is distributed exclu- 
sively through retailers. 


Mason L. Light Celebrates 
25th Anniversary as 
Salesman 


Mason L. Light recently celebrated 
his twenty-fifth anniversary as a hard- 
ware salesman representing F. Hersh 
Hardware Co., Allentown, Pa. Mr. 
Light is now a member of the firm 
and is still a very active outside sales- 
man covering eighty cities and towns 
each month. It is interesting to know 
that in 41 years business experience, 
Mr. Light has never taken a vacation, 
and has only missed one day due to 
weather conditions. 
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Jack for Pleasure Cars 


In answer to the demand for a tire 
jack that would meet the requirements 
for low pressure as well as high pres- 
sure tires, Lane Brothers Co., Pough- 
keepsie, N. Y., has placed on the market 





the Lane Balloon Tire Jack shown in 
the accompanying illustration. 

It operates in one continuous rise 
from its closed position of 7% in. to 
17%3 in. by means of powerful com- 


pound _ screws. Great strength is 
claimed in proportion to weight, as the 
lifting is always in direct line on the 
head of ample size. 

This 10-in. lifting range is said to 
be sufficient for all pleasure cars. 

The jack is so balanced that it may 

be placed and used without changing 
the handle connection. 
_ Made of malleable iron and _ steel, 
finished in black japan with the red 
spotted head. Handle parts are not 
separable, 


Oshkosh Coasters Will 
Appeal to Kiddies 


There are many features about the 
Oshkosh Coaster, being put on the mar- 
ket by the Gould Mfg. Co., Oshkosh, 
Wis., that will recommend it to many. 

It is good to look at, having disc 
steel wheels, rubber tires, a_ selected 
hardwood box, with decorations of 
heavy coach varnish and bright enamel 





and last but not least the cost is lower 
than many others. 

It is claimed that the bolster, made 
of reinforced channel steel, has been 
subjected to rigid tests to prove its 
resistance to severe usage. The Bes- 


semer steel axles are said to have no 
weakening holes, but to be fastened to 
the bolsters by means of patented clips, 
while a castellated nut makes for quick 
and easy adjustment and the king bolt 
is also worthy of mention. 


Timber 
needed saws that could cross-cut 48-in. 
hemlock logs into ordinary log lengths 
with a capacity of 112 cuts per hour, to 
be driven electrically by a high voltage 
transmission line from another mill. 
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Automobile Hardware in 
Special Packages 


With the idea that a_ well-planned 
counter display is a suggestive and 
convincing salesman, the Auto Vehicle 
Parts Co. has its package goods, which 
is called “Auveco 
9 Handy Trim 
Supplies.” 

Mr. C. J. Ren- 
nekamp, vice- 
president and 
general manager, 
hnds that low- 
priced packages 
make quick sales and fast turnovers. 

The dealer carries special hardware 
for the carpenter, builder, farmer, 
mason, and even for the barber. Why 
not for the motor, with its correspond- 
ing broader market—for all trades use 
motors? a 


Improved Design in Hinges 


A new and improved design in hinges 
called the ““E-Z” is being marketed by 
the Master Products Co., Cleveland, 
Ohio. It is said to be easily taken apart 
and assembled. No effort is required 
to unassemble it—simply a push and 
pull of the fingers, removing the pin 
which holds the two parts together. 
The spring is covered and does not be- 
come displaced when the pin is re- 








moved, but remains permanently in a 
cylinder shaped steel inclosure. To as- 
semble the hinge, simply replace the 
pin. It can be used on either side of 
a door, the pin being adaptable for in- 
sertion from either end. 

It is also claimed that the wide base 
and staggered position of the screws 
eliminates any possibility of splitting 
the wood. 

It can be had in three distinct finishes 
—a beautiful brass, an old copper, and 
a black enameled finish—the latter 
being the most inexpensive of the three. 


Largest Circular Saws in 
the World 


Henry Disston & Sons, Ine., have 


surpassed even their own record and 
produced circular saws said to be the 
largest in the world to cut through the 
mammoth trees of the West Coast. 


of Weyerhaeuser 


The great plant 
Everett, Wash., 


Company, 


These giants, 110 in. in diameter, 





made of 
twenty-four rolls, 


18 to 
cutting board and measure are attached 
to either side of the rack, and the rolls 
are held 
which also prevent them from unwind- 


~~ 
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will cut through 48-in. Pacific Coast 
hemlock at the rate of 900 cuts in an 
8-hr. shift. The rims of the saws will 
travel at a speed of almost two miles 
per minute. In cutting, the log is held 
rigid by dogging jaws and the saw is 





so suspended that it swings back and 
forth across the log. 

The saws weigh 675 lb. and contain 
190 teeth of the spiral tooth type, a 


Disston invention. Each tooth is in- 
serted in the blade on spiral lines, 


which it is claimed insures smooth cut- 
ting and full clearance without setting 
the teeth. 

Steel of a special compositon was re- 
quired for the saws. It was made in the 
Disston plant by their own saw-steel 
experts. samminaniaad 
Display Rack for Wire Cloth 

The Marvel Rack Manufacturing 
Co., Minneapolis, Minn., is putting a 
new combination wire’ cloth rack and 
cutting board on the market. This is 








to hold 


designed 
twelve each of black 
and galvanized, ranging in width from 


metal and 


48 inches. A _ patented folding 


in place by spring brakes 


ing. The entire fixture is mounted on 
heavy steel casters, and said to be 
easily moved when fully loaded. Occu- 


pies a floor space of 18 by 51 inches. 
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Brooklyn Dealers Indorse Paint Up Campaign 
—Business Improving It Is Reported 


The Brooklyn Hardware Dealers’ 
Association went on record to cooperate 
in the Brooklyn Clean Up and Paint 
Up Campaign to be observed May 14 
to 28. At the regular meeting, held in 
the Johnston Building, April 8, it was 
unanimously voted that the organiza- 
tion contribute to the campaign. 

J. Atkinson announced that at 
the May meeting Mr. Raymond, who 
is a field man with the New York 
State Association, will be present to 
give a talk on practical bookkeeping 
methods. Mr. Atkinson urged every 
member to attend and suggested that 
bookkeepers be invited to attend for 
the benefit they will surely receive. It 
is possible that Secretary John B. Foley 
will also be present at the May meet- 
ing. 
A letter from John J. Snyder, com- 
menting on the number of hardware 


Reduced Steel Locker List 
Becomes Effective 


Action taken by a general conference 
of manufacturers, distributors and 
users of steel lockers, reducing the 
“recognized variety” of steel lockers 
from 65 to 17, became effective April 
1, it has been announced by the Di- 
vision of Simplified Practice, Depart- 
ment of Commerce. The application of 
the “recognized list’ was formally in- 
dorsed by a sufficient proportion of the 
entire group, whose members pledged 
their best efforts to promote the use of 
these sizes and to eliminate the wastes 
due to any lack of standard sizes. The 
Superintendent of Documents, Govern- 
ment Printing Office, Washington, D 
C., will issue the Simplified Practice 
Recommendations as a part of the 
“Elimination of Waste” series about 
April 15, it was stated. 


er ee 


Henricks & Howell Form 
Partnership to Represent 
Evansville Tool Works, ete. 


Henricks & Howell, 41 
Street, New York City, manufacturers’ 
agents, is a new partnership formed 
by Arthur P. Henricks and Edward 
W. Howell. 

The firms to be represented are: 
Evansville Tool Works, Evansville, 
Ind.; Ferry Cap & Set Screw Co., 
Cleveland, Ohio; Barcalo Mfg. Co., 
Buffalo, N. Y.; Mathias Klein & Sons, 
Chicago; Hollands Mfg. Co., Erie, Pa.; 




















Murray | 





stores in existence and other basic evils, 
was read by the secretary and offered 
for comment. The question proved of 
such interest that it was voted to refer 
Mr. Snyder’s letter to HARDWARE AGE 
for open discussion in the Readers’ 
Forum. 

M. Tarzian urged members to be 
more progressive, to be more courteous, 
to take on electrical lines, and to go 
out and get the business the same as 
competitors in other fields. 

In the question box discussion, led by 
Mr. Atkinson in the absence of Mr. 
Cornell, it appeared that spring busi- 
ness had been very active in the past 
ten days, but that general business 
was spotty. It was also agreed that 
spring business had started in much 
heavier this year than in any of the last 
six years. Garden hose and garden 
tools were said to be active. 


Sands Level & Tool Co., Detroit, Mich.; 
Clayton & Lambert, "Detroit; Pitts- 
burgh Shovel Co., ‘Pittsburg h, ra.: 
Faultless Caster Co., Seenavilie, Ind., 
and Ohlen-Bishop Co., Columbus, Ohio. 

Henricks & Howell will cover the 
metropolitan territory for all of these 
firms and for some of them will cover 
New England, New York, New Jersey 
and part of Pennsylvania. An emer- 
gency New York stock will be carried 
for the convenience of wholesale hard- 
ware firms, mail and plumbing supply 
jobbers, electrical and automotive 
jobbers. 

Mr. Henricks was formerly in busi- 
ness at 68 Murray Street under his 
own name, where he handled the Evans- 
ville Tool Works and other well known 
accounts. Prior to that he was with 
the A. Z. Boyd Co. seven years. Mr. 
Howell had been with the A. Z. Boyd 
Co. from 1915 until the time of its dis- 
organization Jan. 1, 

George E. Sternberg, formerly with 
A. Z. Boyd Co., is associated with Hen- 


'ricks & Howell and will handle the 


export trade of the business. 


— ----- 


Ahrens, Southeast Manager 
for United Electric Co. 


W. C. Ahrens has been appointed 
district manager for the southeast dis- 
trict of the Ohio portable division of 
the United Electric Co. of Canton, 
Ohio. The territory comprises the 
States of South Carolina, Georgia, 
Florida and Alabama. Mr. Ahrens was 
formerly associated with Electric 
Vacuum Cleaner Co. and Apex Elec- 
trical Distributing Co., as well as the 
United Electric Co. 




















Herold, General Sales Man- 
ager, U.S. Electrical 
Tool Co. 


Matt J. Herold has been appointed 
general sales manager of the United 
State Electrical Tool Co., Cincinnati, 
Ohio. Mr. Herold’s most recent con- 
nection was with the Wood-Imes Mfg. 
Co., Minneapolis, in a sales executive 
position. He has also been associated 
with the General Motors Corp. and a 
large steel manufacturer. 





M.J. Herold 


It is interesting to note that Mr. 
Herold’s first position on leaving school 
was with the United States Electrical 
Tool Co. in 1909. He traveled for 
the company, concentrating on the De- 
troit automotive industry. 


-——- —- - 


George W. Jones Elected 
President, Triangle Club 


George W. Jones, assistant general 
manager of sales, Pittsburgh Steel Co., 
Pittsburgh, has been elected president 
of the Triangle Club, a Pittsburgh or- 
ganization of jobbers, dealers and man- 
ufacturers of mill, mine, plumbing, 
heating, hardware and machinery sup- 
plies, formed about a year ago for the 
purpose of promoting good fellowship 
among those engaged in these business 
activities. C. S. Pitkin, Pittsburgh dis- 
trict manager, the Crane Co., Chicago, 
is vice-president, and Ernest S. Cox, 
secretary-treasurer, while Robert F. 
Hunter, Hukill-Hunter Co.; W. T. Todd, 
Jr., Somers-Fitler & Todd Co.; E. C. 
Edmundson, Williams & Co.; 'W. H. 
Harris, Pittsburgh Gage & Supply Co., 
and G. W. Christopher, Pittsburgh dis- 
trict sales agent, Youngstown Sheet & 
Tube Co., comprise the board of gov- 
ernors. 
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Igoe Nail Plant Burned— | 


Large Estimated Loss 


The wire nail plant of Igoe Bros., 
Avenue A and Ponier Street, Newark, 
N. J., was destroyed by fire April 9. 
The estimated loss announced in the 
morning papers is large. The fire 
leveled nine buildings of the 18-acre 
plant and threatened three other fac- 
tories. High wind made it a very diffi- 
cult fire to handle. 

It is believed that the fire started in 
the tinning room, then reached a quan- 
tity of powdered tin, which blazed up 
and turned the building into a furnace. 





100-Year Old Firms Honored 
in Philadelphia 


Eighty-seven firms which have been 
in business in Philadelphia for one 
hundred years or more were honored 
April 7 at a luncheon given by the 
Philadelphia Chamber of Commerce at 
the Benjamin Franklin Hotel. Among 
the companies we find the following 
hardware and paint manufacturers: 
Wetherill & Bro., John T. Lewis Co., 
Job T. Pugh, Landreth Seed Co., Har- 
rison Bros. & Co., George D. Wetherill 
& Co., N. & C. Taylor Co., Edward K. 
Tryon Co. and C. Schrack & Co. 





Sales Story in Verse Issued 


by F. E. Myers 


“How to be Happy Though Married” 
is the title of a story told in verse and 
published in booklet form by F. E. 
Myers & Bros. Co., Ashland, Ohio, 
manufacturers of pumps, hay tools, 
door hangers, etc. The story is woven 
about Myers products and it is the 
intention of the company to distribute 
90,000 of these boaklets through deal- 
ers and distributors. 


District Managers Appointed 
by Osborn Mfg. Co. 


Russell Lincoln has been appointed 
district manager for the Osborn Mfg. 
Co., Cleveland, Ohio. Mr. Lincoln will 
cover the Ohio-Indiana territory, spe- 
cializing in the business of the house- 
hold brush division of the company. 
In the same division M. W. Kirkbride 
will cover the southeast district. 








1925 Pocket Knife Catalog 


Issued by Remington 


A new pocket knife catalog has just 
been issued by the Remington Arms 
Company, Inc., 25 Broadway, New 
York. This practical and handy cata- 
log will prove an excellent reference 
book and a valuable addition to deal- 
ers’ catalog libraries when selecting 
KNives suitable to their trade, as the 
knives are illustrated in full size. 





The Remington Cutlery Catalog No. | 
C5 illustrates and describes Reming- | 
ton’s entire line of “Specific Knives for | 


Specific Purposes” as of Jan. 1, 1925. 


|The descriptive portion is printed in 


three languages: English, Spanish and 
Portuguese. A copy will be furnished 
to all dealers on request. 





Devoe’s Boston Dealers Hold 
Group Meeting 


Devoe & Raynolds Co., Inc., Bostof, 
paints, dry colors, brushes, etc., last 
week held its annual group dealers’ 








meeting at the City Club, that city. 
Luke Hall, resident manager, presided 
at the business meeting as well as at 
the luncheon. Among the speakers 
were R. C. Thomas, sales manager of 
the company’s New York branch; T. E. 
Damm, advertising manager, banking 
interests and magazine representatives. 
There was considerable discussion of 
the partial payment plan for painting 
houses. It was the consensus of opin- 
ion that manufacturers of and dealers 
in paints will benefit greatly by a con- 
tinuation of such meetings. 





Illustrated Heating Hand- 
book Issued by American 


Radiator 


The American Radiator Co., 40 West 
Fortieth Street, New York City, has re- 
cently issued the twenty-first edition of 
its handbook, “The Ideal Fitter,’’ which 
should be a very instructive text and 
reference book for dealers and others 
selling and installing heating equip- 
ment. A high grade red colored leather 
cover makes this book an attractive 
acquisition to a business library. 





Time Payment Plan 
for Beaver Products 


The Beaver Products Company, Inc., 
Buffalo, maker of wall and roofing 
materials, has established a new partial 
payment plan by which Beaver prod- 
ucts may be purchased. Through this 
plan dealers may offer home owners the 
opportunity to reroof, remodel or re- 
pair, making payments over a _ period 
of ten months. Double pages in color 
are being used in national publications 
to announce the plan to the public. 








| Brass Co. 


MacMackin-Earl Opens 
New York Office 


The MacMackin-Earl Paint Corp., 
Utica, N. Y., industrial paint manufac- 
turer, has opened a New York office 
at 39 Cortlandt Street. W. Scott John- 
ston will be New York manager, with 
headquarters at this new office. He 
will call on the industrial paint trade. 

Mr. Johnston was formerly general 
sales manager of the Philadelphia 








| system of 
| frequent investigations for the purpose 
of finding out that the standards are 
maintained. The master brand cannot 
be stenciled on “wasters” or “seconds.” 


Sheet Metal Contractors Ob- 
serve “Jobbers’ Night” in 
Pittsburgh 


“Jobbers Night” of the Sheet Metal 
Contractors’ Association of Pittsburgh, 
held in the Chamber of Commerce of 
Pittsburgh auditorium Tuesday eve- 
ning, April 7, was a huge success, 
whether viewed from the standpoint of 
the entertainment or the educational 
value of the addresses. The auditorium 
is a spacious one, but there were no 
vacant seats when Frank Demmler of 
Demmler Brothers Co. called the gath- 
ering to order. Refreshments followed 
a talk by Dr. Edward James Cattell of 
the Philadelphia Chamber of Commerce, 
who said he was 100 years old and last 
year made 79 talks and spent 96 nights 
on sleeping cars and was going to make 
110 talks this year. His message of 
humor, optimism and common sense 
philosophy on life was very well re- 
ceived, 

W. C. Markle of Rasner & Dinger 


| Co., Pittsburgh, president of the Na- 


tional Association of Sheet Metal Con- 
tractors, was the first speaker. He 
dwelt on objects and activities of that 
organization and what various com- 
mittees of the association now were 
doing in the direction of classification 
of sheet metal in buildings; the advan- 
tages of metal cornices over wood or 
stone; the training of apprentices and 
in an educational and publicity way. 
Clayton L. Patterson, manager of the 
Sheet Steel Trade Extension Commit- 
tee, an organization of sheet steel 
manufacturers representing 68 per 
cent of all of the capacity and 92 per 
cent of tHe independent sheet steel ca- 
pacity of the United States, founded for 
the purpose of furthering the use of 
sheet steel through regaining lost mar- 
kets and finding new ones, gave an 
able presentation of the efforts of that 
organization. Of particular interest 
was his definition of what the master 
brand meant. That brand may be 
placed only on prime sheets of an ap- 
proved analysis, not lighter than No. 28 
gage, and only by manufacturers who 
were subscribers to the movement. The 
plan provides for the manufacture of 
galvanized sheets with the heaviest 
coating possible to properly form the 
sheets and told of the setting up of 
inspection which involves 


Demmler Brothers Co., Follansbee 
Brothers Co., the McClure-Johnson Co. 
and the Steel City Sheet & Tin Plate 
Co., Pittsburgh, were represented in 


the committee which had charge of the 
| meeting. 
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Higher Postal Rates 


New Rates Effective April 15 and Intended to Provide for Increase 
in Postal Employees’ Pay 


in salaries of postal employees 


| N order to take care of the increase | 


throughout the country, approxi- 


mating $68,000,000 a year, which be- | 


came effective Jan. 1 last, additional 
postage rates on certain classes of mail 
matter will be imposed by the Govern- 
ment beginning April 15 of this month. 

“That the mailing public may be 
thoroughly informed of the changes in 
the rates of postage which go 


into | 


effect on April 15,” said Postmaster | 


General New recently, “and in order 
to avoid any possible confusion or mis- 
understanding a statement showing the 


difference in rates from those new pre- | 


vailing may no doubt prove of assist- 
ance at this time. 

“So 
mail are concerned, there are no 
changes whatever except in the case 
of private mailing cards, including 
souvenir post cards, on which the rate 
is increased from 1 to 2 cents each. 
Post cards issued by the Government, 


| vegetables, 
far as the rates on first-class | 


however, will continue to be sent for | 


1 cent each. 

“The rates on second, third and 
fourth class mail have been increased 
in certain contingencies, but this in- 
crease is very slight and will not work 
any hardship on the mailing public. 
The excess revenue to be derived from 
such sources will enable the Post Office 
Department to meet its obligations and 
at the same time provide increased 


compensation for its army of faithful | 


employees.” 


With the change in the rates on first- | 
class mail matter as indicated by the | 


statement of the Postmaster General 


the other changes effective April 15 
are as follows: 
Second Class Mail — Newspapers, | 





magazines, and other periodicals con- 
taining notice of 
The rate for the public is 2 cents for 


second-class entry. | 


each 2 ounces up to 8 ounces and the | 


fourth-class zone rate plus a two-cent 
service charge on each parcel 
8 ounces. This does not include cer- 
tain increases in rates for publishers 
and news agents. 

Third-class Mail—Cireculars and 
other miscellaneous printed matter as 
well as merchandise. The rate is 1% 
cents for each 2 ounces up to 8 ounces. 
But the rate on books, including cata- 


over | 


logs, of 24 pages or more, seeds, cut- | 
tings, bulbs, roots, scions and plants | 


is 1 cent for each 2 ounces or fraction 
thereof up to 8 ounces. 
Fourth-class (Parcel 


Post) Mail— 


The same matter, weighing more than | 


8 ounces, as handled in third-class mail. 
Limit of weight 70 lb. in first, second 
and third zones, and 50 lb. in all other 
Zones. 


The present pound rates in the | 


various zones have not been changed. | 


A service charge of 2 cents in 


stamps, to be affixed to packages in | 
addition to the postage, has been im- | 


posed for each parcel, except those 
collected on rural delivery routes. 


The act of Feb. 28, 1925, offers a new | 


and speedier service for parcel post 
which mailers may or may not pur- 
chase at their own option. 


dling” service. Practically speaking, 
this service means that parcel post is 


This new | 
service is designated a “special han- | 


| 


to be handled, not as parcel post cus- 
tomarily is handled, but will be handled 
as first-class mail. 
tage applies mainly to its handling en 
route on railroads and other transpor- 
tation facilities between the post office 





Its particular advan- | 


| 


of dispatch and the post office of desti- | 


nation. It 
guished from the “Special Delivery 
service, where the chief advantage 


99 


must be carefully distin- | 


| 


applies after the arrival of mail at | 


the post office of its destination. 
For this special handling of mail, a 
charge of 25 cents will be imposed, in 


addition to the regular postage and | 


4cent service charge. 
Mailers of perishables such as meats, 
fruits, flowers, etc., will 


have, under the new law, the privilege | 
of purchasing “special handling” ser- | 


9 


vice, together with “special delivery 


service, in case the mailers themselves | 
_ the law effective April 15. 


are mailing justifies the expenditure. | 
If the mailer decides not to purchase | 


consider that the commodity which they 


the special handling and special de- 
livery stamps, his consignment will be 
handled as ordinary parcel post is cus- 
tomarily handled. 

New rates for domestic money orders 
effective April 15, are as follows: 


Not exceeding $2.50, fee 5 cents, for- | ; 
' ers’ agents in the hardware line, left 


merly 3 cents; exceeding $2.50 and not 
exceeding $5, 7 cents, formerly 5 cents; 
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Upon request and payment of a fee 
of 3 cents the sender of an insured 
article will receive a return receipt 
showing to whom and when the article 
was delivered. 

Domestic third-class and _ fourth- 
class (parcel post) mail may be sent 
collect-on-delivery, the price of the 
article and the charges thereon, in- 
cluding, if desired, postage and fee 
prepaid, being returned to the sender 
for the following fees: 

Collections of not to exceed $10, fee 
increased from 10 cents to 12 cents; 
collections not to exceed $50, fee in- 
creased from 10 cents to 15 cents; col- 
lections not to exceed $100, fee un- 
changed at 25 cents. 

Under the new law there will be no 
change from the _ present 10-cent 
charge for special delivery of letters 
and for packages of less than two 
pounds. Mail weighing more than 2 
lb. and not more than 10 lb. will re- 
quire a special delivery stamp of 15 
cents instead of 10 cents. A charge 
of 20 cents for a special delivery stamp 
on mail weighing more than 10 lb. in- 
stead of 10 cents will be imposed under 


Fred Burris, English Agent, 
Now in New York 


Fred Burris, representing Fred Bur- 
ris & Sons, 7 to 15 Redcliffe Street, 
Bristol, Wales, England, manufactur- 


_England March 21 and is now in New 


exceeding $5 and not exceeding $10, | 
fee 10 cents, formerly 8 cents; exceed- | 
ing $10 and not exceeding $20, fee 12 | 
cents, formerly 10 cents; exceeding $20 | 
and not exceeding $40, fee 15 cents, | 


formerly $20 to $30, 12 cents, $30 to 
$40, 15 cents; exceeding $40 and not 
exceeding $60, fee 18 cents, formerly 
$40 to $50, 18 cents; $50 to $60, 20 
cents; exceeding $60 and not exceeding 
$80, fee 20 cents, formerly $60 to $75, 
25 cents; $75 to $80, 30 cents; exceed- 
ing $80 and not exceeding $100, fee 22 
cents, formerly 30 cents. 

Money orders are not 
more than $100. 

The minimum registry fee under the 
new law is increased from 10 cents to 
15 cents on all domestic registered 
mail, including that to island posses- 
sions of the United States and the 
Canal Zone. For the present the in- 
creased rate does not apply to regis- 
tered mail to Canada, Cuba, Mexico, 
the Republic of Panama or other for- 
elgn countries. 


issued for 





A return receipt for any registered | 
mail matter will, upon request of the | 


sender and payment of a 3-cent fee 
at the time of registration, be taken on 
delivery and returned to the sender. 
Heretofore, receipts have been taken 
upon request and returned free to the 
sender. 

Under the new law domestic third- 
class and fourth-class (parcel post) 
mail may be insured against loss, 
rifling or damage in an amount equiva- 
lent to its actual value as follows: 


For indemnification not to exceed $5, | 


fee increased from 3 cents to 5 cents; | of n 
and hardware specialties, have been 


for indemnification not to exceed $25, 
fee increased from 5 cents to 8 cents; 
for indemnification not to exceed $50, 
fee unchanged at 10 cents; for in- 
demnification not to exceed $100, fee 
unchanged at 25 cents. 





York City on a business visit. Mr. 
Burris is stopping at the Hotel Penn- 
sylvania. 


Wagner Electric Branch 
Offices Moved in Cleve- 


land—Atlanta 


The Wagner Electric Corporation, 
St. Louis, Mo., announces new ad- 
dresses for two of its branch offices. 
These changes were made April 1. 
The Cleveland, Ohio, office is now 
located at 1412 East 25th Street. The 
Atlanta, Ga., office is now located at 
145 West Peachtree St. 





Mansfield Balloon Tires Re- 
ported in Full Production 


—Complete Line 


The Mansfield Tire & Rubber Co., 
Mansfield, Ohio, reports that it is now 
in full production of Mansfield balloon 
tires, with a complete line of sizes 
ranging from 29 x 4.40 to 34 x 7.30. 

The company expects to get into 
volume production very promptly. 





C. E. Jennings Sales Office 
Moves to New Haven 


The sales office of C. E. Jennings & 
Co., manufacturers of mechanics’ tools 


moved from 71 Murray Street, New 
York City, to 134 Meadow Street, New 
Haven, Conn. This move brings the 
offices and salesrooms closer to the com- 
pany’s factory. 
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General Market News 











Spring Lines 


Very Active; 


Staple Hardware Selling; 
Few Price Changes 


Spring lines are more active in all hardware markets. 
Garden tools, rubber hose, lawn rollers, and lawn mowers 


are among the most active seasonal items. 


Staple hard- 


ware, such as bolts, nuts and screws, are moving in fair 
volume, but there has not been much reaction to the an- 
nouncements made on fall goods prices. 

Rural district trade continues to be heavier than the 
same busiqness in the city districts, though the latter is 
picking up somewhat with the improvement in the weather. 
Since the first of the year the hardware trade west of 
Pittsburgh has shown more activity. Latest reports indi- 
cate that the section east of Pittsburgh is catching up at a 


satisfactory pace. 


Average retail stocks are light. Collections are fair. 
Prices are very firm. There are very few important price 


changes being made. 





Hardware Business Gaining 
in Pittsburgh District 


Hardware business in the Pittsburgh 
district is gaining slowly but steadily. 
Demand may be lacking in snap, but 
there is no question but that favorable 
weather conditions are stimulating the 
movement to consumers and as the re- 
tailers reduce their stocks their pur- 
chases are becoming more frequent. 
There is still an unusually brisk demand 
for scooters, and roller skates are sell- 
ing in such rapid fashion that some 
manufacturers are two to three weeks 
behind in their deliveries and there are 
all signs of a record year in this line. 
The movement of spring lines from job- 
bers’ stocks is very steady and elec- 
trical household appliances also show 
well in the current sales. Prices gen- 
erally are firm, with no important 
changes reported. Collections are fair. 





Business Shows Improvement 


in Chicago Hardware Market 


Reports from the agricultural dis- 
tricts are to the effect that farmers are 
busy with their seeding and spring 
work is progressing seasonably. Re- 
tailers from these districts report that 
sales are picking up with the advent of 
warmer weather and the prospects for 
a reasonably good year are brighten- 
ing up. 

In the meantime the wholesale mar- 
ket during the past week has been 
rather dormant—the demand for sea- 
sonable items showing a slight increase 
and prices remaining stationary. In 
fact, the only price changes recorded 
are a 6 cent drop in linseed oil and 
one of 2 cents on turpentine. Future 





orders for fall merchandise are coming 
in in a fairly satisfactory volume. 





Few Price Changes Reported 
in New England Market 


The past week was marked by the 
fewest hardware price changes expe- 
rienced by the New England hardware 
trade in months. Butts and hinges were 
advanced approximately 5 per cent, 
while lead products, such as sheet lead 
and drop shot, were marked down. 
Otherwise changes were not of sufficient 
importance to warrant special mention. 





Consumer Demand Is Heavier 


with N. Y. Retail Trade 


Retailers in the metropolitan area 
report the first half of April as being 
very satisfactory. March consumer 
business was not quite as heavy in 
general hardware lines. Radio trade 
during last month was very good, how- 
ever. The most active retail lines in 
this section are garden hose, all kinds 
of steel goods, lawn rollers, lawn mow- 
ers, hose reels, and seeds. 





Good April Sales Expected in 


Twin Cities Area 


Spring business is beginning to open 
up in the Twin Cities region. Clean- 
up work is adding to the dealers’ sales 
to a fair degree, and spring painting is 
well under way. The expectation of 
very good trade this year shows every 
sign of being realized. Collections have 
been slow latcly, but April will un- 
doubtedly show a decided improvement 
in this respect. 





General Business Outlook 
(,ood—Hardware Prices 
Steady, Trend Upward 


The volume of business being trans- 
acted over the entire country at the 
present writing is reported to be on 
the whole satisfactory, with exceptions 
in certain industries and localities. 

Of the main industries the manufac- 
ture of iron and steel is still leading 
in production, averaging now over 90 
per cent of capacity. 

The railroads are very busy, their 
daily car loadings reaching record fig- 
ures during the past few weeks, which 
is one of the best indications we have 
as to the general business situation. 

Department and chain stores also re- 
port an increase in sales over the pre- 
ceding month. 

The raising of the rediscount rates 
by the Federal Reserve Bank of New 
York from 3 to 3% per cent, with the 
better demand for money felt by com- 
mercial banks, affords other evidence 
that business continues to expand and 
is requiring more funds for its conduct. 

Hardware prices have been fluctuat- 
ing a little, but the general average 
shows no change and we look for prices 
to remain steady for some time. 

The favorable outlook for a good 
spring business still exists. April is 
one of the best months of the year for 
the hardware merchant. Your cus- 
tomers’ needs are many and various at 
this time. Every effort should be put 
forth, therefore, to make the most of 
this opportunity. 

Don’t overlook the psychological ef- 
fect of show windows displaying spring 
goods; also this is the time to do your 
advertising. 

Do not overlook the wants of the 
busy housewife, who is now at the 
height of her house cleaning. For this 
purpose she needs many articles which 
you sell and these should be put out on 


display to attract her attention. 
—From Logan-Gregg Hardware 
Monthly Letter. 


Co.’s 





Staple and Spring Lines 
Active in Cleveland 


The demand for seasonal merchan- 
dise for spring has improved with 
Cleveland jobbers. Staple lines are 
moving well, but not many orders are 
being booked for fall goods, the de- 
mand for which has subsided after the 
early spurt of buying. The most im- 
portant price change is the reduction of 
20c. a keg on nails and $2 a ton on 
wire. Barbed wire has also _ been 
marked down. Prices were out for the 
season on binder twine, these being 2c. 
a lb. higher than last year. 
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Spring Business Active in Cleveland— 


Wholesalers Report Favorable Outlook 


(Cleveland office of HARDWARE AGE) 


USINESS with Cleveland jobbers continues good and 
B has improved in a number of seasonal lines of spring 
Retailers who have put off buying of 
spring goods as long as possible have come into the market. 
This late buying has resulted in an increase in orders for 
screen doors and various other items. 


merchandise. 


garden tools, 


heavy demand for refrigerators has sprung up. 
Gas ranges are in good de- 
Baseball goods are moving 


have been moving slowly. 
mand for early shipment. 
well, much 
tackle is in fair demand. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—A fair spring demand has 
sprung up for tires, and accessories 
have become somewhat more active. 
Prices are unchanged. 


We quote from 
f.0.b. Cleveland: Millers Falls, No. 
145 jacks, $4.7 15; Reliable jacks, No. 
1, $2.33; No. 2, $3.33, in lots of 12; 
Derf. spark ‘plugs, S6c. each for all 
sizes in lots of less than 50; Cham- 
pion X spark plugs, 45c. each for 
less than 100 and 4lic. each for over 
100; Champion regular, 53c. each for 
less than “ee all sizes; 50c. each for 
ae 100; Reliable jacks, No. 00, $1; 
No. 1, $1.25; Nos. 2 and 3, $1.75. 


AXES, _Fall buying is largely over 
and sales are light. Prices are un- 
changed. 


Jobbers quote f.o.b. 
First grade _ single 
black finished, handled, 
doz.; unhandled, $15.20 
bronze finished, handled, 
doz.; unhandled, $14 per doz.; 
bitted, $5 per doz. additional for all 
types: 60c. increase for dozen lots 
weighing 42 to 48 lb. and similar ad- 
vance for each 6 Ib. additional 
weight increased. 
BATTERIES.—There is still good call 
for radio batteries. Prices unchanged. 


Jobbers quote f.o.b. 
No. 766 B batteries. 


jobbers’ stocks, 


Cleveland: 
bitted rustless 
$20.20 per 
per doz.; 
$19 per 
double 


Cleveland: 
$1.30 each 
for small 


for 


unit packages and $1.40 
lots. 

No. 6 ignition type dry cell bat- 
teries, 29c. eac 


BINDER TWINE.—Prices have heen 

named for the season and are $1 a bale 

higher than last year. Jobbers have 

already taken considerable business 

which was booked before the prices 

came out and subject to whatever 

prices were established. 

f.o.b. Cleveland: 

binder twine, $6.98%%4 

second quality, $6.61% 
per bale. The mill price f.o.b. Xenia, 
Ohio, is the same as the Cleveland 
jobbers’ price. For shipments out- 
side of Ohio jobbers quote first qual- 
ity twine at $6.871%4 Auburn, N. Y., 
and Chicago. 

BOLTS AND NUTS.—Some price cut- 

ting has developed among jobbers on 

bolts and nuts. The demand is good. 

The prices below are the regular dis- 

counts. 

Jobbers quote f.o.b. 
Large machine bolts, cut threads, 

50 and 10 per cent off list; small 
rolled threads, 60 and 5 per cent off 
list; carriage bolts, large and small 
cut threads, 45 and 5 per cent off 
list; stove bolts, 75 and 10 per cent 
off list; hot pressed nuts, $3.90 off 
list: small rivets, 65 and 5 per cent 
off list. 

COASTER WAGONS.—tThese have be- 


Jobbers quote 
First quality 
per 50 Ib. bale; 


Cleveland: 


better than last year at this time. 
The general outlook is good. 

















creased sales. 


A 
These 


Fishing 10c. a square. 


come quite active in the last week or 
two. Prices are unchanged. 
COOK ERS.—tThere is a fair seasonal 
demand for fireless cookers. 

Cleveland jobbers quote cookers as 


follows: Conservo, standard size, $8 
net. National preserving cooker, 
12 qt., $18; 17 qt., $20.50. 


FURNACE PIPE AND ELBOWS.— 
The demand for these items is good 
and prices are holding firm at the re- 
cent advance. 


Cleveland jobbers quote furnace 
pipe and elbows at 40 per cent off 
list. 


HANDLES.—Agricultural tool handles 
are now moving in good volume. The 
demand for other kinds of handles is 
fair. Prices are unchanged. 


Jobbers. quote f.o.b. Cleveland: 

Axe Handles.—No. 1 hickory, 
per doz.; No. 2, $2.90 per doz.; 
selected white hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer WHandles.— 
No. 7, 90c. per doz.; finest growth 
hickory, $1.50. 

Hay Fork Handles — Straight, 
chucked and bored, XX 4% ft., $3.75 
per doz.: 5 ft., $4.50 per doz.; bent, 
4% ft., $4.15 per doz.; 5 ft., $5.10 per 
doz.; X, bent, 4% ft., $2.90 per doz.; 
5 ft., $3.20 per doz. 


Manure Fork pe ig “her ox XX, 
4 ft., $3.90 per doz.; 4 , $4.25 per 
doz.; X, bent, 4 ft., $. + per doz.; 
4, ft., $2.90 per doz. 


Garden Hoe Handles. ae, 4% ft., 
$3.30 per doz.; No. 1, me 50 per 
doz. 

Garden Rake Handles.—XX, 6 ft., 
$6.25 per doz.: No. 1, $2.65 per doz. 

Shovel Handies.—Regular pattern 
XX, 4% ft., $5.90 per doz.; X, 4% ft., 
per doz.; D handle, $5.60 per 


Spade Handles. —X grade, $5.40 
per doz. 
NAILS AND WIRE.—Cleveland job- 
bers have reduced prices 20c. per keg 
on nails and $4 a ton on wire. The 
main reason for this reduction is that 
mills have finally abandoned all efforts 
to put into effect the recently announced 
$2 a ton price advance. Prices on 
barbed wire have also been marked 


down. 


Jobbers quote as _ follows’ from 
stock 
Nails.—Less than car lots, $3.15 


per keg; No. 9 galvanized wire, $3.50 
per 100 Ib.; No. 9 annealed wire, $3.05 
per 100 lb.; cement coated nails, $2.40 
per 100 Ib.; polished fence staples, 
$3.70 per 100 Ib.; galvanized fence 
staples, $3.95 per 100 Ib.; miscel- 
laneous nails and wire brads, 70 and 
10 per cent off list 

Barbed Wire. 100 lb. spools, galva- 
nized, $3.85; 80 rod spools, Lyman 4 
point cattle wire, $3.35; same, hog 





One Cleveland jobbing house reports that its March sales 


broke previous records. 
lated retail business and retailers generally report in- 


The spring weather has stimu- 


The most important price change is a reduction of 20c. 
a keg on nails, $2 a ton on wire and approximately the 
same reduction on barbed wire. 
have come out for the season and are 2c. a lb. higher 
than a year ago. 
bolts and nuts, and steel roofing has been marked down 
The boiler and radiator market is upset 
with prices very irregular on both boilers and radiators. 


Prices on binder twine 


Some irregularity has developed in 


wire, $3.60; American special hog 


wire, $2.65. 
OIL STOVES AND OVENS. — Oil 
stoves are moving in good volume for 
spring shipment. Ovens are moving 


rather slowly. 


Jobbers quote f.o. b. Cleveland the 
following pric es subject to a discount 
of 30 and 5 per cent: 


LIST PRICES 

Nesco Oil Cook Stoves.—No. 211, 1 
burner, $9.50; No. 212, 2 burners, 
$17.35; No. 213, 3 burners, $22: No. 
214, 4 burners, $28: No. 215, 5 burners, 
$39.50: No. 1102 high shelf only, $5.25; 
No. 1103, high shelf only, $6.50; No. 
1104, high shelf only, $8; No. 1105, 
high shelf only, $9.75. 

Rockweave wicks, 25c. 

Nesco Ovens.—No. 05, 1 burner, 
solid door, No. 5, 1 burner, 
glass door, No. 010, 1 burner, 
solid door, No. 10, 1 burner, 
glass door, $4.40; No. 020, 2 burners, 
solid door, $5.15; No. 20, 2 burners, 
glass door, $5.40; — 30 2 burners, 
solid door, e 
glass door, 

Nesco wate 


PAINTS AN . OILS.—The spring 
weather has stimulated the demand for 
mixed paints for outside work and for 
lead and oil. White lead has declined 
4c. per lb. 


Jobbers quote f.o.b. Cleveland: 

Mixed paints, regular shades, best 
grade, $3.10 per gal. for 1 gal. cans. 
Outside white, $3.30 per gal., in 1 gal. 
cans. 

Turpentine in bbls., $1.05; less than 

s., $1.25 per gal. 

Linseed oil in bbls., $1.16; less than 
bbl., $1.31. Boiled, 3c. extra per gal. 
White lead, in, 100- lb. kegs, 15%c. per 
Ib.; in 50 and 25-Ib. kegs. 16c. per Ib.; 
in 12% Ib. kegs, 164%c. per Ib.; 
in 500-lb. lots, 10 per cent discount: 
other prices are net. 


POULTRY SUPPLIES.—A good de- 
mand has developed for feed troughs, 
drinking fountains and other poultry 
supplies. 

Cleveland jobbers quote as follows: 
troughs, No. 12, $1.35 per 
18, $1.80 per doz.; No. 24, 
$2.50 per doz.; drinking fountains, 
Star type, 80c. per doz.; round Mason 
jar fountains, the per doz.: Moe type, 
bottom filled, 1 ‘at., $2 per doz.; 

.50 per doz.; 4 qt., $3 per doz. 


qt., $2 
ROLLER SKATES.—Sales_ continue 
quite satisfactory. Prices are un- 
changed. 


Jobbers quote f.o.b. Cleveland: 

Union ball bearing, extension roller 
skates, Nos. 4 and 5, $1.45: No. 6, 
$1.55; No. 3, children’s sidewalk 
skates, 78c. 


ROOFING.—Patented strip, four-in- 
one shingle asphalt roofing has heen 
reduced 55c. per square. Cleveland job- 


each. 
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bers now quote this at $5.35 per square 
for small size in car lots. 

STEEL ROOFING.—Weakness has de- 
veloped in the market, owing to the ir- 
regularity in the sheet market, and 
Cleveland jobbers have made a price 
reduction of 10c. per square. 


Cleveland jobbers quote 29 gage, 
21%_ in. corrugated roofing at $4.17 per 
square. 


STEEL SHEETS.—The demand is fair 


and jobbers’ prices are unchanged. 
Cleveland jobbers quote No. 28 
galvanized sheets, $5.35. 


STEEL FENCE POSTS.—The demand 
continues fair. 
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Cleveland jobbers quote steel fence 
posts as follows per hundred in lots 
of 500 or less: 6 ft., $29.84; 6% ft., 
$32.15; 7 ft., $34.33; 7% ft., $36.74. 
In lots of 500 to 1000 the price is 
le. per post less. 


SHOVELS.—The call for shovels at 
present is very good. Prices are un- 
changed. 


Cleveland jobbers quote: 
Fourth grade shovels, full bundles, 
$10.75 per doz.; less than full bundles, 


$11 per doz. 
STOVE ACCESSORIES.—tThere is a 
fair demand for stove pipe, but stove 
boards are dull. 


Jobbers quote f.o.b. factory: | 
Stove pipe in crates of 25 joints, 
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3 in., $3; 
$3.37; 6 in., $3.60; 


Security blued, 28 
4 in., one d in., 


‘ in., $4. 
witiowe. a blued, corrugated, 


gage, 


28 gage, 3 in., $1.02; fi in., $1.14; 5 in. 
$1.26; 6 in., $1. 38; 7 . $1. 88, all pe r 
doz. 


Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 

Stove boards in full box lots, paper 


lined, square, 26 in., $7.35 per doz.; 
28 in., $8.30; 30 in., $9.70; 32 in., 
$11.45; same, wood lined, 24 in.; 
$11.20 per doz.; 26 in., $13.25; 28 in., 
$15.50; 30 in., $18 and 33 in., $21.30; 
oblong, wood lined,:18 x 24 in., $9.95 
te doz.; 18 x 30 in., $12.50; 20 x 30 

, $15.10; 24 x 36 in., $16.65; oblong 
paper lined, 18 x 24 in., $6.45; 18 x 
30 in., $8; 20 x 30 in. , $9.45; 24 x 36 
in., $10. 10, 





Durkee, Chicago Sales Man- 
ager for J. H. Williams & Co. 


J. H. Williams & Co., Buffalo, N. Y.., 
manufacturers of drop forgings and 
drop-forged tools, announce the ap- 
pointment of Charles S. Durkee as 
western district sales manager in 
charge of the sale of stock products 
in the West and Southwest, with of- 
fices and warehouse at 117 N. Jefferson 
St., Chicago, III. 

Durkee has been with the Williams 
organization for eighteen years, and 
for the past two years was in charge 
of their central sales district, 
headquarters at Buffalo. 


in 


MecClure-Johnston Co. 


Modern Equipped Bldg. 


The McClure-Johnston Co., Pitts- 
burgh, Pa., sheet metal jobber, is now 
occupying new and commodious quar- 
ters at Fourteenth and Pike Streets, 
Pittsburgh. Here the company has 
much larger space than in its old loca- 
tion at 1143-1145 Liberty Avenue, 
Pittsburgh, having a building of two 


floors and a basement containing over 


27,000 sq. ft. In the remodeling of the 
building steel girders of _ sufficient 
strength were placed, so that if at some 
future time more floor space is re- 
quired, three additional stories may be 
built onto the present structure. Un- 
like its old location, the new one is on 
the Allegheny Valley division of the 
Pennsylvania Railroad, which facili- 
tates the loading and unloading of rail- 
road shipments direct into the ware- 
house without recourse to hauling. 

A sheet metal chute located near a 
door facing the railroad makes possible 
very easy handling and storing of tin 
plate in the basement of the building. 
An electrically operated conveyor lead- 
ing from the basement to the first 
floor permits considerable reduction in 
the number of men needed to handle 
shipments that are made by truck to 
points about the city. Another con- 
veyor running between the first and 
second floors provides equal facilities 
in the handling of conductor pipe and 
other material of length. There are 


racks for the storage of the various 
lines handled by the company, which 
besides sheets and tin plate, include the 
other sheet metals and the products of 
those metals, as well as a complete line 
of sheet metal accessories. 





ee 


with | 


'Hudson St., 








David Lesier Elected Presi- 
dent Norton Door Closing Co. 


At a recent election David Lesier 
was made president of the Norton Door 
Closing Co., 2900 Western Ave., Chi- 
cago. Mr. Lesier entered the employ 
of the company only about six years 
ago as shipping clerk, and his eleva- 
tion to presidency will come as a grati- 
fying surprise to his many friends 
among the hardware fraternity. 


Ross & Fuller Now Distribute 
*““Arm & Hammer” Anvils 


The Ross & Fuller Association, 1-2 
manufacturers’ representatives, are now 
distributing “Arm and Hammer” brand 
blacksmith anvils. manufactured by 
the Columbus Anvil & Forging Co., Co- 
lumbus, Ohio. The Ross & Fuller As- 
sociation formerly represented Hay- 
Budden Mfg. Co., Brooklyn, N. Y., who 
have recently discontinued business. 
The territory covered by this firm is 


the entire eastern section as far west | 
far | 


as the Mississippi River and as 


south as St. Louis. 





President Coolidge Receives 


Saw from N. A. Gladding 


President Coolidge was recently pre- 
sented with a buck saw by N. A. Glad- 
ding, vice-president, E. C. Atkins & Co., 
Philadelphia, Pa. The saw frame is 
red, white and blue enamel, the rod 
and screws are nickel-plated. 

The President has promised to use 
Mr. Gladding’s gift on his farm in 
Vermont this summer. 


Collins Co. Creates Club 
House for Officials and 
Employees 


The Collins Co., Collinsville, Conn., 
has converted one of its production 
buildings into a clubhouse for the use 
of all employees from the president 
down. One floor is devoted to a meet- 
ing and reading room, and on the 
second floor six bowling alleys have 
been built in. During the noon lunch 
period, and after working hours, men 
and women from all departments can 
bowl along-side of the officials of the 
company. The alleys have become 
very popular, and about 500 frames a 
day are rolled. 








'manager for 


New York City, hardware | 


hardware and implement jobbers, 

















Connolly Transferred to 
Cleveland for Conlon 
Corporation 
The Conlon Corp., manufacturers of 


electric washers, has announced that 
E. C. Connolly, for the past six years 


connected with the Chicago office of 


the company, will become the district 
the State of Ohio, with 
Mr. Con- 


headquarters at Cleveland. 
who re- 


nolly succeeds W. J. Marshall, 
cently died. 


—— ee 


T. Merriam Leaves 


F. I. Webster Co. 


- Louis T. Merriam, for the past three 
years vice- president and treasurer of 
Kk’. I. Webster Co., Greenfield, Mass., 
has 


connection 


L. 


resigned and severed his 
with that company. 

Mr. Merriam has not yet announced 
his plans for the future. 


Retail Trade Notes 


C. I. Pitman, Mansfield, Mass., here- 
tofore répresenting the Beaver Prod- 
ucts Co. of New York, has become as- 
sociated with the Reed Hardware & 
Sporting Goods Co., Rockland, Mass. 
He will specialize in outdoor soliciting. 


George Rose has opened a retail 
hardware store under the name of the 
Rose Hardware Co. at 529 Medford 
Street, Somerville, Mass. 


Charles L. Platt has taken over the 
retail hardware business of L. D. 
Chapin of Sloan, Iowa, and has added 
to the stock. 


Horn & Devling Dissolved 
Now Devling Bros. 


The firm of Horn & Devling, Galton, 
Pa., has been dissolved. The business 
was formerly a partnership, composed 
of William C. Horn and C. A. Devling. 
The hardware end of the business in 
Galton has been taken over by Dev- 
ling Bros. Mr. Horn has taken over 
the contracting end of the business in 
Athens, Pa. 
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Improving Demand in Pittsburgh Territory— 
- Look for Record Year in Roller Skate Sales 


(Pittsburgh office of HARDWARE AGE) 


ARDWARE business in this district is steadily im- 
H proving, according to the majority report from 
jobbers, but there is still a minority who because 
business has not been up to the optimistic expectations of 
last fall are disposed to call business quiet. Business for 
March with some companies actually ran ahead of the 
same month last year and as a general proposition the 
first quarter of the year makes a relatively good showing 
in comparison with the same period last year. The trade 
here does not recall a more active demand than has lately 
existed for scooters and roller skates. Great trouble is 
experienced in getting supplies fast enough to supply the 
demand, and makers of roller skates are from two to 
three weeks behind in their deliveries. All signs point to 
a record year in roller skate sales. Such lines as farm 
and garden tools, poultry netting and wire cloth, are 
moving with persistent steadiness. Painting materials 


are feeling the impetus of the good weather, which is 
producing activities in the foregoing lines. Window glass 
continues slow and there is very little activity in automo- 
bile accessories. Batteries for radios are in good demand 
but those for flashlights are rather slow, as is usual when 
the days begin to lengthen and the summer with its de- 
mand from camps and vacation spots has not developed. 
Electrical household appliances are selling steadily, par- 
ticularly electric washing machines, of which one house 
here reports sales since the first of the year of close to 


500 machines. 
Prices are generally firm, and the week has produced 


few changes of any consequence. Some jobbers here do 
not accept the recent advance in prices of builders’ hard- 
ware pleasantly and have protested to manufacturers 
against the raises. Copper rivets and burrs have come 
down slightly in keeping with the market for the raw 
materials. Collections are fair. 


less in lots of a ton or more; tur- 








AUTOMOBILE ACCESSORIES.—The 
complaint still is common that business 
does not seem to be responding to the 
favorable weather and the fact that 
more automobiles are in operation. 
There is no change in prices. 


Prices from jobbers’ stock, 
Pittsburgh follow: 

Spark Plugs.—A. C. 
less than 10, 65c. each; lots of 10 to 
99, 58c.; lots of 100 or more 5é6c.; 
A. C. plugs, No. 1075, for Ford cars, 
lots of less than 10, 49c.; lots of 10 
to 99, 44c.; lots of 100 or more, 42c. 

Motor Meters.— Standard makes, 
lots of less than 10, 25 per cent off 
list; lots of 10 to 19, 30 per cent off 
list; lots of 20 or more, 37 per cent 
off list. 


f.o.b. 


plugs, lots of 


Horns.—Spartons, single lots, 334% 
per cent off list; $60 list and over, 
40 per cent off list; $90 list and 
over, 40 and 5 off list. 

Windshield Cleaners.—Trico uni- 
versal automatic cleaners, $3.25 
“ach. 

Jacks.—Millers Falls, No. 145, $3.75 
each. 

Pumps.—Anthony line, $2.20 each. 

Bumpers.—Weed, No. 2004, $15.60 


each. 

BATTERIES.—Radio batteries still are 
moving well, but demand for flash- 
lights is quiet as usual at this time of 
the year when long days make few de- 
mands upon flashlights. When sum- 
mer camps begin to open up and the va- 
eation season is here a larger demand 
is likely. No. 168 has been reduced to 
$1.22 each in unit packages, but other 
numbers are unchanged. 


Jobbers’ quotations to. retailers, 
fo.b. Pittsburgh: 
Broken Unit 
Packages Packages 
Each Each 
pe Se $1.05 $0.97 
SS ei 3.3 1.22 
- Mn ~~ ci«eevenesen 1.22 1.14 
WO a re 1.40 1.30 
FS aon 2.62 2.44 
i eer 2.62 2.44 
No. 770 3.33 3.09 
earre .42 .39 
No. 5 dry cells, ignition type, 29c. 
each. 


BOLTS, NUTS AND RIVETS.—Prices 
are stationary both at factory and out 
ef jobbers’ stock. Demand is only mod- 
erately active. 





We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; 
carriage bolts, small rolled threads, 
50 per cent off list; all sizes cut 
threads, 45 per cent off list; stove 
bolts, 75 per cent off list; tire bolts, 
40 and 10 per cent off list; nuts, hot 
pressed blank or tapped, 3.25c. off 
list; c.p.c. and t. blank or tapped, 
3.35c. off list; rivets, small wagon 
and tinners’, 60 per cent off list. 


BUILDERS’ HARDWARE.—So far as 
business is concerned the situation here 
is favorable, but some of the jobbers 
feel that manufacturers are hardly 
justified in the recent advance in prices 
and have written their protest. 
CHAIN (TRACE).—Leading manufac- 
turers have issued, under date of April 
1, prices on welded trace chain. 


Jobbers now are quoting f.o.b. 
Pittsburgh, welded trace chain with 


ring, per pair, as follows: 7-8-2, 
73c. ; ; 6%- 10-2, 72c.; 7-10-2, 76c; 7-8-1, 
RXc. 7%-10,1, 97¢. 


COPPER RIVETS AND BURRS .—Job- 
bers now are quoting 40 per cent off list 
as against former quotation of 35 per 
cent off list, this reduction following a 
cut in wholesale prices in keeping with 
a weaker copper market. 


FARM AND GARDEN TOOLS.—Very 
satisfactory movement of these lines 
is reported by most jobbers in this dis- 
trict. Weather conditions have favored 
outdoor work and everybody seems to 
be getting to it. Retail sales are ex- 
panding and demands upon jobbers are 
increasing. 

PAINTING MATERIALS. — Oil and 
turpentine have each dropped lc. per 
gallon since a week ago. Other items 
are holding at recent prices, although a 
decline in white lead is expected. Con- 
sumption of paint is increasing and 
both retailers and jobbers find the de- 
mands upon them more frequent. 


Prices to retailers: 

Ready mixed paints, best grades, 
$3.10 per gal.; lower grades, $2.50; 
white lead, 16c. per Ib. in 100 Ib. 
lots; 10 per cent less in lots of 500 
ib. or more and an extra 5 per cent 





pentine, $1.05 per gal. in barrel lots; 
~— oil, $1.20 per gal. in barrel 
ots. 


ROLLER SKATES.—Jobbers here are 
having very heavy demands and hav- 
ing much difficulty in meeting them, 
since manufacturers are from two to 
three weeks behind in deliveries against 
orders. Prices are well maintained. 


Jobbers’ prices to retailers: 

Roller Skates.—Union Hardware 
Co. line, No. 2, 65c. per pair; 
3, 75c.; No. 10, $1.05; No. 6, $1.50. 
Winslow line, No. 38%, $1.50; No. 38, 


SCOOTERS.—There_ probably never 
before was such a demand for this line 
and with jobbers carrying rather size- 
able stocks of coaster wagons and toy 
automobiles there is no question but 
that some of them are wishing that the 
lightning was not hitting so strongly 
in one spot. 


WINDOW GLASS.—Window glass is 
one of the low sellers this year, al- 
though as the spring is not yet very far 
advanced hope of a good business has 
not been abandoned. Prices are sub- 
ject to some shading. 


Jobbers quote: Single strength A 
and B, 84 per cent off list; double 
strength, A, 86 per cent off list; B, 
87 per cent off list. 

WIRE PRODUCTS.—While there was 
a fair movement of hog and cattle wire 
and of woven wire fence, nails still are 
draggy and as jobbers are pretty heav- 
ily stocked there is considerable irregu- 
larity in prices. Jobbers did not re- 
flect in their prices the last advance in 
mill prices and consequently are still 
quoting on the basis of mill prices 
named late last year. 

We quote out of jobbers’ stocks: 

Nails, $3.15 to $3.25 base, per keg; 
No. 9 gage, annealed wire, $3.10 to 
$3.20 per 100 Ib.; plain galvanized 
wire, $3.55 to $3.65 per 100 Ib. gal- 
vanized barbed 2-point cattle, $3.25 
per 80-rod spool; 2-oint hog, $3.47; 
4-point cattle, $3.47; 4-point hog, 
$3.75; special ger: cattle, $2.43; 
woven wire fence, 1047-11, $39. 36 per 
100 rods; 1047-9, $55. 20; 939- 11, $35.22; 
939-9, $48.85. 
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ONSUMER demand in the Metro- 
politan hardware market has 
picked up in a very encouraging 

way. The retail trade had only a fair 
month of March, but April has all the 
early indications of being a very satis- 
factory and profitable business month 
in the hardware trade. Garden hose, 
garden tools, lawn rollers, lawn mow- 
ers, hose reels and such spring items 
are moving better this year than they 
have in any of the three preceding 
years, according to reports heard 
throughout this area. 
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Consumer Demand Heavier; 
Spring Goods Active in 
New York Area 


There are few advances averaging 


about 5 per cent and one decline, that 
Nails 


being 1 cent on prepared solder. 
are quoted at $3.70 and sold for $3.60. 


The 10 cent advance on nails is likely 


to become affective any day. 


Except for the buying of strictly sea- 
sonable lines, wholesale business is not 
At press time 
jobbers report a little improvement in 
It is said that jobbers are 
handling extra large quantities of all 
Collections are 


as active as it has been. 
staple lines. 
kinds of spring goods. 





March-April Rope Prices 
Quoted in New York 


For the guidance of dealers in the 
metropolitan area we list here current 
rope and twine prices expected to hold 


for the remainder of April. On May 1 
new prices will be issued. 

Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Rope, No. 1 Manila’ standard 
brands, 28c. per lb.; No. 2 Manila 
standard brands, 26c. per lb.; No. 1, 
sisal standard brands, 19c. per Ib.; 


18c. 
No. 


No. 2 standard brands, 
per lb 


Twine, 


sisal 


3-ply wrapping twine, 
1, 23c. per Ib.; No. 2, c. per Ib. 

India hemp twine, No. 8, 16c. per 
lb.; BB twine, fine dark, 221he. per 
lb.; fine light, 24c. per lb. 


Cap Screws Advance 


10 Per Cent in N. Y. 


With the exception of the 10 per cent 
advance on cap screws, prices and gen- 
eral market conditions on bolts and 
nuts are unchanged. Being a good 
staple item, this full line is in fair de- 





mand. ‘ 

Jobbers’ quotations to retailers, 
f.o.b. New or 

Bolts. — Common carriage bolts, 
small sizes and large sizes, 30-10 
per cent. 

Machine bolts, all sizes, 40 and 10 
per cent. 

Lag screws, 40 to 40 and 10 per 


cent. 
Stove bolts, 75-10 per 
flat and round head. 
Sink bolts, 75 to 75 and 10 per cent. 
Tire bolts, 45 to 50 per cent. 
Step bolts, 33144 per cent. 
Lag screw shields, 80 per cent. 
Machine bolt shields, 65 per cent. 
Prices vary in different sections of 
the city. 
Spring cotters, 


cent; both 


30 per cent. 


Copper rivets and burrs, 25 per 
cent. 

Round head iron rivets, 55-5 per 
cent; tinners’ rivets, black and tin, 
60 per cent. 

Cap screws, 80-10 per cent. 


Screw Prices Very Firm in 
Metropolitan Area 


Prices in the local screw market are 
stocks are satisfactory, and 


very firm; 
the usual steady demand is reported. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 




















fair. 

Wood screws, iron bright, flat 
head, 72%-33% per cent. 

Same, iron blued, round head, 70, 
25 and 5 per cent. 

Same, brass, flat head, 70, 25 and 
5 _ cent. 

Same, brass, round and oval head, 
6714, 25 and 5 per cent. 

Galvanized, flat head, 57%, 25 and 
5 per ce 

Nickel oy round head, 60, 25 
and 5 per cent. 

Full packages are extra 5 per 
cent 


Prepared Solder Declines 
1 Cent in New York 


Prepared solder was reduced 1 cent 
This is a fairly active 
radio item. Bar and strip solder prices 


by local jobbers. 


are unchanged. 


Jobbers’ quotations retailers, 
f.o.b. New York: 

Bar solder (half and half), 40c. 
per lb.; strip solder, 44c. per Ib.; 
Kester solder, acid or rosin core, 
65e. per Ib. 


to 


Expected Nail Advance 
Not Yet in Force 


Although wire nails are quoted at 
$3.70 in some sections, the fact remains 
that the $3.60 price is the actual whole- 
sale price, as this issue goes to press. 
but not 


The demand is_ consistent, 


heavy. 
Jobbers’ quotations 
f.o.b. New York: 
Nails.—Wire nails, 
base per keg. 
Cut nails $4.15 base per Keg. 
Wire nails and brads in small lots, 


retailers, 


$3.70 


to 


$3.60 to 


70-5 per cent off list, in 1-lb. papers. 
Roofing nails, 1 x 11, plain, $5 to 
$5.15 per 100 1lb.; galvanized, $8.05 to 
$8.25 per 100 Ib. 
American felt roofing nails, % x 
10%, plain, $6.50 per case. Galva- 
nized, $10.25 per keg. 


N. Y. Radio Prices from 


Hardware Jobbers 
For the guidance of the Metropolitan 


hardware trade we quote radio equip- 
ment at prices representative of offer- 
ings by local hardware jobbers. 
teries and tubes are the most active 
items in this line. 


Bat- 
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Price Changes in New 


York Market 


Metropolitan jobbers report the fol- 
lowing price changes affecting this 
market: 


Strap and T hinges have been 
advanced 5 per cent. 

Shelf brackets have been ad- 
vanced 5 per cent also. 

Bright steel butts are 5 per cent 


higher. 

Wrought goods have advanced 
10 per cent. 

Cap screws are 10 per cent 
higher. 

Kester prepared solder is down 
Ic. 

Machine screws have been re- 


duced 10 per cent by some dis- 
tributors. 

Stanley Works has issued a new 
price list, which, it is said, shows 
several advances. 





JOBBERS’ PRICES TO RETAILERS 
F. YORK 


0.B. NEW 
Radio Receivers 


Freshman Masterpiece, 5-tube, list 


price, $60; @ealer’s discount 35 per 
cent. Dealer’s net price, $39. 
Grebe Synchrophase, M. U. 1, 5- 
tube storage battery receiver, or 
same type M.U. 2, 6-tube dry cel) 
receiver either model less acces- 
sories, dealer’s net price $100.75 


List price $155. 

Gilfillan Neutrodyne, GN 1, 5-tube 
model, list price $150; dealer’s dis- 
count, 40 per cent. Same, GN 
model, list price $120; dealer’s dis- 
count, 40 per cent. Same, GN 3, 4- 
tube model, list price $65; dealer's 
discount, 40 per cent. 


Radio Accessories 


Tubes, U.V. 200 or U.V. 201A, list 
price $3 each; dealer’s discount 2- 
per cent. 

Gold Seal, 
price $18.50; 
per cent. 

Lightning arrester, list price 50c 
each; dealer’s net price 23c. each. 

Pyrex insulators, list price 454 
each; dealer’s discount 33% per cent 

Head phones, list price $6; dealer’s 
discount, 3344 per cent. 

Radio plugs, in carton lots only, 
20 plugs to a carton; list price 65c. 
each; dealer’s discount, 40 per cent, 

Spartan head phones, list price, $5: 
dealer’s discount 40 per cent. 


Loud Speakers 


list 


battery chargers, 
33% 


dealer’s discount, 


K-E, list price, $18; dealer’s dis- 
count, 3) per cent. 

Spartan, adjustable, list price $10 
dealer’s discount, 40 per cent. 

Phonograph attachment, adjust- 
able loud speaker ‘unit. Spartar 
brand, list price $7.50; dealer’s dis- 
count, 40 per cent. 


Batteries—A, B and C 


Batteries, No. 6, dry cells, ignition 
type, 26c. to 29c. each. 

Radio ‘‘B” batteries, unit package 
quantities, No. 766, $1.30 each; No 
764, $1.14 each: No. 767, $2.44 each; 


No. 772, $2.44 each; No. 770, $3.09 
each. 

Radio ‘‘C” batteries, No. 771, 39c 
each. 


Spring Goods Active 
in New York 













The movement of spring goods in 
the metropolitan market is heavier this 
year than it has been for three or four 
years, according to reports received 
from manufacturers, jobbers and deal- 
ers. Deliveries to dealers were made 
in March. Sales have been satisfac- 
tory the first half of April. The suc- 
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cessful movement of spring goods is 
considered by many a very good indi- 
cation that spring and summer busi- 
ness will be very profitable for the 
hardware trade. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


Lawn Mowers 


Three-blade, plain be ‘arings 8-in. 
wheel, 12 in., $4.85; 14 in. $5.15: 16 
in., $5.50, and 18 in., $5.80 eac h. 

Same, with ball bearings, 12 in., 
$6.65; 14 in., $7; 16 in., $7.35, and 
18 in., $7.70 each. 

Four-blade, 9-in. wheel, ball bear- 
ing, 12 in., $8.25; 14 in., $8.55; 16 in., 
$8.85, and 18 in., $9.25 each. 

Same, with 10%-in. wheel, 14 in., 
$9.50; 16 in., $10; 18 in., $10.50; 20 in., 
$11.15 each. 

Five-blade, 10%-in. wheel, ball 
bearing, 16 in., $12; 18 in., $12.70; 
20 in., $13.35 each. 

Same, with 10 in. wheel, 16 in., 
$15.35; 18 in., $16, and 20 in., $16.75 
each. 


Dahlia Poles 
Dahlia poles, 2 ft., 3%c. to 5\4c.; 
> ft., 7 to 8c. 


Grass Catchers 


Grass catchers, plain bottom, for 
mowers, 12 to 16 in., 55c. each. For 
16 to 20 in. mowers, 70c. each. 

With round back, made of heavy 
white canvas, with heavy galvanized 
perforated bottom, for 12 to 16 in. 
mowers, 90c.; for 16 to 20 in. mowers 
$1.05. 


Wheelbarrows 

Canal barrows, steel wheel, $3.45 
each. 

Wheelbarrow, steel tray, wood 
frame, steel wheel, $5.60 each. 

Same with steel frame, $7.55 each. 

Dutchess garden barrow, body 
width, 19% x 15%, $5.60 each. 

Same, 21% x 19, $6.30 each. 


= ha 


Same, 25 x 21%, $7.25 each. 


Rubber Hose 


Rubber hose, ® in., black rib 
molded, in 25 ft. lengths, 10c. per ft.; 
same in 50 ft. lengths, 9'ec. per ft.; 
same, better grade, red, in 25 ft. 
lengths, 12c. per ft.; and in 50 ft. 
lengths, 11%c. per ft. Electric, black 
rib, in 25 ft. lengths, 16%c.: and in 
50 ft. lengths, 15%4c. 


Hose Nozzles 


Rainbow, $5.50 per doz.: Stewart, 
$1 each. 


Sprinklers 


Ring type, $6.25 per doz.;: Revolv- 
ing, with three arms, $13.80 per doz. 
Two Purpose, $1.33 each; Rainking, 
2.338 each; Giant Rainking, $6.67 
each. 
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Hose Reels 


All Metal, channel steel frame, 
cast iron wheels, 9 in. corrugated 
steel drum, enameled green and 
black, $1.85 each. 

All Metal, steel rod, electrically 
welded together, japanned, galva- 
nized steel drum, diameter of wheels 
21% in., handle 20-in. long, $2.05 
each. 

All Metal, tubular frame, corru- 
gated galvanized steel drum, tubular 
steel wheels, enameled, 21 in., reel 
height, $3.50 each. Same, with 
height of reel, 24 in., $4 each. 


Poultry Netting 


Poultry netting, New York stock, 
50 per cent off list; factory stock, 
50 and 7% per cent off list. 


Poultry Netting Staples 


Poultry netting staples, % in., in 1 
Ib. packages, 9'%c. per Ib.; in 10 Ib. 
boxes, 9c. per Ib.; in 100 Ib. kegs, 
74%4c. per Ib. 


Sprayers 


Galvanized, 4 gal., $4.88 each; 
brass, 4 gal., $7.50 each; bucket 
pump type, $2.75 each. Tin, % pint, 
23c. each. Tin, 1 qt., 3le. each; 
brass, 1 qt., $1.15 each; galvanized, 
1 qt., continuous, 88c. each 


Hedge Shears 


Disston, plain, 8 in., $1.65, and 9 
in., $1.78 per pair; 10 in., $1.90 per 
pair. 

Disston, notch, 8 in., $1.78: 9 in., 
$1.90, and 10 in., $2.02 per pair. 


Border Shears 


Without wheel, $2.95 each; with 
wheel, $3.50 each. 

Lawn shears, with two wheels, 
$3.50 each. 


Lawn Rollers 


Dunham waterwe ight_ type, No. 2, 
$9; No. 4, $10.70; No. 7, $15.35; No. 
5, $13.35; No. 9, $17.35 each. 


Pruning Shears 


Pexto pruning shears, 9-in. blade, 
California pattern, black finish, volute 
spring, 68c. each. 

Same, polished, $1.05 each. Same 
with ratchet nut, polished, $1.23 
each. 

S. Smith No. 0 Spiral spring, 9 in. 
$4.70 doz.: No. 21 Flat spring, 9 in. 
$8 doz.: No. 30 Volute spring, 9 in. 
$8.35 doz.;: No. 40 Volute spring, 9 in. 
N. P., $14.70 per doz.; No. 130 Volute 
spring, ratchet nut, $9.70 per doz.; 
No. 140 Volute spring, 9 in., N. P., 
ratchet nut, $16.35 per doz.; No, 4770 
Volute spring, 6 in., N. P., $12.70 per 
doz. 

Disston’s Extra Quality. No. 150 
a spring, full pol., 8% in., 
$24.75 per doz.; No. 250 Volute spring, 
half pol., 8% in. $21.50 per doz.; No. 
152 Hinge spring, ~~ pol., 8% in., 
$24.75 per doz.; No. 252 Hinge, half 
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pol., 8% in., $21.50 per doz.: No. 153 
Le af spring, full pol., 8 in., $24 doz.; 
No. 253 Leaf spring, half pol., S$ in., 
$2.75 per doz. 

Disston Pruning Shears.—No. 1, 
Heavy, 27% in., $2.25 pr.; No. 2, 
Med., ITM, in., $2.17 pr.; No. '3 Heavy, 
two curved jaws, 27% in., $2.17 pr.: 
No. 5, handles 9 in., pol. blades, 5% 
in., $1.65 DF: 


Standard ee Pruners. — 6-ft., 
$1.30; 8-ft., g1 40: 10-ft., $1.55; 12-ft., 
$1.70 each. 


Disston’s Extra Quality Tree Pru- 
ners.—6-ft., $2.80; 8-ft., $3.05; 10-ft., 
$3.35; 12-ft., $3.50 each. 

Little Giant Pruning Hooks and 
Saws, $2.15 each. 

Orchard Pruning Hooks and Saws, 
$2.10 each. 

Pruning Saws. — Disston’s 3 x 16, 
99c. each: 4 x 16, $1.19 each; 5 x . 
$1.25 each: 7 x 16, $1.43 each; 40 x 
S1ec. each. 

Pruning knives, 62c. each. 

J. T. Henry Manufacturing Co. 

Pruning Shears 
No. 0 spiral spring 9-in.$ 4.50 per doz. 
No. 1 Henry’s genuine 





flat brass springs.... 8.25 per doz. 
No. 4665, 9-in. California 
Papas 8.00 per doz. 


No. 4666, 9-in., polished. 12.00 per doz. 
No. 4671, 9-in. ratchet 

TIE: sen ibles te ny abate asi 6 cere 9.10 per doz. 
No. 4770, 6-in. ladies’... 12.00 per doz. 
No. 4771, heavy wide 

Dt. émpnusesetedens 14.50 per doz. 





Prices on Oil Stoves, Ovens 
and Water Heaters 


For the guidance of metropolitan 
dealers we quote prices on Nesco oil 
cook stoves, ovens, wicks and water 
heaters. Note that we are using list 
prices which are subject to a dealers’ 
discount of 30 and 5 per cent. 

Jobbers quote retailers, f.o.b. New 


York, a discount of 30 and 5 per cent 
on these prices. 


LIST PRICES 
Nesco Oil Cook Stoves 


a Bee 2 ee. . ow ccuoseesecs $9.50 
a > i ae, |. 17.35 
oe :) ae a, 22.00 
IN@. BEG © BOUTMOTB. cccccccccces Bee 
NO. SD © BOP ROTB. «cc cocecccccs 39.50 
No. 1102 High Shelf Only...... 5.25 
No. 1103 High Shelf Only...... 6.50 
No. 1104 High Shelf Only...... 8.00 
No. 1105 High Shelf Only...... 9.75 


Rockweave wicks, 25c. each. 


Nesco Ovens 


No. 05 1 Burner Solid Door... -:$2.10 
No. 5 1 Burner Glass Door.... 2.25 
No. 010 1 Burner Solid Door.... 4.15 
No. 101 Burner Glass Door.... 4.40 
No. 020 2 Burners Solid Door... 5.15 
No. 20 2 Burners Glass Door... 5.40 
No. 030 2 Burners Solid Door... 5.40 
No. 30 2 Burners Glass Door... 5.70 





Nesco water heaters, list price $45. 





Simonds Saw Establishes 
Hardware Sales Department 


All business pertaining to its hard- 
ware line will hereafter be transacted 
from a new sales department, which 
has been established by the Simonds 
Saw and Steel Company at 470 Main 
Street, Fitchburg, Mass., according to 
an announcement made by the com- 
pany. 

The new branch will handle the sales 
of all of the Simonds Saw and Steel 
Company’s hardware line, consisting 
of hand saws, cross-cut saws, hack 
saws and files. This will give a cen- 
tral distributing point and form a 
closer contact with hardware dealers, 
jobbers and other distributors of Si- 
monds products. 














April 1. 
Ewald. 


Lyon & Ewald Discontinues 


Well Known Business 


The firm of Lyon & Ewald, New Lon- 
don, Conn., went out of business on 
The firm was organized in 
1892 by John J. Lyon and Simon L. 
In 1915 Mr. Lyon retired and 
sold his interest to Mr. Ewald, who has 
been the sole owner since that time. 
Poor health of Mr. Ewald, expiration 
of the building lease, and a 50 per cent 
increase in rent are joint causes which 
have influenced Mr. Ewald to sell out 
his stock over the counter and retire 
from active business. 
Lyon & Ewald have enjoyed the repu- 
tation of being a progressive and 
reputable house. 





Rand-Kardex Consolidation 


Joins Father and Son 


In the consolidation of the Rand Co., 
Inc., and the American Kardex Co., a 
new $10,000,000 corporation in the 
visible record field is established as the 


Rand-Kardex Co., with main offices at 
North Tonawanda, N. Y. James H. 
Rand, Sr., is chairman of the board and 
James H. Rand, Jr., president and gen- 
eral manager of the new company. 

It is interesting to note that this 
merger joins together father and son 
who for more than 20 years have been 
operating competitively and success- 
fully. 
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The live hardware 
dealer says: 














‘“‘Here’s Some Good Work. 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 
Makers of these famous 
brands of Garden Hose 


BULL DOG, 
GOOD LUCK 
and MILO 
Also 
Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 


“*T see in this issue of the magazine 
that garden hose manufacturers 
are again presenting the advan- 
tages of 5/8” hose to the trade at 
large. 


‘I wish the producers of every line 
I carry would make a similar study 
of ways in which their products 
could be standardized, so that a 
busy hardware dealer might get a 
little time off to go fishing. 


‘“My spring supply of BULL 
DOG, GOOD LUCK and MILO 
makes a brave showing. I sell 
only 5/8” hose for every service 
my customers require. ’’ 
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Seasonal Weather Helps New England Sales— 
Spring Lines and Builders’ Hardware Moving 


(Boston office 


land retail hardware business is coming along fast 

now. Such merchandise as seeds, fertilizers, sprays, 
garden tools, barrows and the numerous tools used about 
attracting more public attention 
than other things, but paints and that group of merchan- 
dise coming under the head of builders’ hardware are sell- 
ing splendidly. In addition, it may be said that the aver- 
age line of merchandise carried by the retail hardware 
dealer today is so varied that he is doing very well in 


a lawn are, perhaps, 


the matter of sales. 
There are, as always, exceptions to 


this case they usually concern the small small-town retail 
He apparently is losing trade to the larger deal- 


dealer. 


ers in the larger adjacent towns and cities. 
opment is an interesting although unfortunate one, and 
is commonly attributed to the growing use of the automo- 


BARROWS.—Inasmuch as garden bar- 
rows are moving more freely in a retail 
way, the wholesale market is showing 
more life. 
We quote 
stocks: 
Barrows.—Wheel, 
stock, steel wheel, 
net; No. 5, $5.75 
4, $5.75; No. 5, $6. 
BOUQUET HOLDERS.—With Memo- 
rial Day about a month and a half 
away retail firms are evincing growing 
interest in bouquet holders. 


We from Boston 
stocks 
Bouquet Holders. — Painted iron, 
35c. each; glass, with holders, 60c. 
each; metal, No. 22, $1.40 per doz. net. 
BUTTS AND HINGES.—Jobbers have 
put into effect new prices on butts, 
straps, T-hinges, corner irons and sim- 
ilar items, following the receipt of new 
lists from the manufacturers dated the 
last of March. The new prices show 
an advance of approximately 5 per cent. 


from Boston jobbers’ 

from Boston 
No. 4, $5.50 each 
Wood wheel, No. 


quote jobbers’ 


We quote from Boston jobbers’ 
stocks: 

Butts.—No. 2714, 3% x 3%, plated 
steel, old copper and dull brass 
finish, in case lots, $24 net; in less 
than case lots, $26. No. 2714, 3 x 3, 
in case lots, $23.50; in less than case 
lots, $25.50. No. 2714, 4 x 4, in case 
lots, $35; in less than case lots, $37. 
No. 731, 3 x 3, in case lots, $2.25 per 
doz. net; 3% x 3%, $2.45; Nos. 241A, 
241d2 and 24ldf, 3 x 3, 23%c. per 
pair, 3% x 3%, 24c., 4 x 4, 35c. 

Garage Door Sets.—No. 9032, $2.85 
each net; garage door holders, No. 
1930, $2 per pair net. 


CAGES.—Although the buying is not 
brisk, interest in cages is on a larger 
scale than ever before, according to 
some of the jobbing trade. 


We quote from Boston jobbers’ 
stocks: 

Bird Cages. — Brass assortment, 
No. 119%, three in assortment, $12 
net; steel, white enamel, six in as- 
sortment, $9.75: brass, No. 2, six in 
assortment, $16.50. 

CARTS AND WAGONS.—‘The way 


business in carts and wagons holds up 
is remarkable. We, and I believe other 


houses are as well off, are doing an ex- 
ceptionally large business even for this 
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"Diana ret to more seasonable weather, the New Eng- 


vance, 


the rule. But in 


This devel- eral. 


time of the year,” says one jobbing 

house. 
We 
stocks: 


quote from Boston jobbers’ 











Kiddie Kars.—Special, two in car- 
ton, No. 101, $2.25 each list; No. 102, 
. 103, $3.75; No. 104, $4.50; No. 
$105, $5. 

Kiddie Koasters.—One to carton, 
ty — $10.50 each list; No. 606, 

75 


Kiddie Karts. —Special, No. 201, $3 
each list; No. 202, $4; No. 203, $5; 
No. 204, $6; No. 205, $7. 

No. 





Pedal Kars. —Two in carton, 
124, $4.25 each list; No. 125, $5.25; 
No. 154, $5.75; No. 155, 75. 

Kiddie Skooters.— Two in carton, 
No. 801, $4 each; No. 802, $5; No. 
802B, 

Discount—33% per cent. 


CEMENT WORKING TOOLS.—AI- 
though some trouble is being experi- 
enced in the building labor trade field 
as a result of a disagreement between 
workers and employers, cement work- 
ing tools are selling in a very satisfac- 














tory manner, according to retail as well 
as wholesale houses. 


We quote from Boston jobbers’ 
stocks: 

Cement Working Tool.—Edgers, 
70c. to $1.50 each net; Jointers, 72c. 


to $1.80; angles, 90c. to $1.20; curbers, 
$1. 50; gutter tools, $1.20; pointers, 
72c.; beaders, 72c.; brick jointers, 
$2.75. 
CHURNS.—Indications are that cows 
will be put out to pasture at least two 
weeks earlier than usual this year. 
Possibly that fact explains the renewed 
activity in the churn market. 


We from Boston 
stocks: 

Churns.—Glass, 2-qt., $14 
net; 3-qt., $17.75: 4-qt., $23. 
churns, 2-qt., $5.15 per doz. 
25; 4-qt., $8. 50. 

Hand Churns.—One- ct , 
i ees $2.75; 3- gal., $3.50; 
6- gal., $5.25. 


| Cc LAM DIGGERS. 
'of clam diggers is reported from retail 
| hardware dealers located along the New 
| England coast. Sales are ahead of last 


year. 
We 
stocks: 
Clam 
| handle, 
extra 


quote jobbers’ 
per doz. 
Jars for 

net; 3- 








jobbers’ 


tyne, 26-in. 
net; six tyne, 
handle, $18.90; 


quote from Boston 
Diggers.—Six 
$14.10 per doz. 
heavy, 26-in. 


bile by people living in the country. 
only by the farmer who has not the time to go to the 
larger town, or by the slow-pay customer. 

Now that the spring buying movement has set in, both 
retail and wholesale dealers anticipate business will be 
brisk for some months. 
branches of retail merchandising, the hardware dealer’s 
weekly turnover, figured in percentages, is far in the ad- 
Some of the large city retail houses have felt 
some concern over the recent advance in banking rates on 
prime commercial paper, feeling as they did that the 
action of the banks might be a forerunner of a slowing 
up in general business. 
heretofore were abnormally low and that the advance is 
simply an evening up process with money rates in gen- 
The banks expect a large volume of current busi- 
ness the remainder of 1925 at least, and look for 1926 
to be a more prosperous year than 1925. 





He is patronized 


Contrasted with many other 


Bankers say, however, such rates 


Ipswich pattern, four tyne, riveted, 
2.56. 


CLIPPERS. — Continued encouraging 
reports are had from jobbers regarding 
the volume of clipper sales. The buy- 
ing embraces all kinds and makes. 

We quote from Boston jobbers’ 


stocks 
Mayflower, No. 


Clippers. —Toilet, 
00, $1.30 each net; Plymouth No. 1, 
$1.1! No. 00, $1. 25, 


95¢.; No. 0, 
Success, No. 0, $1. 50; No. 00, $1.65. 
Brown & Sharpe, all kinds carried 
by local jobbers, $4.50 list; discount 
25 and 15 per cent. 

Horse Clippers.—No. 169, $2.65 each 


net; No. 179, $1.40. Horse clipping 
machines, No. 1, ball bearing, $14 
each list; discount 33% per cent. 


Machines.—Badl 


Sheep Shearing 
each list; dis- 


Bearing No. 9, $24 

count 33% per cent. 
DOG COLLARS.—More interest is 
shown in dog collars, although the mar- 
ket is not really active as yet. 


We quote from Boston jobbers’ 
stocks: 

Dog Collars.—Russet and _ black, 
name plate, 4 brass studded, $1.30 
per doz. net; lock tongues, buckle, 
$3.75. Padlocks, $1.20 to $2.25 per 
doz. Leads, $1.60 to $5 per doz. 


Muzzles, $2.25 to $3 per doz. 
DRYERS.—Clothes dryers are in slight- 
ly better request. Jobbers’ stocks are 
only moderately large. 


We quote from Boston jobbers’ 
stocks: 

Clothes Dryers.—Four line, $5.50 
each net; five-line, $6. 


EGG BOXES.—To the stock of local 
jobbing concerns has been added lines 
of paper egg boxes. The boxes retail at 
le. each. 
We 
“os 


quote from Boston jobbers’ 


Boxes.—Paper, 500 to a bun- 
dle, op. 50 per 1,000. 
FARMING TOOLS.—AIll 
makes of farming tools are 
freely out of stock. 


We quote from Boston 
stocks: 
Forks. 
able D-handle, 


kinds and 
moving 


jobbers’ 


Manure, four-tine, malle- 
$13.60 a doz. net; five- 
tine, malleable D-handle, $16.15; five- 
tine, strapped D-handle, $17.35; five- 
tine, wood D-handle strapped, $21.35; 
six-tine, malleable D-handle, $18.55; 
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ORTY-FIVE years ago Richards- 
Wilcox began manufacturing hangers 
for every door that slides. R-W 
Hardware, from the outset, has _ been 
standard equipment of its kind. Universal 
adjustments for door hangers, for instance, 
have been used by Richards-Wilcox for 
many years. Only principles of manu- 
facture, shown by exhaustive test and 
experience to be sound, are employed. 






With an Engineering Department of 
unusual technical ability and broad ex- 
perience in meeting and solving every 
doorway problem, it is but natural that 
R-W Doorway Equipment should be 
specified by leading architects, con- 
tractors and builders as the Jest in all 
points of economy, durability, and efh- 
ciency. 





This Engineering Department serves in a 
two-fold capacity. It designs the most 
modern equipment to meet, in the most 
minute detail, every modern doorway re- 
quirement. It advises with all having 
doorway problems, without cost or obli- 
gation. It places at your disposal its 
entire resources. This Department 1s 
yours—do not hesitate to use it freely. 


Xi chards-Wilcox Mf 


‘A Haneer for any Door that Slides. 


(0. 
AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Chicago Minneapolis Kansas City Los Angeles San Francisco Omaha Seattle Detroit 


- RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON, ONT. + Winnipeg 























Montreal 

















six-tine wood D-handle_ strapped, 
$23.75. Stable work, malleable D- 
handle strapped, $15.90; wood D- 


handle, strapped, $19.90. 
FLOWER BOXES.—More life is shown 
in the flower box market than at any 
previous time this year. Jobbers are 
highly pleased. 





We quote from Boston jobbers’ 
stocks: 
Flower Boxes.—Standard make, 24- 
n., $10.60 per doz. net; 30-in., $13.90; 
36-in., $20.90. 
GARDEN SETS.—Now that many 


seeds have been planted in New Eng- 
land gardens the general public is pay- 
ing more attention to garden sets. It 
has all the earmarks of being a satis- 
factory season in such merchandise. 
We from Boston jobbers’ 


stocks: 
Garden Sets.—Floral, $1.50 to $12.80 


quote 


per doz. net; forks, No. 300, $3.50; 
a hooks, $1.20; trowels, $1.25 
to $3 


GARDEN TOOLS.—Practically all of 
the retail dealers questioned the past 
week report exceptionally good sales of 
garden tools for this time of the year. 
Jobbers report quite a number of re- 
tailers have already begun to place fill- 
ing-in orders. 


We quote from Boston 
stocks: 

Hoes.—Shank, 7%-in., $9.15 a doz. 
net; socket, 7%-in., $9.95; round top 
onion, socket meadow, 9-in., 
$11.40; Island shank, 9-in., 
$10.40, socket, $11.40. 

Rakes.—Light steel, 12 teeth, $4.80 
per dozen net; 14 teeth, $5.28; 16 
teeth, $5.76. garden, 12 
teeth, $8; 14 teeth, $9.45; 16 teeth, 
$10.25; steel gravel, 14 teeth, $11.05; 
16 teeth, $12. 

Edgers.—Turf, $10.90 
per doz. net. 


GUNS AND AMMUNITION.—Drop 
shot has been reduced 25c. per bag, the 
decline being based, according to manu- 
facturers, on the lower pig lead market. 


We jobbers’ 
stocks: 

Drop Shot.—Smaller than B, $2.85 
per bag; B and larger, $3.15 per bag. 
Air Rifle, Boy Scout, shot, $4.75 per 
case; Bullseye, $3.50 a case. 

Guns.—Steven air rifles, No. 12%, 
$4.05 each net; No. 26, $4. ‘95; No. 12, 


jobbers’ 


long handle, 


quote from Boston 


$6.12; No. 17, "$7.50; No. 27, $8; N 

70, $12.45 Shot guns, No. 107, $8.85; 
No. 115, $10.50; No. 215, $18; No. 235, 
$20.75; No. 315, $21; No. 330, $21.85; 
No. 335, $24.30. Savage, bolt action, 
single shot, No. 04, $6; repeating 
shot gun, No. 21A, $41.75. Baker 
Batavia leader, double barrel, $32; 
Black Beauty, double barrel, $50. 


esis & Lewis, 22 action, model D, 


HAYING TOOLS.—Jobbers report a 
continuation of buying of all kinds and 
makes of haying tools. Goods have 
been moved out of jobbers’ stocks as 
rapidly as possible. 


We quote from 
stocks: 

Haying Tools.—Hand rakes, 
bow, two bows, $6.90 per doz. net; 
steel bow, $7.15. Lawn rakes, wood 
bow, three bows, $8.75; steel bow, $9. 
Drag rakes, $17. 

Scythes. —Little Giant, 28 to 32-in.; 


Boston jobbers’ 


wood 


30 to 36-in., 34 to 38-in., 36 to 40-in., 
$16 per doz. net. Bramble, $16.50. 
Brush, $16. 
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Snaths.—Ash, $14.50, per doz. net; 
cherry, $16.75; brush, . 

Scythe Stones.—Round English, 
$2.25 per doz. net; Star, $1.35; West 
End red, $1.10. Green Mountain, $9 


per gross; Black Diamond, No. l, 


$15.20; Chocolate, No. 1, $1.70 per 
doz.; Carborundate, No. 188, $1.95; 
No. 190; 195; No. 191, $2. 34; No. 
192, $2.34. 


LATCHES.—Business in latches is bet- 
ter than most retail dealers anticipated. 
They say it should continue to improve 
as summer homes are opened and door 


repairs are made. 

We quote from Boston jobbers’ 
stocks: 

Latches.—Rim night, No. 7c. 
each, list; No. 29X, $1; No. 33, $1.58; 
No. 42, $2.92; No. 042, $2. 08: No. 36, 
$1.83; No. 0343, $2.08; No. 44, $3, 75. 
Discount, 20 and 5 per cent. 

Mortised Night Latches.—No. 66, 
$6.25 each, list; discount 20 and 5 per 
cent. 

Rim Lock.—No. 2, $2.50 each, list; 
discount 20 and 5 per cent. 


LAWN ACCESSORIES.—tThings are 
quite satisfactory in this branch of the 
retail and wholesale hardware business. 
Retailers are not ordering in large 
amounts, but require goods frequently. 


We quote from Boston jobbers’ 
stocks: 

Lawn Mowers.—Jewel, l4-in., $14.2 
each list; 16-in., $15. Colonel, 16- in. 
$18; 18-in., " Newport, 16-in., 
Lakewood, 16-in., 
30. Ambassador, 
Imperial, 14- 
$32; 18- -in., $34; 20-in., 
$36. eniry i6- -in., $36; 18-in., $38. 
Discount 50 per cent. Competitive, 
14-in., $5.75 each net; 16-in., 

Lawn Trimmers.—Popular makes 
$15 each, list. Discount, 50 per cent. 

Factory Shipment. —On direct fac- 
tory shipments up to 30c. freight on 
ten or more machines is allowed. 

Lawn Roller.—Water weighted, 
18-in. diameter x 24 in. long, $13.34 
each net; 24-in. diameter x 24 in. 
long, $15.34. 

Sprinklers.—Lawn, fountain, $6 per 
doz. net; fountain, half circle, $5.50; 
rooks, $8. Rain King, $2.34 each net. 

Lawn Rakes.—Wood,'  three-bow, 
$8.75 per doz. net; steel, $9. Two- 
bow, wood, $6.90; steel, $7.15. Hand 
made rakes, three steel bows, 28 
teeth, $10 per doz. net. 


Hose.—Garden, B & D, %-in., 9%ec 


per ft. net; %-in., 10c.; %-in., 10%4c. 
Reading, ™%-in., The % -in., 7% C.; 
%-in., 8i%c. Bull Dog, ®-in., 13c. 
Good Luck, %-in., 10c. — 5g - in., 
11%e. Vim, *¥%-in., 8% 5-in., 
9¥44c.; %-in., + te Pixon, 14-in., 
Tiec.; *-in., 8%Cc %-in., 9c. 


RULES AND LEVELS.—That more 


rules and levels will be sold this year ° 


than last is indicated by the aggregate 
turnover so far, say jobbers. 





We quote from Boston jobbers’ 
stocks: 
No. 61, square 
joint, $2.63 per doz. net; No. 63, 
$3.48; No. 68, fourfold, $1. 91: No. 42, 
ship ‘carpenters’, $5.04: No. 51, draft- 
ing scale, $3.42. 
Levels. —Stanley line, No. 0, 28-in., 
$1.20 each, net; No. 7%, 36-in., $2.02; 
No. 30, 28-in., $2.44; No. 237, 24- in.., 


$3.72. Sand, No. 30, $4.50 each, net; 
No. 26, $4.75; No. 28, $5; No. 30, $5.25. 


SCREEN DOOR GUARDS. — Along 
with a continued buying movement for 
screen doors is a healthy demand for 
screen door guards. In wholesale cir- 
cles it is felt May 1 will see a still fur- 
ther improvement in business. 
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We quote from Boston jobbers’ 

stocks: ; 
Screen Door Guards.—Donley line, 

26, 28, 30 and 32-in., 45c. per set of 


three, net. 
SHEARS.—Along with other garden 
tools there is excellent buying of 
shears. Last year jobbing sales were 
somewhat disappointing, but 1925 has 
started off with what might be termed 
a mild boom in trade. 


We quote from Boston jobbers’ 
stocks: 

Shears.—Rose, No. 10, $5 per doz. 
net; full sized, japanned, $4.50 to $8; 
polished, New to $23; grass, $3 to $12. 

to $1.75 each net. Border, 
Beg Sheep, $8 to $9.50 per 


SHEET LEAD.—Local jobbing prices 
in sheet lead have been reduced 1c. 


a pound. 
We quote from Boston jobbers’ 
stocks: 
Sheet Lead.—15%c. per pound 
base. 


STOVES.—Jobbing houses anticipate 
a good cook stove business this year. 
Buying, they say, should start in earn- 
est within a month. The average New 
England retail dealer does not stock 
up on such stoves. The common prac- 
tice is to keep one or more display 
stoves and to buy from jobbers as or- 
ders are placed by the public. 
We quote from Boston jobbers’ 


stock. In lots of ten a discount of 
30 and 5 per cent is allowed on list 


prices. 
LIST PRICES 

Nesco Oil Cook Stoves.—No. 211, 
1 burner, ts No. 212, 2 burners, 
$17.35; No. 213, 3 burners, $22; No. 
214, 4 burners, $28; No. 215, 5 burners, 
$39.50: No. 1102 high shelf only, $5.25; 
No. 1103, high shelf only, $6.50; No. 
1104, high shelf only, $8; No. 1105, 
high shelf only, $9.75. 

Rockweave wicks, $2.10 doz. 


Nesco Ovens.—No. 05, 1 burner, 
solid door, $2.10; No. 5, 1 burner, 
glass door, $2.25; No. 010, 1 burner, 


solid door, $4.15; No. 10, 1 burner, 
glass door, $4.40; No. 020, 2 burners, 
solid door, $5.15; No. 20, 2 burners, 
glass door, $5.40; No. 030, 2 burners, 
solid door, $5.40; No. 30, 2 burners, 
glass door, $5.70. 


Nesco water heaters, list price $45. 


Cook Stoves.—Oil 1-burner, $9.50 
each list; 2-burners, $17.35; 3-burn- 
ers, $22; 4-burners, $28. Discounts. 


30 per cent; in lots of ten, 30 and 5 
per cent. Detroit Jewel line, 2-burn- 
ers, without high shelves, $12.50 and 
$13.50 each net; 3-burners, $15.50 and 
$16.50; 4-burners, $19.50 and $20.50. 
Shelves for 3- on, $4 and $4.50; 
for 4-burners, $4.7 

Water Heaters. S45 each list. Dis- 
counts, 30 per cent; in lots of ten, 30 


and 5 per cent. 
Air Tight Stoves.—Conco line, No. 
418, $3.15 each net; No. 421, $3.65; 


No. 424, $4.40; No. 427, $5. 
THERMOMETERS.—Slightly more in- 
terest is shown in this class of mer- 
chandise. 


We quote from Boston jobbers’ 
stocks: 
Thermometers.—Cheap tin case, 


spirit, 7-in., $1.20 per doz. net; 18-in., 

38; mercury, 10-in., $2, Standard 
heavy tin case, 8-in., $13.50; 10-in., 
$15.25. Copper case, No. 51546, 8-in., 
$6; 10-in., $8. Woodback, 6-in., $9, 
8-in., $10; 10-in., $11. Candy, No. 
5908, $16. Bath, No. 5592S, $14.50. 








Specific Knives for Specific Purposes 


F you will select knives for specific purposes and will carry the reasons which prompted the 
selections into your show case so the public can see the reasons for the patterns displayed, 
cutlery sales will be easy and profitable—JOHN CASSIN. 
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Disston No. 5% Try 


Square 
All metal. Toughened Diss- 
ton-made Steel blade; nickeled 
stock, True inside and out. 





Disston No. 3 Bevel 


This bevel has patented Diss- 

ton Lock. It sets easily, and 

it stays set, A % turn of 

the thumb-screw locks it. No 

slipping of the blade. Nickel- 

plated iron stock, toughened 
steel blade. 
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“TDisston” on a Level 
means as much as on a Saw 


—it means as much to car- 
penters and to your other 
customers for tools. Three 
generations of them have 
used the Disston Saw ... 
and Disston Tools. The 
Disston name on a plumb 
and level, or any tool, is 
like the recommendation 
of a trusted friend. It is 
their guide to service and 
dependability. 


In the Disston factory, the 
Disston Saw is the stand- 
ard of excellence. Every 
tool must be on a par with 
the saw before it can bear 
the Disston name. In 





Disston Adjustable 
Plumb and Level 


The Disston No. 16 is a 
popular model at an attrac- 
tive price, Fitted with the 
Disston Adjustment—positive 

See illustration 
below. 


and simple. 


workmanship, materials, 
finish—in every way the 
standard must be main- 
tained. 


You can make the Disston 
name mean as much to 
you in tool sales as in saw 
sales. When you point to 
the name on a Disston tool 
you overcome selling re- 
sistance; you make a quick 
sale, and a good profit. 


When you sell the Disston 
line consistently you in- 
crease sales, reduce selling 
costs and raise your earn- 
ings. 


Henry Disston & Sons, Inc. 
Makers of “The Saw Most Carpenters Use’”’ 


Philadelphia, U. S. A. 


a RE en 





The famous Disston Adjustment for 
Plumb and Level 


A simple, positive adjustment. Just remove 

guard plate and turn a screw till bubble is 

true. A second screw locks the adjustment. 

Both screws work in wood—no rusting— 

always easy to turn. No springs to get out 
of order, 


SsToO 


FILES KNIVES 





SAWS TOOLS 
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Milder Weather Helps Sales in Chicago— 
Prices Holding on Practically All Lines 


(Chicago office of HARDWARE AGE) builders’ hardware, jobbers’ prices are still unchanged. 


buying during the past week, according to the re- 


ports received from the retailers in the smaller towns 


[bovine has been a noticeable increase in consumer 
While the farmers are busy for future delivery on some items of fall merchandise. 


and agricultural districts. 


with their seeding and other spring work, they are finding 
it necessary to buy for their immediate needs, and there 
is a steady increase in buying which is highly gratifying 
to the retailers. City retailers, however, are complaining 
that spring buying is very slow in starting, although the long. 
past few days have shown some slight improvement. 
Prices have been stationary this week, the only excep- 
tions being a seasonable decline in linseed oil and turpen- 
tine. In spite of the recent manufacturers’ advances on 


AUTOMOBILE ACCESSORIES.—tThe 
demand is only fair, but is showing a 
slight gradual increase. There have 
been no price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each; Champion Blue Box line, 53c. 
each: A. C. Titan, 58c. each; lots of 
100 56c. A. C. Special Ford, 44c. 
each. 

Spot Lights.—Anderson, No. 3280, 
$6.50 each. 

Horns.—E. A. Electric (Ford), $4 
each. 

Jacks.—Ajax No. 6, 90c. each: Na- 
tional Standard No. 21, $1.20 each. 

Pumps.—Rose, 1% -in. cylinder 
$1.55 each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% oversize 
cord tires, $9.45 each; regular cord, 
$7.45 each; gray inner tubes, 30 x 
3%, $1.20 each; red inner tubes, 30 x 
3%, $1.50 each. 


AXES.—Prices are expected to con- 
tinue unchanged throughout the sea- 
son. Sales continue to be very good. 


We quote from jobbers’ stocks, 
f.o.b Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib, 
$14 doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15.50 to $24 per doz., according to 
quality and grade of handle; limited 
percentage unguaranteed handled 
axes, $12 per doz. base. 


BOLTS AND NUTS.—The movement 
is rather slow, but is showing some de- 
velopment. 


We quote from jobbers’. stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread, 50-10 
per cent discount; machine bolts, cut 
thread, 50-10 per cent = discount; 
small machine bolts, rolled thread, 
50-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE. — Sales 
continue to be in a most satisfactory 
volume. Jobbers prices remain un- 
changed in spite of the recent advance 
on the part of the manufacturers. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 2% x 3% steel butts, 
case lots, old copper and dull brass 
finish, $2.67 per doz. pair; 4 x 4 steel 
butts, old copper and dull brass 
finish, $3.62 per doz. pair; heavy steel 
bevel inside sets, case lots, $6.75 per 
doz; steel bit-keyed front door sets, 
$1.75 per set; wrought brass bit- 
keyed front door sets, $3.25 per set; 














The demand on jobbers for seasonable merchandise has 
shown some gain with the advent of milder weather, and 
there are reports of a very satisfactory volume of orders 


The weather, however, has not been warm enough to 
stimulate much demand for summer goods, such as oil 
stoves, lawn mowers and garden hose, but it is expected 
that a good movement of these items will begin before 


The sale of building materials is reaching an almost 
record volume, due to the construction activities in the 
larger centers, although these activities do not seem to 
have spread themselves to the agricultural districts. 








cylinder front door sets, $7.50 per boxes of 50, 30%c. each; less than 
set. case lots, 34c. “i ttn & he ; 

‘ 4 . . Ad j u lies. ta Oo atter es, 
CHAIN.—No early change in price is} 9°" 76, $1.40 cach: No. 767, $2.63 
expected. Sales are good. each. 

: , Battery Chargers.—Apco line, in 
We quote from jobbers’ stocks, lots of less than 10, $13.50 each, net. 
f.o.b. Chicago: %-in, proof coil chain, Tubes.—Cunningham and R. C., A. 
$8.50 per 100 Ib.; Tenso, Bull Dog $23 list. Discount, 25 per cent. 
and Brown coil chains, 50-10 per Loud Speakers.—Western Electric 
cent discount; No. 00-4% electric No. 522W, $9.50 list. Discount, 30 
welded cow ties, $2.75 per doz. per cent. 

‘ > = . , 
— “y —— oo a The FIELD FENCE.—Sales are very satis- 

ee = re ren _ m8 factory and are getting better right 

We quote from jobbers’ stocks, : 
f.o.b. Chicago: Copper rivets and along. Prices are steady. 
burrs, 331% per cent discount. We quote from jobbers’ _ stocks, 


f.o.b. Chicago: 726-6-12%, $30.38 per 
DRAIN PIPE CLEANER.—Sales are 100 rods; 1948-6-141%4, $45.92 per 100 


holding steady and prices are un- rods. 
FILES.—The demand is very good, 


changed. : : 
We quote from jobbers’ stocks, with prices steady. 
f.o.b. Chicago: We quote from jobbers’ stocks, 
Economy, Plumber drain pipe f.o.b. Chicago: American files, 60-10 
cleaner, in 1 Ib. net cans, in lots of 3 per cent off list; Nicholson files, 50 
doz., $2.70 per doz.; in lots of 6 doz., per cent off list; Black Diamond files, 
$2.60 per =? and in 12 doz. lots, 40-10-5 per cent off list. 
2.50 per doz. 
Same, in 2 « net weight cans, in FISHING TACKLE.—Sales are hold- 
lots of 2 doz., $4.90 per doz.; in lots : 
of 6 doz., $4.70 per doz.; and in lots ing up to a remarkable degree. 
of 12 doz., $4.50 per doz. GALVANIZED WARE. — There has 
Hercules tile and porcelain cleaner, : 
in 1 Ib. net weight cans, $2 per doz. been no change during the past week. 
in lots of 2 doz. ; 
eas Gale ele, tm 1. 2 Prices are steady and sales reasonably 
can, $3 each; in % doz. “sO 2.50 good. 
each; in 1 doz. lots, $2.25 each., We « ’ 
at wager a juote from jobbers’ stocks, 
“ee in eff" —", ack each; 2 f.o.b. Chicago: Competition, galvan- 
— r+ a . ce, sae GM. ized after-made, water pails, genuine 
cans, $9 each. riveted ears, 10-qt., $2.30 doz.; 12-qt., 


2.50 doz.; galvanized wash tubs, No. 


EAVES TROUGH AND CONDUCTOR 1, $6 doz; No. 2, $6.85 doz.: No. 3, 





PIPE.—The demand is showing a $7.75 doz.; No. 8 galvanized yen 
: ' . boiler, wood grip and handles, 3. 

steady increase as the weather becomes aon? Sam Ge teem aaeinee 
more favorable for outside work. kerosene can, $2.35 doz.; 5-gal. gal- 
: vanized oil cans, galvanized breast, 
Prices are firm. $6.85 doz.; 1%-bu. galvanized after- 
We quote from jobbers’ _ stocks, made baskets, $4.75 doz.; 1-bu. gal- 
f.o.b. Chicago: Single bead lap joint vanized baskets, $6.25 doz.; 1%-bu. 
gutter, 5-in., $4.50 per 100 ft.;: corru- galvanized baskets, $8.75 doz.; per- 
gated conductor pipe, 3-in., $4.75 per pendicular corrugated light galvan- 
100 ft.; plain ridge roll, 1%-in., $4 ized ash cans, with cover, No. 55, 
per 100 ft.; corrugated conductor el- $15 per doz.; No. 66, $17.50 doz.; No. 
bows, 3-in., $1.36 doz. 77, $20 doz.; heavy galvanized after- 


ELECTRICAL AND RADIO MER-| $3725 doz; No. 201, $4878 doz. 
CHANDISE.— The demand for bat-| GaRDEN HOSE AND LAWN SPRIN- 
teries is very brisk. Sales on electrical | KL RERS.—An increase in buying is 
accessories have been rather slow, but | jogkeq for with real warm weather. 
showed a nice increase during the past | pyjces are steady. 








week. No price changes. We quote from jobbers’ stocks, 
We quote from jobbers’ stocks, f.o.b. Chicago: Garden hose, good 
f.o.b. Chicago: quality molded hose, %-in., 10%c. 
Electrical Merchandise.— No. 14 per ft.; %-in., 138c. per ft.; 3-ply, 
rubber-covered wire, $7.90 per 1000 good quality, wrapped, %-in., 10c. 
ft.; in 1000-ft. lots, $7.65; No. 18 per ft.; %-in., 12c. per ft.; 4-ply, 
lamp cord, $14.50 per 1000 ft.: in good quality, wrapped, %-in., 12c. 
1000-ft. lots, $13.75; %-in. brush per ft.; %-in., 14c. per ft.; 5-ply, 
brass key sockets, 19c. each; two- | good quality, wrapped, ™%-in., 9c. per 
way plugs, 60c. each; in lots of 10, ft.; %-in., lle. per ft. Lawn _ sprin- 
49l4c, each; one-piece attachment | klers, Rain King, $28 doz.; original 


plugs, 13c. each: two-piece attach- | fountain sprinkler, $8 doz.; Rainbow, 
ment plugs, 12c. each; dry cells, 38-in. high, $24 doz. 


Reading matter continued on page 70 


























April 16, 1925 HARDWARE AGE 69 











Al) A 
) fy 


- ; 
ee 


| afi 





— - 
2 
o . vv} tei ~? 2 
Svaith om 
LNG OI te 
Pes em eo 
2 





ystematic storage— 
attractive display— 


made possible by the 
“Duluth” system — re- 
duces overhead and re- 
sults in increased turn- 
over and greater profits 
for progressive hardware 
dealers. Let us explain 
without obligation to you. 
Fill in and mail the 
coupon. 









= 








DULUTH SHOW CASE Co., 
P. O. Box No. 778-A4, 
DULUTH, MINN. = 


Gentlemen: 
Send full details of the “Duluth” System and 


I how it reduces overhead and increases profits with 
UT no big cash investment involved. Also explain 

U your easy extended payment plan and how the 
STORE LUT 


stem pays its cost and produces a profit even 
, uring the first year. 

















| Name . ——o 
DULUTH SHOW CASE CO., DULUTH, MINN Town iat State ! 
Individual scntneaiienieiaiae 














eee scene 
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GLASS AND PUTTY.—The demand is 
rather backward, due to the season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25- 
in. bracket, &7 per cent discount; sin- 
gle strength A, 34 to 40 in. bracket, 
S5 per cent discount; single strength 
A, all other brackets, 84 per cent 
discount; double strength A, all sizes, 
8) per cent discount; double strength 
= S6 per cent discount. Putty, pure 

rades, $3.75 per 100 Ib.;: commercial 
$3 40 per 100 Ib. 


HATCHETS. — Sales are improvingly 
good. Prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first 
quality hatchets, No.2 broad, $14.45 
doz.; medium quality hatchets, No. 2 
shingling, $7.25 doz.; medium qual- 
itv hatchets, No. 2 broad, $10.50 doz. 





HANDLED HAMMERS. — Sales are. 
very good. Prices are unchanged and | 


are considered favorable. 

We quote from jobbers’ stocks, 
fos. Chicago: First quality, 16-072. 
nail hammers, $10.50 doz.; first qual- 
itv, 16-0z. machinist hammers, $7.85 
doz.; medium quality, 16-0z. nail 
hammers, $6 doz. 


HANDLES, AGRICULTURAL.—Cur- 
rent demand is satisfactory and is in- 
creasing as the weather grows warmer. 
Prices remain unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. - Straight, 
chucked and bored, best grade, 4%- 
ft.. $4.50 doz.; 5-ft., $5.50 doz.: XX, 
14-ft., $4 doz.; 5-ft., $4.80 doz.: X, 
{%.-ft., $2.40 doz.: 5-ft., $2.80 doz. 

Hay Fork Handles.—LBent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.: XX, bent, with 
strap, ferrule and cap, 4-ft., $5.50 
me 4\%-ft., $5.75 doz.; XX, bent, 

4 -ft., $4. 50 doz.: 5-ft., $5.50 doz.; 
x be nt, 4\%-ft., $3 doz.; 5-ft., $3.40 
doz. 

Manure Fork WHandles.—bHBent, best 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
doz.; XX bent, 4-ft., $4.15 doz.: 4%- 
ft., $4.40 doz.; X bent, 4-ft.. $2.60 
doz.: 4\,-ft., $2.95 doz. 

Garden Hoe Handies.—XX, 4%-ft., 
$3.45 doz.; X, 4%-ft., $2. 40 doz. 

_ Garden Rake Handies.— XX, 5%, - 

, $5.25 doz.; X, 5%-ft., $3.25 doz. 
“Beaeas Handies.—Regular pattern, 
XX, 4%-ft., $5.90 doz.: X, 4%-ft., 
$3. 90 doz. ; D handle, best grade, $7. 95 
doz.; X grade, $6 doz. 

Spade Handles. —D handle, best 
grade, $7.75 doz.: X grade, $6 doz. 
HANDLES, TOOL.—Local prices are 
favorable and firm, and sales are very 

good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handles —No. 1 hickory, $4 
doz.: No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer’ Handles. 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HINGES.—Jobbers prices still remain 
unchanged. Sales are very satisfac- 
tory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6- in. $1.60; S8-in., $2.70; 10-in., $4.30 
per doz. pair; extra heavy = hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66; 
6-in., $2.08: S8-in., $3.56; 10-in., $5.10 
per doz. pair. 


ICE CREAM FREEZERS.—Sales are 
steady, but, of course, will be in larger 
volume later in the season. Prices are 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1- 
qt., $4.85 list; 2-qt., $5.65 list; 3-qt., 
$6.75 list; 4-qt., ee list; 6-qt., 
$10.45 list; 8-qt., $13.50 list; 10-qt., 
$18 list; 12-qt., $21.55 list; 15-qt., 
$25.60 list; 20- -qt., $33.20 list: 25-qt., 
$42.60 list; Arctic, 1-qt., $4 list; 2-qt., 
$4.60 list; 3-qt., $5.55 list; 4-qt., $6.80 
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list; 6-qt., $8.60 list; S8-qt., $11.10 list. 
All the above less 50 per cent dis- 
count, 


LAWN MOWERS AND GRASS 
CATCHERS.—tThe season’s demand is 
still undeveloped, but indications point 
to a good business later on. Prices are 


firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn Mowers.—1l16-in. ball bearing, 
5-knife, 1ll-in. wheels, $12.35 each; 
16-in., ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in. ball bearing, 4-knife, 9- 
in. wheels, $7.85 each; 16-in. plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in., ball bearing, 4-kKnife, 
S-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 

Grass Catchers.—Galvanized  bot- 
tom, for 14 to 16-in. mowers, full 
packages, $8.80 doz.; galvanized bot- 
tom, for 18 to 21-in. mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 18 to 91-in. mowers, $7.60 
doz.; plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz. 


NAILS.—Sales are still slow. Prices 


firm. 

\Ve quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
3.25 per keg base; cement coated, 
$2.55 per keg base. The extra for 
galvanized nails is now $2.25 for 1- 
in. and longer; $2.50 for shorter than 
1 in. 


OIL STOVES.—The demand shows a 
slight increase during the past week. 


Prices remain unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Per- 
fection 2-burner stoves, $17 each list: 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Per- 
fection 2-burner, 22 each list; 3- 
burner, $28.50 each list; 4-burner, 
B35 each list; Superfex 2-burner, $45 
each list; 4- burner, $58.50 each list. 
All subje et to 30 per cent discount. 
Lots of ten or more are subject to 
30-5 per cent discount. Nesco Oil 
Cook Stoves, No. 211, 1-burner, $9.50 
each list; No. 212, 2-burner, $17.35 
each list; No. 213, 3-burner, $22 each 
list: No. 214, 4-burner, $28 each list; 
No. 215, 5-burner, $39.50 each list; 
No. 1102, High Shelf Only, $5.25 = 
list: No. 1103 High Shelf Only, $6.5 
each list; No. 1104, High Shelf Frag 
$8 each list; No. 1105, High Shelf 
Only, $9.75 each list. Rockweave 
wicks, 25c. each. Nesco Ovens, No. 
05, 1-burner Solid Door, $2.10 each 
list; No. 5, 1-burner Glass Door, 
$2.25 each list: No. 010, 1-burner 
Solid Door, $4.15 each list: No. 10, 
1-burner Glass Door, $4.40 each list; 
No. 020, 2-burners Solid Door, ‘$5.15 
each list; No. 20, 2-burners Glass 
Door, $5.40 each list: No. 030, 2-burn- 
ers Solid Door, $5.40 each list; No. 
30, 2-burners Glass Door, $5.70 each 
list; Nesco water heaters, $45 each 
list. All subject to 30-5 per cent 
discount. 


The manufacturers of Nesco Oil 
Cook Stoves have four zone price lists, 
varying according to the freight rates. 
The above prices are effective in Zone 
1. Prices for Zones 2, 3 and 4 are 
higher and will be quoted on applica- 


tion. 
PAINTS AND OILS. 





six cents and turpentine two. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel _iIots, 
$1.19 per gal.; 5 barrel lots, $1.14 per 
ral. 

Linseed Oil.—Boiled, barrel lots, 
a 22 per gal.; 5-barrel lots, $1.17 per 


al. 
"_ Turpentine. —Barrel lots, $1.04 per 


"Sonatured Alcoho!.—RBarre!l lots, 
60c. per gal.; steel drum, extra $6, 
returnable. 

White Lead. "Wang Ib. kegs, $16: 50- 
+ kegs, $8.25: 25-lb. kegs, $4.20; 

2%4-lb. kegs, $2.20. 








Paint items are 
the only ones that show any price 
change this week—linseed oil dropping 
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no Paste.—Barrel lots, 7%c. per 
Shellac.—(4%4-lb. goods), white, 
$4.55 per gal.; orange, $4.20 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX WARE.—The demand con- 
tinues to be very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.: 
No. 214, $12 doz. 

Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 ss No. 182, $12 
doz.; No. 184, $14 do 

Casseroles. —Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility. Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROLLER SKATES.—The demand is 
very good and warmer weather will 
start retail sales. No price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates, 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 
$1.40 per pair. 

ROOFING AND PAPER.—Sales are 
showing a steadily increasing volume. 
No price changes. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.10 per 
square; best grade talc surfaced, 
$2.35 per square; medium tale sur- 
faced, $1.75 per square; light talc 
surfaced, $1.10 per square; red rosin 
sheathing, $62 per ton. 

ROPE.—Prices are very firm and sales 
are in good volume. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila Stand- 
ard brands, 26%c. to 28'%c. per 
No. 2 Manila, 25%c. per Ilb.; No. 1 
Sisal, 17%c. per Ib.; No. 2. Sisal, 
16%c. per Ib. 


SASH CORD.—Sales are very good 
and prices are steady. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 £4xstandard 
brands, $10.55 per doz. hanks; No. 
8, $12.10 per doz. hanks. 


SASH PULLEYS.—The demand shows 
a steady increase. Prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash _ pul- 
leys, 50c. doz.: barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 

SCREWS.—tThere is a good healthy 

demand. Prices are firm. 
- We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 78-10 per cent new list; 
round head blued, 76-10 per cent list: 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
new list; japanned, 72-10 per cent 
new list. 


SCREEN DOORS AND WINDOW 
SCREENS. — The present demand is 
very good and is increasing with 
warmer weather. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Screen Doors.—No. 266, 2-8 x 6-8, 
$22.80 doz.; No. 296, 2-8 x 6-8, $27 
doz.: No. 311, 2-8 x 6-8, $32.10 doz. 

indow Screens.—No. 1833, $4.94 
doz.: No. 2433, $6 doz. 


SOLDER AND BABBITT METAL.— 
Prices are steady after the recent de- 


cline. Sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $40 per 100 lb.; medium, 45- 
55 solder, $39 per 100 lb.; tinners’, 
40-60 solder, $38 per 100 Ib.; high 
speed babbitt metal, $20 per 100 Ib.; 
standard No. 4 babbitt metal, $14 
per 100 Ib. 


(Continued on page 75) 
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GRISWOLD Combination Meat and 


Food. Chopper /S a 


The Griswold Combination Meat and Food 
Chopper is not just another chopper. It’s a per- 
fect chopper in every detail. It isn’t a grinder. 
It cuts! It cuts food evenly as with a pair of 
scissors, forces it evenly through the steel knife- 
plates (three sizes) and is so designed it can’t 
drip juices. Its four-bladed steel rotating knife 
sharpens itself. Its large hopper allows copious 
filling. Large open face gives free discharge. All 
cast parts are of highest quality iron doubly coated 
with pure block tin. 


These Choppers sell. Crowley-Milner Co., De- 
troit, Michigan, sold six dozen Griswold Choppers 
in a one-day sale, and afterwards sold two gross 
in two months, without special sales effort. Just 
the name Griswold makes selling quick and easy. 
Get this revolving Food Chopper Display Stand 


Go- Getter 


—free with your order. It’s as solid,and ever- 
lasting as the Choppers themselves. There's no 
food chopper display stand anywhere like it and 
there’s no combination meat and food chopper, 
anywhere, like the Griswold! 


The Griswold Chopper comes in four sizes— 
from small family, to hotel and restaurant. Let 
us send bulletins and prices. Also news of other 
Griswold Cooking Utensils as widely known and 
endorsed. 


The Griswold Mfg. Co., Erie, Penna., U. S. A. 


Makers of Extra Finished Cooking Utensils in Cast Iron and 
Aluminum, IWWaffe Irons, Food Choppers, Reversible Stovepipe 
Dampers, Fruit Presses, Mail Boxes, Bolo and other Portable 
Bake Ovens, Gas Hot Plates and Electric Waffle Bakers. 


THE LINE THAT’S FINE AT COOKING TIME 
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(Minneapolis office of HARDWARE AGB) 
PRING work is now well started in the larger cities 
S in the building lines and in the country districts in 
Seeding or spring plowing 
has not progressed very far in this immediate district or 
in the territory farther north, but other activities in pre- 


agricultural pursuits. 


paring for this work are under way. 


Dealers are finding that there is a good call for mate- 
rials and tools for the annual spring clean-up, and paints 
are beginning to sell more briskly. Automobile accesso- 


AXES.—Sales are fair, with stocks 
well assorted. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14.50, and double bit 
axes, base weights, $19.50. 


BATTERIES. — Demand is still very 
good for radio batteries, and the call 
is increasing for automobile batteries. 
Prices are steady as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. ignition 
aed Ba | cells, case lots, 29c. each; 

« - tteries, unit package 


a 
enaattten, No. 766, each; No. 
764, $1.14 each; No. 767, $2.44 each: 


No. 772, $2.44 each: No. 770, $3.09 
ey “C”’ batteries, No. 771, 39c. 
each. 


BOLTS.— Sales show some improve- 
ment, with stocks well filled for the 
spring trade. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
50 per cent, machine bolts at 50-10 
per cent, stove bolts at 75 per cent 
and lag screws at 60 per cent from 
standard lists. 


BRADS.—Sales are improving slight- 
ly, and prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
Ib. boxes, 70-10 per cent from stand- 
ard lists. 


CHURNS.—The call for churns is 
nominal, with good stocks on hand. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 30-10 per cent from lists. 


COPPER RIVETS AND BURRS.— 
Some increase is noted in this line, as 
automotive shops are getting under 
way with the spring repairing. There 
is no change in prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Copper rivets and 
burrs at 40-10 per cent from lists. 

EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—tTrade is slow- 
ly improving with the opening of the 
building operations. Stocks are well 
filled and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint single bead, 5 in., 29 ga., at 
$5.25 per 100 ft.; 3 in., 28 ga., conduc- 
tor pipe, $5 per 100 ft.;: 3 in. con- 
ductor elbows, $1.73 per doz., net. 


FIELD FENCE.—Call is slightly bet- 
ter and prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Grade L 26 in. 
hog fence at $30.38 per 100 rods. 


FILES.—Sales show some increase, es- 
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Improving Demand in Northwest Territory— 
Seasonal Lines Particularly Active 


ries and supplies are selling with an ever increasing vol- 
Bicycles and other wheel goods are moving very 
well also in a retail way. 

There is some improvement in the demand for labor, 
although building operations are not at a high point as 
yet. In every line indications point to the fulfilling of the 


prediction of good business for the Northwest. Collections 


Stocks are well filled, and prices 
steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grades of 
files at 50 per cent; second grade of 
om 60-10 per cent from standard 
sts. 


FREEZERS.—It is still early in the 
year for the current demand to 
strengthen, but there is always a 
steady call for freezers for home use. 
Stocks are ready for the spring sales, 
and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
ice cream freezers, 4 qt., $4.13 and 

t., $6.75 each. 


GALVANIZED WARE. — Demand 
shows some increase, especially for 
baskets and heavy pails for contract- 
ing trade. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities Standard galva- 
nized pails, 10 qt., $2.55; 12 qt., $2.90; 
14 qt., $3.20; stock pails, 16 qt., $4. «i 
18 qt., $5.20; standard tubs, 'No. 
$6.85: No. 2, $7.75: No. 3, $8. 0B: 
heavy tubs, No. 1, $12; No. 2, $13.25; 
No. 3, $14. 50 per doz. 


poeta AND PUTTY.—Sales are on 
an even basis, with stocks in good con- 
dition. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength, 83 per cent, and 
double strength, 85 per cent. Strict- 
ly pure putty, 50 Ib. steel drums, is 
quoted at $4.85 cwt., and 25 Ib. steel 
drums, $5 cwt., net. 


HAMMER AND HATCHETS. — Tool 
sales are improving to some extent, 
with full stocks from which to draw. 
Prices are steady as last quoted. 


We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Maydole hammers, 
No. 11%, $12.50; Plumb, No. HFS81, 
$10.50; Riverside, No. 611%, $10.50: 
Plumb broad hatchets, No. 2, $12.45; 
shingling, No. 2, $11.20; claw, No. 2, 
$12.50 per doz. 
HOSE.—The call for garden hose is 
beginning to be felt. Up to the pres- 
ent there has been no rain in the im- 
mediate vicinity of the Twin Cities, 
and house owners are looking to their 
hose for gardens and lawns. Con- 
tractors are buying to some extent, al- 
though not very heavily. 


We quote from _ jobbers’ 
f.o.b. Twin Cities: 
in. wy at 8l4c.; 


stocks, 
Competition %- 
Good Luck hose, 


5 in., 6 ply, 10%c.: Bull Dog, % in., 
7 ply, 13c.; Tiger, % in., 6 ply, 10%c 
per foot. 


LAWN MOWERS.—tThe season is still 


are still rather slow, but a marked improvement is ex- 
pected in this direction soon. 
Prices are very stable, with an upward tendency. 


stores are displaying lawn mowers for 
the early customers. Stocks are well 
filled, and prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia style 
BE, 40-5 per cent; style A and C, 
35-5 per cent; style K, 35 per cent 
from lists. 

MILK CANS.—The Northwest is an 
excellent market for milk cans, as 
dairying is taking hold in many com- 
munities every year. Stocks are in 
good condition, and prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gal. 
milk cans, $2.60 each; 8 gal., $3.10 
each; 10 gal., $3.20 each. 

NAILS.—Sales are beginning to show 
improvement, with good 
hand. Prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.45 per keg, base, and ce- 
ment coated wire nails at $2.85 per 
keg, base. 


PAINTS AND WHITE LEAD.—Out- 
door painting is well under way, and 
the demand is increasing every week. 
Painting in many parts of the North- 
west has been neglected during the last 
few years, and this year will be an ex- 
cellent one for sales in this direction. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $3.10 per gallon; second 
grade house paints at $2.25 per gal- 
lon and white lead in 100 Ib. con- 
tainers at $14.74 cwt. net. 


PAPER.—Building paper is beginning 
to move better, as building gets under 
way. Stocks are well filled and prices 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30 lb. weights 
at $3.25 cwt. 


PLANTERS.—Interest in corn and 
potato planters is starting, with stocks 
well prepared for the demand. Prices 
are unchanged. 


We quote from _ jobbers’ 
f.o.b. Twin cities: Acme 
planters at $9.75 and Acme 
planters at $9.75 doz. 


POULTRY NETTING.—Sales in this 
line are starting, with a promise of 
very good trade. Stocks are well 
filled, and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon mesh 
poultry netting at 50 per cent from 


stocks, 
potato 
corn 
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too early for retail sales, but some 


Reading matter continued on page 75 


lists. 


stocks on 








































































~ 
Ree, 


Built up to —si' “1900” Standards 























Made by the 


Dol ly Type’ reliable 


gE i “1900” 
“a a asher Co. 
Washer Binghamton, N. Y. 














A PRODUCT OF 27 YEARS’ DEVELOPMENT 


| See the next page for details | 















OA Washer built to meet 


these 





The Points you are bound to 
judge by as a Dealer 


Beauty 
—that makes Sales 


What is it in a washer that makes a woman’s 
eyes light up with pleasure? BEAUTY! 
Beauty makes the first impression and the 
last impression. It’s half the battle with 
most women—and women buy most 
washers. That’s why you'll like the graceful, 
compact WHIRLPOOL, with its shining 
enamel—burnished copper, brass and alu- 
minum. WHIRLPOOL beauty means 


more and easier sales. 


o—a— wo, 


& WHIRF POOL. 
CIRCULATORY 





with the 





Service Economy 
—that makes Satisfaction 


You know that any product bearing the 
1900” name must be built up to “1900” 
standards. The “1900” Washer Company 
is fully conscious of its responsibility to the 
trade. 27 years of development, and 3 years 
of searching tests, have gone into the 
WHIRLPOOL Washer. It will live up to 
the “1900” reputation for trouble-free ser- 
vice. Your business life is safe with the 


WHIRLPOOL. 


Price and Discounts 
—that make Profits 
The WHIRLPOOL will make you more 


money than any other responsible washer— 
which means more money than any other 
in the long run. Its price is low enough to 
be an added sales-clincher—lower than you 
expect in a full-capacity, highest quality 
washer. And WHIRLPOOL discounts.to 
the dealer are more than generous. Just 
ask us for details. 


It TUMBLES the clothes as it CIRCULATES them 


Will 


Look down into a WHIRLPOOL in action. Note 
how the clothes on top keep disappearing —tumbled 
under and swirled around in the suds by the 
WHIRLPOOL CIRCULATOR action—which can- 
not wear or tear clothes of the finest texture or 
fabric. There’s a reason for this lively “Round-and- 
Round and Over-and-Over” WHIRLPOOL action. 
With the many other WHIRLPOOL features it 
makes a spectacular demonstration—holding win- 
ning salesmen for you—because they know they 
cannot be out-demonstrated. 


Spectacular Demonstration 
Means Loyal Salesmen 


any other 


Prove it for Yourself ! 


You know the word of reliable “1900” is as good 
as its bond. Just ask us for a WHIRLPOOL 
on approval. We want you to see and try this 
wonderful washer—absolutely without obligation 
or expense to you. 


Tear out this page—write your name and 
address on it—and mail to—Dept. “H”’. 


“1900” WASHER COMPANY, Binghamton,N.Y. 


Beatty Bros., Fergus, Ont., Distributors for 
**1900”’ Washer Products in Canada 
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PYREX OVENWARE.—There is a 
steady market for this line of merchan- 
dise, with no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 101 casseroles, 
$1.33; No. 7; No. 203 pie 
plates, 50c.; 67c.; No. 212 
bread pans, 60c.; No. 231 utility pans, 
67c.; No. 12 tea pots, $1.67; No. 24, 
$2, and No. 36, $2.33 each, net. 


REGISTERS.—Dealers are beginning 
to note an improvement in the sale of 
registers as heating installations in- 
crease in number. Prices are firm as 
last quoted. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Cast or wrought 
steel registers at 40 per cent from 
standard lists. 


ROPE.—Call for rope is nominal, with 
good stocks from which to draw. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade Manila 


rope at 28%c. per Ib., base, and 
best grade sisal rope at 19%c. per 
b., base. 


SANDPAPER. — Sales are increasing 
slightly in a retail way, with full 
stocks on hand. Prices have not been 
changed. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $6.65 per ream, second 
grade No. at per ream, and 
garnet paper No. 1, $16.50 ream, net. 


SASH CORD AND SASH WEIGHTS. 
Spring sales are not yet very heavy, 
although building has been started to 
some extent. Prices are steady and 


firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Silver Lake sash 
cord, No. 8, 8le. lb., braided cotton 


sash cord, No. 8, 49c. lb., and cast 
iron sash weights at $2.35 cwt., net. 
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SCREEN DOORS AND WINDOWS.— 
Demand is just beginning, with stocks 


well prepared for a heavy season. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common screen 
doors 2-8 x 6-8, $1.82 each; fancy 
screen doors, 2-8 x 6-8, $2.16 each. 


Sherwood adjustable 24 in. window 
screens, $7.40 doz., and Wabash ex- 
tension 24 in. screens, $6 doz. 


SCREWS.— Sales are increasing to 
some extent, with stocks prepared for 
a good trade this spring. Prices show 
no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 80 per cent; round head 
blued at 75-5 per cent; flat head 

brass at 70-10-5 per cent; and round 
head brass at 70-5 per cent. 

STEEL SHEETS.—Call is fair, with 

heavy stocks on hand. 

steady and unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets, 
at $4.75 base (28 gage), and galva- 
nized steel sheets at $5.85 cwt., base. 

TIN PLATE.—As with steel sheets, 
the demand shows but little improve- 
ment as yet. Stocks are in good condi- 
tion, and prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke ICL, 

20 x 28 tin at $14.25 box, and IC, 20 
x 28, 8 Ib. coating roofing tin at 
$14.60 box, net. 


WHEELBARROWS. — Clean-up work | 


is making an improvement in wheel- 
barrows for home use. Contractors 
are looking over their equipment in 
this line, and are starting to buy. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Fully bolted 
barrel type tray barrows at $36.50 


Prices are | 


7 


doz.; No. 1 garden at $6.25 each and 


No. 2 tubular at $7.33 each, net. 
WIRE.—Sales are showing some im- 
provement, with stocks well filled. 
Prices are steady and firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted barbed 
hog wire at $3.39 per 80-rod spool; 
painted barbed cattle wire at $3.17 
per 80-rod spool; galvanized barbed 
hog wire at $3.60 per 80-rod spool; 
galvanized barbed cattle wire at $3.37 
per 80-rod spool: annealed _ black 
smooth wire at $3.45 base, and an- 
nealed galvanized smooth wire at 
$3.80 ewt., base. 


WIRE CLOTH.—The seasonal demand 
for this line of material is beginning 








to be felt. Stocks are well filled, and 
prices steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted 
| wire cloth at $2 per 100 sq. ft., and 
| galvanized wire cloth at $2.50 per 
100 sq. ft., base. 


| WRENCHES.—Shops and automotive 
| service stations are adding to their 
equipment for the spring trade. There 
is some improvement also in the gen- 
eral call for wrenches. Stocks are well 
filled, and prices firm. 


We quote from 
f.o.b. Twin Cities: 

Agricultural wrenches, 65 per cent; 
Coes’ wrenches, 40-10 per cent; en- 
gineers’ wrenches, 62% per cent from 
new lists; knife handled wrenches, 
40-10 per cent; Stillson and Trimo 
wrenches, 60 per’ cent. Snap-on 
wrenches in sets, Master Service No. 
101, $15.25: No. 202, $8.80; No. 404, 
$8.75; No. 505B, $3.40 less 40 per cent; 


jobbers’ stocks, 











No. 50 Radio and Electrical Set, $4; 
No. 101 Master Service Set, $15.25; 
No. 202 Heavy Duty Set, $8.80: No. 
303 Ford Master Service Set, $14.85; 
No. 404 Flexible Socket Set, $8.75; 
No. 505B Serewdriver Blades, $3.40; 
No. 900 Set, square socket, $3.70 less 
40 per cent. 


Chicago Market Information 


STEEL SHEETS.—Sales are of rea- 
sonable volume. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gauge galvanized 
sheets, $5.50 per 100 Ib.; 28-guage 


black sheets, $4.50 per 100 Ib. 


WIRE GOODS.—The demand is good 
and shows a gradual improvement. 
Prices firm. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: No. 8° black annealed 
wire, $3.15 per 100 lb.; No. 9 galva- 
nized plain wire, $3.60 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.95 per 100 Ilb.; 80-rod 





(Continued from page 70) 


spool galvanized hog wire, $3.43 per 
spool. Polished fence staples, $3.70 
per 100 1lb.; 12-mesh black wire cloth, 
$1.90 per 100 sq. ft.; 12-mesh gal- 
vanized wire cloth, $2.20 per 100 sq. 
ft.; 14-mesh bronze wire cloth, $6.25 
per 100 sq. ft.; galvanized poultry 
netting, 55-5 per cent discount; gal- 
vanized after poultry netting, 50-5 
per cent discount. 


WHEELBARROWS. — Sales are sea- 
sonably good. No change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $5.50 each; steel leg garden 
barrows, $6 each. 





WRENCHES.—tThere is a steady de- 
mand. Prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent discount; Coes’ wrenches, 
40-10" per cent discount; engineers’ 
wrenches, 50-10 per cent off new list; 
Stillson, 65-10 per cent discount; 
Trimo, 65-5 per cent discount. 

Snap-On Wrenches.—Radio and 
electrical set, $4: No. 101 Master Ser- 
vice set, $15.25; No. 202 Heavy set, 
$8.80: No. 303 Ford Master Service 
set, $14.85; No. 494 Universal Socket 
set, $8.75; No. 505B Screw Driver set, 


$3.40; No. 900 Square Socket set, 
$3.70. All Snap-On wrenches less 40 
per cent. 








Coming Conventions 








AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION ‘CONVENTION, Dallas, Tex., 
April 21, 22, 23, 24, 1925. Headquarters, 


Adolphus Hotel. . D. Mitchell, secre- 
— 1819 Broadway, New York 
ity. 

ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, May 17, 18, 
1925. . P. Biggs, secretary, 815-816 
Southern Trust Building, Little Rock. 





HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, Spar- 


tanburg, S. C., June 9, 10, 11, 1925. Arthur 
R. Craig, secretary -treasurer, 717-718 
Jank~=ssCs Buns ilding, . Charlotte, 








Commercial 
N. C. 


LOUISIANA RETAIL HARDWARE AND ImM- 
PLEMENT ASSOCIATION CONVENTION, Shreve- 
port, May 11, 12, 13, 1925. R. D. Nibert, 
secretary, Bunkie. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, Bi- 
loxi, June 8, 9, 10, 1925. Guy Nason, 
secretary, Starkville. 

NATIONAL RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Benjamin Franklin 
Hotel, Philadelphia, Pa., June 22, 23, 24, 


25, 26, 1925. Herbert P. Sheets, secretary- 
treasurer, 130 East Washington Street, 


Indianapolis, Ind. 
PANHANDLE HARDWARE 


AND IMPLEMENT 











ASSOCIATION CONVENTION, Amarillo, TTex., 
5 1925. Headquarters, Amarillo 
; L. Thompson, secretary-treas- 
urer, Canyon, Tex. 

SOUTHERN HARDWARE JOBBERS’ 
TION CONVENTION, Dallas, Tex., 
22, 23, 24, 1925. Headquarters, 
Hotel, John Donnan, _ secretary, 
mond, Va. 

SOUTHEASTERN RETAIL HARDWARE ASSO- 
CIATION, COMPRISING TENNESSEE, ALABAMA, 


, & ©, 
r™ 
“* 


ASSOCIA- 
April 21, 
Adolphus 
Rich- 


GEORGIA AND FLORIDA, CONVENTION AND 
ISXHIBITION, Birmingham, Ala., May 12, 13 

1925. Walter Harlan, secretary-treas- 
urer, 701 Grand Theater’ Building, At- 


lanta, Ga. 
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The Richmond 
Silver, retails at 
$5.00, and in Gold 
Plate $6.00. An 
excellent value 
for your customer 
and amint of 
profits for you. 


& oN Ai 
oN SAFETY RAZOR As 


or 
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HARDWARE AGE 
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Tue absolutely new ion 
chanical advantages of the 
New Improved Gillette make 
a perfect shave the most nat- 
ural thing in the world, and 
the sum spent for this new 
razor the best investment 
any of your customers can 
make. 

Selling one of these new ra- 
zors is merely a matter of 
explaining the ‘‘Three Rea- 
sons’’—and these reasons are 
fully described in our new 
booklet which will help you 
increase your sales. 


May we send you a copy? 


GILLETTE SAFETY RAZOR CO, 
U. S. A. 
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ULSTER 
KNIVES 


Made in a Specialized Cut- 


lery Factory where skilled 
American labor only is em- 


ployed and where every re- 
source and facility for pro- 


ducing Pocket and Service 
Knives of the highest stand- 


ard is maintained. 







our 
knives 


They substantiate 
claim: “As 
can be made.” 


— 


good as 










No. 34578 shows reduced 
cut of our 3-blade Orchard 
Knife. Made clip, 
sheepfoot and spey blades of 
finest forged crucible steel, 
stag handle, brass 
nickel silver bolster and cap, 


1, crocus polish finish, 3% 


with 
lining, 


ins. long. Send for Catalog. 


Dwight Divine 
& Sons 
Ellenville New York 
















YOU CAN SELL MORE SHEARS 
IF YOU CARRY “EVERSHARP” 












Every customer who visits 
your cutlery department is a 
prospect for shears and scis- 
sors. On the other hand, 
Eversharp Shears will bring 
more women to your store if 
you feature these practical, 
serviceable items. 

They are every day neces- 
sities and are made to retail 
at a reasonable price and still 
allow a liberal profit for 
dealers. 


Let us 
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send details 
and prices. We have 
a complete line of 
Shears and scissors in 
all sizes—in attractive 
lisplay cartons or 
packed in individual 
boxes. 





















Guershanls 
ne EVERSHARP SHEAR ca ; 


(( is 2000 Knowlton St. 
® BRIDGEPORT, CONN.,U.S.A. 


SCISSORS AND SHEARS 
FOR ALL PURPOSES 









J POPULAR PRICED CUTLERY 
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CAsewaitons of a Clk Juletmin 


The Manufacture of Pocket Knives 


By JOHN CASSIN—-A Man Who Knows 


pocket knives, and that remark is_ usually 

prompted by a desire to know something of the 
quality of the blades. As the steel and most material 
used in the manufacture of pocket knives is such a 
small percentage of the total cost of the knife, every 
manufacturer can afford to use the best of materials, 
so there is very little, if any, difference in the steel 
quality of the blades of any of the standard lines of 
pocket knives. Any differences that exist arise through 
the method of manufacture, and the quality of work- 
manship put in the blades. The big thing in cutlery 
manufacture is not only the quality of the materials 
used, but the quality and the amount of skilled work- 
manship that assures proper grinding, finishing, fit- 
ting and assembling. 

When a dealer or his customer questions the quality 
of blades in any of the established brands of knives, 
they can well ask themselves the question, or rather 
I can say, they can answer the question for themselves, 
by stopping to consider if any reputable manufac- 
turer would for one moment include all the care and 
work required in the manufacture of a pocket knife, 
and then use cheap blade steel; so you will find the 
blades in practically all American made pocket knives 
of good quality. What the dealer and his customer 
are interested in is:—Are the blades properly ground, 
whetted and finished? Are they fitted properly? If 
so, he will have a satisfactory knife, providing he 
takes care of it. 


()'» often hears remarks as to the quality of 


Pocket Knife Steel 


Steel is the keystone of the pocket knife. Pocket 
knife blades are generally made from a high carbon 
steel produced by what is known as “cemented bars” 
by the converting process. These bars are melted in 
crucibles and cast into ingots. If the bars are care- 
fully and properly selected, this is as good a method as 
is known, as experience has proved that steel made this 
way when receiving the proper heat treatment com- 
bines the highest amount of hardness and elasticity. 
In the melting, forging and rolling, the ingots are re- 
heated and the entire process is one requiring great 
accuracy and skill. 

Most American pocket knife manufacturers pay 
the highest prices for pocket knife steel, and while re- 
lying upon the reputation of the steel makers, as an 
additional precaution a test is usually made of each 
bundle of steel before it is placed in work. 


Handles or Outer Scales 


Mother of Pearl—most of the pearl from which 
pocket knife scales are made—is from the South Sea 
Islands. After curing, the shells are sent to Manila, 
from there shipped in bags to London and sold at 


short intervals in the auction rooms handling that 
class of merchandise. The American market is largely 
supplied by cutters located in New York and New 
Jersey. The shells are hard, difficult to cut, grind and 
work, as well as delicate for handling. The scales 
used on the higher grades of knives have to be care- 
fully selected with a view to having brilliant coloring. 
The Mother of Pearl] shell is sometimes as large as one 
foot in diameter, of a shape similar to our common 
oyster shell. The inner surface is brilliant and iri- 
descent. Each shell produces but a few first quality 
scales. From the center of the shell where the oyster 
is attached, and then towards the edges will be cut 
second and third qualities of dull pearl, which is never 
used in the handling of the higher grade of knives. 


Patent or Imitation Stag 


This stag was originally produced by a patented 
process, and has now become the most popular of all 
pocket knife handles. While not having the irregular 
attractive appearance of the genuine, it has some 
advantages, being tougher with little danger of 
breaking around the rivet holes, and when properly 
dyed retains its brilliant appearance. While generally 
called imitation stag, the product used by the better 
knife makers is made from genuine bone, being the 
leg or shin bone of the American steer. 

After being carefully assorted and selected, these 
bones are boiled, as all grease must be removed. 
After bleaching, the scales are sawed to size and 
shaped to fit the knives they are intended for. They 


are then “stagged” or grooved by machinery, after- 
wards dyed and when properly seasoned are ready to 
be fitted to the metal scales of the knife. 


Genuine Stag 


The horns of the animals of North America are of 
little use for cutlery handles. Most genuine stag is 
obtained from Hungary, India, Straits Settlement and 
China. The horns obtained from these countries are 
long and slender in shape, with straight prongs 
making them especially adapted to the better grades 
of cutlery handles. The quality for this purpose is 
determined by their density of fiber and prickleness 
of surface. As the patent or imitation stag has proven 
popular and serviceable, there is very little use for 
genuine stag as pocket knife handles. 


Cocobelo Wood 


This wood has no botanical kin. There are no other 
woods of the same nature. It is very hard and oily, 
and takes a beautiful polish. Most of it comes from 
a limited section of Panama. As far as is known, 


there is not more than 20,000 square miles of cocobolo 
forests throughout the world. 


The production of 
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cocobolo wood is still almost entirely in the hands of 
Central American Indians. It is hard to tell how soon 
the present supply of cocobolo will be exhausted. 


Ebony Wood 


Ebony is classified with the densest and hardest of 
woods. Ebony varies in character slightly, depend- 
ing on its place of origin. Most ebony is obtained 
from Southern India, East Indies, parts of Africa, 
and the Island of Madagascar. It is interesting to 
know that ebony is known by the same name in prac- 
tically all languages, being mentioned in the old 
Greek histories, as well as the old Testament as a 
wood of excellence for ornamental purposes. While 
there has been a big decrease in the supply of ebony, 
the demand continues as great as ever. As yet no 
wood has been found which answers so well for pocket 
knives, silver trim, and inlay work. 

Buffalo Horn 

It may be that many people suppose this horn is 
obtained from our own buffalo. It is not. It is from 
the water buffalo of Siam and India, the difference 
peing the Siam horn is usually black, anc the India 
gray in color. In recent years the use of buffalo horn 
nas been supplemented by rubber, celluloid and other 
compositions, so at this writing the supply just about 
equals the demand. 


Shell Handles 


Ambershell, deershell, ebonyshell, ivoryshell, marble- 
shell, pearlshell, roseshell, tigershell and other names 
are coined words to describe the numerous composi- 
tion coverings. They have in their favor attractive- 
ness of appearance, combined with moderate price. 


Brass 
Being rust proof, is used very largely as lining for 
pocket knives. For this purpose it must be rolled to 
a stiff and hard temper to avoid the danger of twist- 
ing and springing away from the handle. 


Nickel Silver 


A white metal, probably the best material for 
bolsters and linings. Many American pocket knives 


include this material. Where the percentage of nickel 
is as high as 18 per cent, it gives whiteness and 
toughness to the composition, as well as assuring that 
bolsters and linings made out of this quality of nickel 
silver will always wear white and not rust or corrode. 


Springs 

Are the backbone of the knife. You don’t see them, 
but you couldn’t have a knife without them. The 
proper fitting of blades to springs is responsible for 
the old cutlery phrase making a knife “walk and talk.” 
Springs used in a first quality line of knives are 
highly tempered, elastic and tough. Every spring has 
to be cut absolutely to the pattern for which it is in- 
tended. They are milled down at the ends, well polish- 
ed and cleaned. 


Linings 


Linings, whether made of ordinary steel or nickel 
silver, are usually stamped out in the rough and 
finished down after the knife is assembled. They are 
of different gauges according to the pattern of knife 
they are intended for. 

Before referring to the last and probably one of the 
most important treatments accorded pocket knives, it 
might be well to here refer to the jack knives made 
with brass linings and steel bolsters. The only object 
in making a knife with steel bolsters is to reduce the 
cost. This is bad for the retail merchant, as well as 
for his customers, as steel bolsters in knives will easily 
rust in stock, and they will certainly rust quickly 
when put in use. 

Honing 
Too much edging is bad for a knife. The blade 


should be ground nearly flat so that very little honing 
will bring it up to a smooth cutting edge. 


Quality 
The foregoing brief résumé about materials used 
in the pocket knives will probably aid in emphasizing 
the fact that the quality of a knife is obtained only 
throuzh quality of workmanship. A _ pocket knife 
made of the very best material obtainable can be easily 
spoiled by poor fitting and assembling. 





Weekly Specials Help Cutlery Sales 


By William Masefield 


BOUT the middle of last June I bought 60 
dozen assorted size, standard quality 
butcher knives of a well known make at a 

very small cost. When buying this quantity of 
knives I intended making of them a Friday and 
Saturday “special.” The goods arrived and 
were far better in workmanship and quality 
than I had anticipated. The manufacturer had 
mailed electrotypes of the different sizes and 
patterns and a very lengthy letter thoroughly 
going into details as to workmanship, dur- 
ability and guarantee. I immediately got in 


touch with the two leading newspapers with 
whom I did all my advertising and took on a 
I ran 


little additional space for this occasion. 





the advertisements two days and when Satur- 
day’s closing time arrived I was very disap- 
pointed to learn we had sold only 56 butcher 
knives in the two days. The advertising cost 
me $4.10 per column inch and I was devoting 
eight inches to this particular item in each 
paper. I have never permitted myself to worry 
over business when away from the store, but 
all the following Sunday I kept wondering just 
why this knife sale had proved such a fizzle 
when all my other “specials” had gone over big. 
Some time during Monday morning I stepped 
out of the store, went next door to get a cigar, 
and stopped to look over my window on my 
way in again. It immediately dawned upon 
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Another 
Anchor Brand 
Stainless Steel 

Kitchen Set 
Set consists of 


Lunch Knife and 


Fork, Paring and 





Grape Fruit Knives, 
also Table or Kitch- 
en Steak Knife. 





All five pieces have 


FACTORY S TAINPROO 


Ebonwood Handles. 





NEW YORK orrice 
36 \WARREM STREET. 


No. 16S 
LAMSON & GOODNOW MFG. CO. 


Shelburne Falls, Mass., U. S. A. 
New York Office—36 Warren St. 
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Sure to sell on sight. 

Absolutely safe in pocket snd in use. 
or convenience you can’t beat it. 
asily operated with one hand. 

The safety slide locks the button. 
ou can't afford to be without it. 


TRADE EVERLASTINGLY SHARP MARK 
Schrade Cutlery Co, 


Manufacturers of Superior Pocket Knives 
Factories: Walden, N. Y., Middletown, N. Y. 
Main Office: Walden, N. Y. 

ORDER THROUGH YOUR JOBBER OR DIRECT 

























No. 200 WALL DISPLAY CASE 


Inside Store Displays 
That Sell Goods 


(nae: 
Information of value to buyers, 
store managers, and their salesmen 

sg NN 


TORES which do the largest business in 
shears and scissors, are those which display 
the largest variety. 








The most successful inside store display we 
have so far discovered is an arrangement like 
our No. 200 wall case” It attracts customers 
passing through the store, and acts as a silent 
salesman. 

The case is extremely compact and saves floor 
space. It measures 29 in. wide, by 43 in. high, 
by 5 in. deep. 

The assortment consists of 48 standard pat- 
terns—all easily accessible and visible at a 
glance. 

With this case, it is easy to keep up stock by 
re-ordering numbers that are running low 
There is no chance for over stocking or dupli- 
cating models and sizes. 


Write for prices—and list of assortment. 


J. WISS & Sons Co. 


Established 1848 Newark, N. J. 
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“HAMMER 
BRAND” 


POCKET KNIVES 


Our best Advertisement is our 
Product. 


“Hammer Brand” Pocket Knives 
are made of the best materials ob- 
tainable, by skilled Artisans work- 
ing unhurriedly under the old-fash- 
ioned plan of Quality first. In 
“Hammer Brand” Knives you get 
the essential that makes good 
knives possible — SKILLED 
WORKMANSHIP. 


Our best method of Advertising is 
assisting our Distributors to ac- 
quaint their customers with the 
worth of “Hammer Brand” Knives 
and how to effectively use the Sales 
_ Helps we supply. 








NEW YORK 
KNIFE CO. 
Walden, 


New York, 
U. S. A. 











Your customers will see Ace ads in 
Good Housekeeping * 


Delineator 
McCalls 

Popular Science 
Sunset 

during the spring 





Display the Ace 
with your cutlery. 


ACE HARDWARE 


MFG. CORP. 
Phila. 
Chicago, San Francisco 











SHOE SLOYD 
KITCHEN OYSTER 
PRUNING RUBBER 
PAPER PATTERN 


HANGERS’ MAKERS’ 








me why my last week’s “special” had not 
moved. I had established a custom of having 
my window freshly dressed each Thursday 
night. I was feeling badly the Thursday pre- 
vious and had not remained downtown to super- 
vise the window dressing, consequently my 
“special” had not been put on display. 

If the average hardware dealer and cutlery 
store would take an interest in displaying the 
different cutlery articles in the most prominent 
place in their windows, the improvement in 
sales would be more than satisfactory. By this 
I do not mean to simply jam the goods in hel- 
ter skelter with a splash. To emphasize the 
good points of the cutlery, such as workman- 
ship, design and quality, it should be displayed 
on a background of green plush because this 
particular material brings out the distinctive 
features of the line. I always supervised the 
dressing of my windows from the outside di- 
rectly in front of the design we were elaborat- 
ing upon, and from this vantage point directed 
the proper location of each article of the dis- 
play. I always grouped pocket knives by them- 
selves, with some blades opened, but never 
promiscuously mixing large and small patterns 
together. Shears alternately one nickel and 
one Japan, bent and straight, and in between 
the handles I usually placed embroidery and 
manicure scissors. One corner was set aside 
exclusively for “specials” and this was the only 
part of the window that contained any price 
cards. The window was 14 ft. long with an 
18-in. ledge around the front backed by pyra- 
miding. On this 18-in. ledge was usually dis- 
played the finest cutlery with descriptive cards 
furnished by the manufacturers, placed among 
the goods. Upon the back pyramids would 
usually be carving and steak sets, butcher 
cleavers, steels and stones, in fact, everything 
that pertained to that department. Across the 
rear of the window, about 40 in. up, I had a 
5-in. brass rod, sustained and balanced by two 
supporting ceiling wires in the center. On this 
rod I had 64 S hooks upon which were hung 
razor strops, and to accentuate the drawing 
powers of these strops I never placed two of 
the same color together. 











the all’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit” will keen-edge double-quick. It’s a 
wizard seller—low priced and goed profit 
i. maker. Send for our special offer! 
DAZEY CHURN & 
MFG. CO. 
4301 Warne Ave. 




















ONLY 98c. 


per set bulk 
in dozen lots 


If you want to 
increase your 
profits write for 
our 290 page 
catalog illustrat- 
ing hundreds of 
bargains in 
clocks, cutlery, 
silverware, etc. 


Write now. 





Don’t delay. 
No. 807/2HA. ‘‘Daisy’’ Standard 26-piece Silver Set ie picnics, jan 
etc., high grade white metal ware, each piece stamped ‘‘Silveroid.’ con- 


sists of 6 each solid handle fancy medium knives, forks, aaeann. wipe: 
also butter knife and sugar shell. In bulk, without box, per eet......... 98¢e. 
JOSEPH HAGN COMPANY 
MANUFACTURERS—DISTRIBUTORS—WHOLESALE 
223-225 West Madison St., 
Dept. HA Chicago, Illinois 
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Compact Loud Speaker Has 
Excellent Tone Quality 


The Baby Grand Reproducer placed 
on the market by Grigsby-Grunow- 
Hinds Co., Chicago, is a remarkably 
compact loud speaker. 

The tone quality is said to be of the 
highest, with exceptional volume. The 
diaphragm is said to have the essential 





elastic properties that respond instan- 
taneously to the delicate variations in 
the reproducing circuit. The diaphragm 
is “formed” to secure a positive tension 
in the direction of the poles of the 
magnet, which inherent force to its re- 
quired position in relation to the poles 
enables a soft clamping method to be 
used, thus eliminating harshness due 
to hard clamping. 

The propeller horn is made of Du 
Pont Pyralin, which is said to have no 
audible period of vibration. 

The adjustable volume control ob- 
tains the maximum from the set. 

There is the Baby Grand for the 
home and also for the tourist—a porta- 
ble model for which there is a fabrikoid 
carrying case sold separately if ‘desired. 





Two New Starrett Tools 


Recognizing the demand from the 
motor repair trade and in lesser degree 
from certain branches of the machine 
tool construction field, for a long leaf 
thickness or feeler gage, The L. S. 
Starrett Company has just brought out 





a gage with eight leaves in .002, .003, 
.004, .005, .006, .008, .010 and 015 
thicknesses. The leaves are of half 
inch width and nine inches long. In 
the event of damage it is said to be 








easily replaced. It is thought the pos- 
sibilities of this gage will be particu- 
larly appreciated when honing or re- 
grinding motor cylinders to take over- 
size pistons. 

Another new Starrett tool will inter- 


est automobile repairmen, plumbers, 
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steamfitters, electricians or any me- 
chanic whose work calls for the use of 
a hand ‘hacksaw in cramped quarters 
or strained positions. The new hack- 
saw frame is said to take any length 
blade from 8 to 12 inches and to have 
a handle which may be adjusted to no 
less than thirteen positive locking po- 
sitions to suit working conditions and 
to be quickly set to cut in any one of 
four directions. 





Phonograph Cabinet Heater 
Will Appeal to Householders 


Sunola—a unique idea of concealing 
a furnace with a capacity for heating 
several rooms or a whole bungalow in 
what appears to be a phonograph case 
—has been brought out by the Cres- 
cent Stove Works, Evansville, Ind. 

Dealers will no doubt find consider- 
able pleasure in pointing out a Louis 








XVI cabinet finished in mahogany or 
walnut when a customer asks for a 
heater. 

The case is asbestos lined and sep- 
arated from the cast iron heating unit 
on all sides. 

It is said the best features of fur- 
nace construction were employed, in- 
cluding a heavily ribbed fire bowl, 
grates and feed sections and a large 
radiating dome. 

Cool air is drawn in at the bottom, 
heated and moistened as it circulates 
upward and is expelled at the top ex- 
actly as in a furnace. 

It is claimed the Sunola produces an 
even, pleasant heat with remarkable 
fuel economy. 

All knobs, doors and bolts are hidden 
from view. The grates are shaken 
without opening the doors, which is 
said to prevent dust and ashes from 
escaping while the hot blast and check 
damper are operated from the top 
with pull chains. 

Comes entirely set up. 

Floor space required, 24 in. by 24 in. 
Height, 50 in. Height of bowl, 10% 
in. Diameter at top, 16 in.; at bottom, 
14 in. Net weight, 450 Ib. 





Luminous House Number 


An interesting application of lumi- 
nous material to house numbers is that 
made by the United States Radium 
Corp., of New York, which is now put- 
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ting out direct to the retail hardware 
trade their “Day-Nite” luminous house 
number. 

This is a number said to be deeply 
embossed in an aluminum plaque 2% x 
3% in., the upper surface being coated 
with black enamel and baked, the lower 





surface being given a scratch-brush fin- 
ish. Then the center portion is coated 
with a good quality of “Undark” ra- 
dium-luminous material. This is then 
enclosed in an aluminum frame with 
clear glass. 





New Expansion Shield for 
Nails 


A new expansion shield called the 
Dryvin ‘has recently been put on the 
market by the Star Expansion Bolt 
Co. of New York City. 

As the name suggests, the shield is 
expanded by a nail driven home in- 







Upper flange: 
holding work [| i 

in place: or --°. 4a Hot galvanized 
' nail mamdarning 
pres €. s 3 ure 


‘obanded into 
vise te . walls of hole 
Lower Heng a) es 
flush,cannot ~ 
pull up 


stead of by a screw or bolt turned by 
a screw driver or monkey wrench. The 
same size holes are drilled for the Dry- 
vin as in the fixture eliminating any 
need to spot for holes and removing 
work before drilling. The fixture is the 
templet. 

The shield is flanged top and bottom 
while above the lower flange there is a 





soft metal wrap. As the nail drives in, 
the metal wrap is forced into the rough 
walls of the hole and the lower flange 
bites into the hole far below the sur- 
face—the nail merely expands the 
metal. 

The top flange of the shield holds 
the load. 

Made in several sizes from 3/16 x % 


in. to % x 2% in. 
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The Best Price 
Ever Putona 








will out-perform many a six-dollar seller. 


Quick, smooth, powerful—it gives service for- 


merly found only in the most expensive models. 


Sturdy enough for busy shop doors; cheap 
enough for the average home. The Rose will be 


your best seller. And do not forget— 


Sales Made Easy 





by this Novel 


tor 





The remarkable success of this counter demon- 
strator proves again that “Seeing it work carries 
more conviction than 1,000 words.” 


Before your customers’ eyes you picture the 
Rose Check actually installed on his door. At such 


a price it cannot help but sell. 
Every hardware jobber recommends the Rose. 


Frank Rose Mfg. Co., Hastings, Nebr. 





SCREEN DOOR CHECK 


AND CLOSER 


Door Check 
of this Quality 


At $1.80 the Rose Screen Door Check and Closer 
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Our Readers’ Forum 
(Continued from page 38) 





truck, in fact some of most everything in 
the hardware line except builders hardware 
and house furnishing goods—this clerk can 
also call on contractors on the job, and sell 
wheel barrows, shovels, and sell the house- 
wife household goods and kitchen supplies.” 
‘Peddle’ a few Vacuum Cleaners and Elec- 
tric Washing Machines yourself. Why not? 
The Glorified Peddler is doing it. 

“T am in the manufacturing business, a 
retail stationer’s salesman sells us ink, car- 
bon paper, typewriter ribbons, etc. I learned 
—he sells $20,000 worth of stationery a 
year. I have been in this store—nothing 
unusual about it, 25 feet front by 100 feet 
deep occupies street floor and basement and 
carries about $20,000 stock. This one man 
sells $20,000 a year. On top of that they 
enjoy a very good, profitable business over 
the counter—I am sure if he did not call we 
would probably buy as much stationery 
somewhere, but the point is he does call and 
he does sell us by so doing. 

“Do not wait for prices to come down— 
Mr. Gompers was right about wages and 
the war has left us on a higher plane— 
Never again will you buy carriage bolts at 
75 and 10 per cent or first grade files at 70 
and 10 per cent. Those days are gone for- 
ever. Instead of waiting ‘until prices come 
down’—you had better go through your 
stock and mark a fair profit on every item 
based on today’s market cost, and have the 
nerve and backbone to ask a price and get 
it. 

“T have been out of the hardware business 
for ten years but in my ‘Forty Years’ I 
have yet to see one of these factory buyers, 
one of these ‘we buy direct’ kind, that made 
any remarkable success—I have seen many 
get rich who bought exclusively from job- 
bers and turned their capital often. Your 
jobber makes about 4 to 5 per cent net on 
his sales. If you buy from a manufacturer 
it costs him as much to handle your business, 
as it costs a Jobber to do so. 

“Tt is not rank nor wealth nor state, 

But Git-up-and-Git that makes men 

great.” 

“Do you dare publish this? You are at 
liberty to do so if you wish to. If it is too 
long to go into the ‘two page’ limit then 
make the pages larger.” 

I am, Yours truly, 

but name is not JOHN JONES. 
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Main Street Merchandisin g 
Methods 


(Continued from page 50) 


features fishing tackle. but mostly from the 
accidents or natural causes that placed in- 
formation that developed. into knowledge 
about the goods that merchants sell most of 
only because they knew about them. 

Hardware covers a broad field. Take 
half of the assortment out of many stores 
and they can be properly called hardware 
stores. So it is no wonder that sales effort 
naturally gravitates toward the merchandise 
the merchant and his sales people know the 
most about. Away in the background there 
is a super salesman who imparted his infor- 
mation so thorouglily that the planted seed 
took root and thrived, as evidenced by the 
preferential goods noticeable in nearly all 
hardware stores. 

Of course in the comparatively limited 
number of large stores where the business 
is departmentized there is more evenness 
of sale of variety, but the majority of hard- 
ware stores are one or two men stores. The 
dominant ideas trickle down from one source 
—this is even true of some of the hardware 
stores occupying prominent locations on 
‘Main Street.”” As information about mer- 
chandise and sales methods are received in 
form that can be used, variety of sales 
increase. 








Mr. Average American 


E spend $2.58 on diamonds per person and $1.10 on 

books; $4.15 for near beer and only 22 cents for den- 
tifrices. Only one in ten people in the United States 
brush their teeth, byt we consume enough tobacco per year 
to pay off the interest on the entire public debt! 

We spend 51 cents for firearms and shells and 18 cents 
for fountain-pens and steel pens. We spend $28 for 
luxurious services and $2.20 for pianos, organs and phono- 
graphs. We-spend $5 for jewelry; 5 cents for artists’ 
materials and 15 cents for artists’ finished work of various 
kinds. We spend $3 for ice-cream and 8 cents for profes- 
sor’s salaries. We spend $45 for luxurious foods and $10 
on public schools. We spend $9 for perfumery and cos- 
metics and 30 cents on mirrors. 

We spend $3.75 on toilet soaps and 90 cents on eggs. 
We spend 65 cents on coffins and 11 cents on health 
service. We spend 10 cents on regalia, badges and 
emblems, and 2 cents for engravers’ materials. We spend 
$2.10 on patent medicines and 32 cents for watches, 45 
cents for toys and $3.20 for cakes and confections. We 
spend $8.15 for theater admissions and club dues and $1.85 
for shirts. We spend 1 cent on theatrical scenery and 
$2.50 on sporting goods. We spend $21 on automobiles 
and parts, and $55 on men’s clothing. We spend $11 for 
candy and $41 for meats. We spend, finally, $30.73 for 
government expenses.—Annals of American Academy of 
Political and Social Science. 
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NONE BETTER. 
@Socket Wrench Sets 








No. 5 Ratchet Set 
Rugged and Reliable! 


Consists of a husky, drop forged and 
accurately machined ratchet, reversible 
adapter and six deep, machined and tem- 
pered sockets. Ratchet has small head 
and four points of contact. A_ real 
ratchet and real sockets. 


NO. 3—Six accurately ma- 
chined and properly tem- 
pered sockets, L type 14” 
hex steel handle in handy, 
hinged, enameled steel box. 


NO. 200S BRACE.—De- 
signed primarily for a rim 
wrench, but useful, in com- 
bination with any NONE 
BETTER Socket Set, wher- 


ever a speed wrench is de- 











NO. 30—A popular com- 
bination of the No. 3 Set and 
a 200S Speed Brace. Indi- 
vidual boxes. 


NO. 201—Similar to the No. 
3 Set, but more complete; 
eight sockets, screw driver 
socket, L type handle. 


Sold through Jobbers only 


Write for complete catalog on _ this 


profitable line. 





No. 201 


The New Britain Machine Company 
198 Chestnut Street 


New Britain 
(6) 


Connecticut 
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A New Line You 
Can Sell Profitably 





Marion 


Warranted 


PITCHING 
SHOES 


ERE are Pitching Shoes de- 
signed to suit experts at a 
price every amateur can afford. 
is means a big market for you 
—ready sales, big profits! Marion 
Pitching Shoes are designed 
right, priced right and made 
right. Marked and packed in 


pairs. 
Write today for special folder No. 56 








There’s also a new line of MARION forged 


tools— 


HEDGE SHEARS SHEEP SHEARS 
GRASS SHEARS MULE SHEARS 
GRASS HOOKS 


Have you received your copy of our catalog 
yet? If not, ask for No. 10. 


Marion Tool Works, Inc. 
Marion, Indiana 
Manufacturers of the famous CRECOITE Line of 


Tools—Camp Axes, Tourist Axes, Boys’ Axes, Men’s 
Axes, House Axes, Hammers, Hatchets. 

















*Delivered at Michigan State Convention. 
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J. H. Lee 


F orming a Favorable | mpression* 
By J. H. Lee, Muskegon, Mich. 


HE selling of merchandise has been a fascinat- 

ing exercise long before the children of Israel 

went into Babylonian captivity, for it was from 
the Babylonians that the Jews learned the art of 
salesmanship. 

People come to your store today and they may not 
buy, but if they are courteously received and your 
store is neat and clean, the stock attractively dis- 
played, properly marked and reasonably priced, you 
probably have made a favorable impression, and they 
will return tomorrow and make their purchase. 

We have heard the old adage that goods well bought 
are half sold, and too often we trust to luck for the 
other half. 

There used to be a few men who thought that 
buying was the most important problem in business, 
and I do not belittle the importance of buying, for 
it is the framework of the business body, but selling 
is the meat, blood and sinew without which that body 
would stand as a gaunt spectre of despair. 

Do we not usually train the greatest number of 
men for the thing which is of the greatest impor- 
tance? ‘'Pherefore, salesmen are trained, and whether 
you realize it or not you are daily training the men 
who sell your merchandise. Is that training the kind 
that makes a favorable impression? 

Salesmanship is not a lot of talk, for sometimes an 
unfavorable impression is made by too much talk- 
ing. Talking is necessary, and suggestions are fine 
and perfectly proper if diplomatically done at the 
right time by the right person to the right person. 

Nothing makes me madder than to have a bald- 
headed barber try to sell me hair restorer. You can 
occasionally make two sales grow where only one 
grew before, but you can’t make two hairs grow 
where only one grew before. 

You, as the head of your place of business, cannot 
meet all of your customers and do all of the selling, 
so, then, this matter of forming a favorable impres- 
sion must be left, to a great extent, to your sales- 
force, therefore considerable attention must be given 
to the selection and training of salesmen. In training 
men we sometimes have a pretty hard and discourag- 
ing job. I have seen men whom we have tried to 
train into salesmen, and in so doing we have failed 
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to make the favorable impression. They reminded 
me of a certain piece of land purchased at one time 
by my father, it proved to be very poor by nature 
and was utterly ruined by cultivation. 

Mr. Hubbard of Flint once said in my presence: 
“Teach salesmen music, but let that music be the 
music of the front door latch.” Every time that latch 
is raised there is a possible sale, and salesmen should 
be alert, for alertness impresses prospective custom- 
er favorably. But salesmen must not get the impres- 
sion that they are placed in your store as traps for 
the express purpose of catching something from each 
person who enters. They should rather be taught that 
service is the real thing that they are selling, and in 
selling service they may fail occasionally to sell a cer- 
tain piece of merchandise. Sometimes it is good sales- 
manship not to make a sale. You can sometimes render 
a greater service by discouraging the purchase of cer- 
tain merchandise and by so doing make a more favor- 
able impression which will lead to greater sales and 
more profit. 

We are all familiar with the schools of instruction 
or store meetings which we have held, or tried to hold, 
for our salesmen and ourselves, and how we have tried 
to get together in order that we might inform or be 
informed regarding the salient points of some par- 
ticular article or articles. These are splendid arrange- 
ments, more or less successful, and should not be neg- 
lected, for we know that in order to form a favorable 
impression salesmen must know what they are talking 
about and must talk intelligently, especially if the 
article to be sold is not familiar to the prospective 
buyer. 

Salesmen must not only possess a knowiedge of the 
merchandise they sell, but they must also be able to 
speak in such a way that the information which they 
possess is delivered to the customer in such an under- 
standable form that the customer may see and under- 
stand as the salesman sees and understands. 

Three things are essential here, namely: A strong 
sending station, with batteries charged and no loose 
connections; a sympathetic receiving station properly 
tuned to receive the message, and the elimination of 
local interference. You may have to be very diplomatic 
at this point, for the local interference may be a coun- 
try cousin who came along or the good neighbor who 
happened along just in time to “butt in.” There are 
some conditions which cannot be adjusted; there may 
be foggy, distorted reception, but there is no excuse 
for distorted, foggy sending. 

We have all known men who seemed to be well 
equipped with natural gifts, knowledge of business 
and apparently everything that seemed necessary to 
make a salesman, but they lacked that something 
which seemed essential to close the sale. They were 
splendid hitters but they did not score, they failed 
for some reason to make that favorable impression, 
and the customer slipped right through their fingers. 

And again, we have all known men who, with en- 
thusiasm, eagerness, cheerfulness, tact, human appeal, 
candor of statement cause the customer to see as he 
sees and think as he thinks, and your cash register 
rings the praises of the man who has in his possession 
that unexplainable thing called character which is 
the greatest essential in the subject now being dis- 
cussed. 

What is character? It is that great indefinable 
something which marks a man. It is a mark of dis- 
tinction which we are constantly engraving upon our 
lives and the example of our lives is reflected in our 
salesmen who are our daily associates, and they are 
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In Hollow Screws, the strength 
of socket is the main strength of 


a Dealer's sales-talk. 


Your customers ask for Allen 
Screws to get the cold-drawn 
sockets (30% stronger). Ask 
if they'd like that strength in 
their socket wrenches. 


Strength of socket is the strength 
of your wrench line, too. It’s 
mostly on the strength of that, 
that we re suggesting you write 
us about a Dealership. 


THE ALLEN MEG. Co. 


139 Sheldon St. Hartford, Conn. 


Hollow Screws and Socket Wrenches 
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ANKS that know the hardware business from a 
hardware man’s point of view are not many in the 
United States. 


The Mechanics & Metals National Bank of the City of 
New York is particularly fortunate in that its official 
staf numbers those who have had actual experience in 
the hardware business. 





This experience is at your service. Write us about 
your banking problems; call on us when in New York 
and permit us to show you what a combination of know- 
how and ample resources can accomplish. 


THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 








Capital, Surplus and Profits, $26,500,000 














WASHINGTON 


Home Furnace 


Dealers will make big money 
selling Washington Home Fur- 
naces because they are backed 
by our extensive advertising 
and dealer service co-operation. 
We are the only foundry in 
the world that has ever made a 
stove without a name plate or 
advertisement on the outside 
and in a grained mahogany 
finish just like a fine piece of 
furniture. 


Write today for complete sell- 
ing plan. Made in same plant 
in which we manufacture 100,- 
000 Washington stoves and 
ranges per annum. Can ship 
sample furnace now, as we 
plan to manufacture so fur- 
naces per day. 





No, This Is Not |i 
2 Victrola ¥ 


SPECIAL FEATURES 


Two years to perfect, new features never before in a 
furnace, heats entire home with circulating moist heat, 
beautiful mahogany enamel finish; equal to finest ma- 
hogany furniture, no name plate on outside, special air 
duct, hot blast fire box, correct construction of water 
pan, most beautiful and most expensively constructed 
furnace now on the market. 





Gray & Dudley Co. 


NASHVILLE, TENN. 


“We melt more than 100,000 pounds of Seuthern pig iron per day”’ 























the ones who meet most of our customers who see 
us through them. 

The problem of salesmanship is as old as the hills 
and has been worn well nigh threadbare by discus- 
sion, speeches and argument but still it is the most 
important problem with which you have to deal. You 
do not have much trouble getting goods, the great 
problem is how to get rid of them at a profit. That 
takes salesmanship, and salesmanship is the forming 
of a favorable impression. Meet customers on the 
level, treat them on the square and let your place of 
business be known as a place where honor dwelleth. 





Make Uncle Sam Your Partner 


(Continued from page 43) 





trouble, be glad to send them your check (for 
the amount you think it is worth), or that you 
will give them 10 per cent off on every pur- 
chase they make at your store during some cer- 
tain period. 

Another way would be to have a friendly con- 
test among your own employees by giving each 
one a list of 200, 500 or 1000 names and offer 
a certain amount for every “dead name” found 
on the list, or you could offer a reward for 
the one who found the greatest number of “dead 
names” on the list. In fact, there are so many 
ways to do this that each store will have to put 
into effect some workable plan that best meets 
local requirements. But whatever plan you de- 
cide to adopt, you will find yourself startlingly 
amazed at the final results you will obtain. 

I have before me now a copy of “Fashions 
of the Hour,” which is a store publication of 
Marshall Field Company of Chicago. It is a 
monthly magazine of merit. This is the spring 
number. It is beautifully illustrated, well writ- 
ten and extremely interesting. 

Now and then I get a postal card from Mar- 
shall Field Company asking whether I desire 
to receive “Fashions of the Hour.” I always 
sign and return the card, and of course this 
gives them a check-up on my name. The spring 
issue contains 32 pages and is well worth the 
time it takes to read it from cover to cover. 

Then, too, as I read it over, I notice that each 
feature item is individually described and in- 
dividually priced. You don’t see coats listed 
$45.00 to $265.00; handbags $1.95 to $25.00, 
but you will find specific information on each 
article. Notice also that no attempt is made to 
list everything in stock. There is an interest- 
ing story built around the merchandise, then 
one or two items are given on that particular 
line of merchandise, NOT THE RANGE OF 
PRICES. 

But I am getting away from my subject a 
little here, as we were talking about checking 
up the mailing list. 

Honestly, fellows, why don’t you get busy 
and check up your mailing list! Give it a little 
time and thought. Spend a little money if 
necessary, for you could not make a better in- 
vestment. A good mailing list is an asset, a 
poor list an incumbrance. Better to have no 
list at all than a poor one. Make yours a good 
list by adding new names and culling out the 
“dead ones.” Watch for the next article. 
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Why the Chain Succeeds 


HAVE often wondered why the merchants of the small 

towns were so apt to BLOW UP and offer to sell their 
business because a Chain store had opened next door. 

Over the week-end the writer visited friends at a 
near-by river town. A visit to the business streets, of 
which there happened to be two, revealed the apparent 
reason for the worry. In this town, or rather city, there 
are five or six grocery and meat distributors, two or more 
dry goods stores, two hardwares and one clothing store, 
and several other lines are represented. 

The first place visited carried a combination stock, a 
display window was filled with SELECT CUTS of meat, 
the window itself had not been washed from all appear- 
ances for several weeks and the display of meats was 
made on Manila paper and some had been removed after 
having lain there for several hours, the paper was satu- 
rated with blood and without exception was the least 
inviting display of foodstuff imaginable. 

The next, a hardware store, had a very attractive win- 
dow of tools but in the rush the washing of the window 
had also been overlooked. The interior of the store was 
fairly attractive. The next store, a grocery, with plate 
glass windows, ete., gold lettered but lacking the polish 
and cleaning to make them transparent. The interior was 
fairly well arranged, well stocked and good merchandise 
displayed. I stood around for several minutes before any 
salesman noticed my presence, although neither clerk nor 
proprietor were engaged in selling goods. The proprietor 
was discussing the possibility of salmon running next 
week or at some future date, etc. 

I asked, “How is business?” The reply was, “Rotten! 
The chain store up the street is playing ‘hobs’ with us, 
cutting the life out of everything.” 

I thought I would call on the chain. Here is what I 
found: Windows clean and shining, filled with seasonable 
goods, plainly marked at a little less than the old-timer’s 
prices. The two salesmen, with coats off, a clean white 
apron and sleeve protectors, hands clean and hair combed, 
elean shaven—I was not inside the door before one of 
these boys was out with a “How do you do, and is there 
something for you?” Order book in hand and began to 
suggest some special that they were making a drive on 
that day.—The Oregon Merchants’ Magazine. 





F ight Looming Between 
Traveling Salesmen and 


“Glorified Peddlers” 


(Continued from page 47) 


Step on the gas—salesmen! And _ help 
vour merchant friends to fight the competi- 
tion of the irresponsible bellringers by giv- 
ing real service, and best values, at lowest 
prices—also by aiding in the passage of 
stringent legislation to regulate itinerant 
peddlers through city license of at least $5, 
county bonds of $500, and state fees of $10 
or $25 each. 

The traveling salesmen of the nation can 
do wonders in the way of moulding public 
and official opinion towards definite and 
concerted action in this direction—if they 
will wake up to the danger of these snakes- 
in-the-grass which are gnawing at the vitals 
of American industry! 
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(Campbell 


UNIVERSAL TEAM HARNESS 


for the Hardware Trade 





Especially designed for New York, Pennsylvania and 
New England 


Made from Oak Harness Leather 


$44.80 Per Set 


%” Ring Crown Bridle Heavy Breeching 

1%” x 6’ Heavy Trace clipped . 11%” Breast and Choke Straps 
to hame and with New York Harness Leather Pads 
heel chain 1” x 20’ Lines 
“x 1” Turnbacks Priced Less Collars 


Standardization as applied to harness manufacture by this 
company allows quantity production and will save dealers and 
consumers thousands of dollars. 

The Campbell Universal Team Harness, while suitable for general 


trade and team work, is made with slight changes to suit certain 
localities and traditions, using our standardized parts in its con- 
struction, and thereby lowering prices to Dealer and Consumer. 


The Perkins-Campbell Co. 


622 Broadway, Cincinnati, O. 














«4 CHICAGO) ~~ 
SPRING HINGES 


THE “RELAX” 


SPRING-ACTION 
RELEASE 








BALL-BEARING 








NOISELESS 


These important features of the “RELAX” account 
for its popularity for use on HOSPITALS, SCHOOLS, 
CHURCHES and RESIDENCES. 

The SPRING ACTION RELEASE permits the door 
to be placed open at any desired position without the use 
of a door holder. A NOISELESS HINGE is always 


desirable. 


RELAX Spring Pivot 
inge 


Send for Catalogue H 39 


Chicago Spring Hinge Company, 
CHICAGO 


NEW YORK 
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By LIMS to 


your customer’s door 
in Britain 
L 


LONDON, MIDLAND & SCOTTISH RAILWAY OF GREAT BRITAIN 
“THE BEST WAY” 


| 
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/ . , 
7 | ¥ «| 
of K MANS Z ZN ON Advance arrangements made 
f ai PU nS | for handling and storing any 
Y of id 1) kind of freight either at the 


[—~2 port or in the interior. 


HARDWARE AGE 


April 16, 1925 








Shippers to Britain 


can now obtain from the newly- 
established L. M.S. Freight Offices 
in America the cost of delivering, 
storing or distributing their mer- 
chandise in Great Britain. 


The New York Office will be 
pleased to quote rates from most of 
the principal British Ports to any 
part in the interior. 


Traffic Managersand Freight For- 
warders are invited to address: 


ThomasA. Moffet, Freight Traffic Manager inAmerica 
LONDON, MIDLAND & SCOTTISH RWY. OF G. B. 


One Broadway | New York 
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/SPRUCE LADDERS 
SEND for LATEST BooKLer & PRICES 


W.W. BABCOCK Ce 
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WARREN SECTIONAL HARDWARE FIXTURES 
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Make Your Store Fixtures Help Build Profits! 


If you have ambitions for greater business success, why not let our Service Department 
show you how you can attain it through better store fixtures? Learn how 


NEWS ITEM — Warren Sectional Hardware Fixtures 


The Treat Hardware Corporation, 


Lawrence, Mass., have placed will attract profitable trade, display your merchandise in a sales inviting manner and 


pg pegged yt cog contribute to create greater sales volume. Follow the Warren Plan developed for your 
or six cartoads o arren ix- : ¢ “ ° 

cas foe ae aes Ace, ane particular store—then watch the profits increase. — . ) | 

in course of construction. If you contemplate changes in your store, this service—this advice from practical hard- 


ware store merchandisers—is yours for the asking. 
Regardless of the size, shape or location of your store there is a Warren Equipment 





The new 1925 catalog—an en- S 11 f 
cyclopedia of Warren Sectional to meet your requirements. tart in a small way if you prefer, and add a few units 
Hardware Fixtures sent upon re- from time to time as you desire. Plan today to make your store fixtures increase 
quest. your sales. 


J. D. WARREN MFG. COMPANY, 159 N. State Street, Chicago, Illinois 


An Investment in Sales Building Equipment 





























Packed Individually | 


Another thing that makes BATHWHITE Fix- customers to examine the complete line—saving 
tures a profitable line for you to carry is the valuable counter space. 

convenience. All BATHW:HITE products are BATHWHITE Fixtures, made of solid brass, 
triple coated spotless white, sell readily. They 
are moderately priced and give you a generous 
This means the line is easier to stock. You don't profit. Now nationally advertised to help you 
speed up your turnover. 


individually packed. 


waste any time wrapping bundles. It saves money 
and trouble. An attractive display board allows Write us for information and prices. 
j 


E. H. TITCHENER & COMPANY, Dept. 4, Binghamton, New York 


New York Office, 74 Murray St. Chicago Office, 34 No. Clinton St. 


BATHWHITE FIXTURES 
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o' Hinges of dis- 
tinctive beauty 
= aes that 
orm the highest 
standard ofquality 
and unifomity ~ 








GRIFFIN 


MANUFACTURING CO. 


Branch Offices: 
45 WARREN ST. N.Y.C. 74 W. LAKE ST. CHICAGO. 


ERIE’ 7 7 7 PENNA. 











For Suggestions 
On How To Sell 


PAINT 


One of America’s great merchants has 
said: “The way to make a business go is to 
go after business.” 


It is always interesting to read how dif- 
ferent hardware dealers go after Paint and 
Varnish business and increase their sales by 
novel window displays, practical paint dem- 
onstrations, timely newspaper advertise- 
ments, “follow ups” by personal letters and 
visits by your sales force. If you will 


read the Paint 
issues of 
Hardware Age 


which appear the fourth issue of each month, 
you will find all these and other methods of 
securing Paint and Varnish business discussed 
in a, timely and interesting manner. 


And there’s this much about any paint 
article appearing in Hardware Age—it is 
based on the actual experience of the men 
who sell as well as the men who apply the 
product. 


Hardware dealers read the special Paint 
and Varnish Issues regularly because in 
every issue there are practical ideas which 
have paid others in their locality and will 
pay you in your town. 


Keep posted by reading— 


HARDWARE AGE 
239 W. 39th St. New York 
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Leaders 
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Yy u by the keenest buying 


Angee gg Bax om — — to regsane he omer” r . . 
ity o clone Farm Gates—the extra sturdiness, b th 

durability, advanced construction, greater utility. ains in e countr y 
Cyclone Tilting Farm Gate is a ble. new develop- , 

ment. A combination tilting and lifting gate. Can 
be used in 4 different positions—tilted, raised, 
tilted and raised, closed. Entire gate may be 
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fo raise, Gycione Style “A” Farm Gate is @ coun- : Through unity of effort 
try wide favorite with farmers. ’ . 
Ear caer ri ee large scale production, the 
cindniin, Guminin enemmnane elimination of waste by the 
neat Oe use of efficient machines, 
nt Re an the hearty cooperation of 


satisfied employees and 
specialization, the Tubular 
Rivet and Stud Company 
has for 50 years manufac- 
tured rivets that are the 
recognized standard in 


their field. 


Western Distributors: 


Standard Fence Co., Oakland, Calif. 
Northwest Fence & Wire Works, Portland, Ore. 


AUANNVAVALALOLACU UL 





‘ ~v - we ye ae 


Frames extra heavy steel tubing. 
Style ‘‘A’’ Farm Gate Built in 48 and 54 in, heights 
for openings 8 to 16 ft. Fabrice 
securely woven into frame work. 
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Gate Frame, heavy steel tubing. Au 


Les. 2 aie a a 


tq || =| TUBULAR RIVET & STUD 
sed orth frames, vented red. ern : COMPANY 


for wood or steel posts. 50 = 55 inch 
BOSTON 


heights. 10 to 16 ft. openings. 











Coast Representative 
J. T. MeDEVITT 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 


The Mark of . — | 8 i= 
Quality - ~ _ 
enue ne i. ve _— 


vy Verses eereve 
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Tne ‘‘Red-Tag,’’ 
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MACHINE 








SCREWS 


Continenta 


SPECIAL 
RIVETS 


WOOD 
SCREWS 










( (Reg. U. &. Patent Office) 






WOOD SCREW CO. 
New Bedford, Mass. 














WELL DISPLAYED 
IS HALF SOLD 


This is especially true of such a well-known 
high quality line as 


K&E 
MEASURING TAPES 


The above illustrated, handsome golden oak display 
case will help you to keep your stock of tapes com- 
plete and in good order. 

It will be furnished without charge to any dealer 
ordering the assortment of Tapes it contains. 


SEND for DETAILS 


KEUFFEL & ESSER CoO. 


NEW YORK, 127 Fulton St. 


CHICAGO ST. 
516 S. Dearborn St. 817 Locust St. 
ONTREAL 5 Notre Dame St. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 


LOUIS SAN FRANCISCO 


30-34 Second St. 
Ww. 


Gen. Off. and Factories, HOBOKEN, N. Jj. 





ARMSTRONGQ’S 





Oo009 


Improved Nipple Holder 







No. 20 for No. 2 Stock 

Range %4—1” Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 









The right nipple is always on the job 
when you carry one of these tools. 









‘The Armstrong Mfg. Co. 
Bridgeport 
Conn. 
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Bolts shoot out per- 
pendicularly — turn 
and rest horizontally 
in locked position. 





















Ask Any Burglary 


Insurance M an 


what he thinks of the Keil Lock principle, and if 
he has ever found its equal anywhere, for security 
against intrusion. 


Keil Jimmy and 
Saw-Proof Lock 


guarantees the user that peace of mind in his home or 
business that is now derived from the extraordinary : safety 
of the massive safe deposit vaults in modern banks. 


But why try to tell the whole story here? Better write 
for illustrated booklet and trade prices. 


FRANCIS KEIL & SON, 


INC. 
Established 1876 
401-425 East 163rd St. New York, N. Y. 
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CORBIN 
SCREW 








PRODUCTS 





Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw_ Screws, 
and Special Screws of 
every _ description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, Sash and 
Ladder Chains. 





We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporation 
Successor 
229 High Street 
New Britain, Conn. 
Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 
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2530. Stove Leg 


5000. Keyhole 
Rest, 33 in. dia. 


Escutcheon. 


1175. Drawer Knob 
134% in. dia. 


2000. Drawer Pull. 3500. Bar Lift, 5 in. long. 


“SNO-WITE:] 
Ngnameb 
HARDWARE 
and 


Restaurant Trimmings 


These items in their beautiful “SNO- 
WITE” Porcelain Enamel Finish rep- 
resent the last word in modern Trim- 
mings for Stores and _ Restaurants. 
Their color never changes. Good 
sellers. 

Write for interesting Catalog and Discounts 


American Enameled Products Co. 


CHICAGO New York 
Atlanta Detroit 
Toronto 


Boston 
San Francisco 











400. Wall Towel Basket 12 in. 
high, 12 in. wide, 6 in. deep. 


Restaurant T 


ee ee rete 


able Leg Shoes 


i 


2550. 2/4 x 214 2555. 2x2x24 


2545. 2!42x2'\ox 
x 21% in. high. in. high. 


23/4 in. high. 
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Tacks -1n all sizes- 
HOU Sf HOt p PU RPOSE 


[ We carry 


ip EVERY 


R TACKS | 
prose oS 
Take ac Dox 7 , 





Baltimore, Md. 


Sell Tacks the Right Way 
According to LENGTH 


Reduce Your Assortment 50% and 
Sell Twice as Many Tacks 


These Fancy Display Cartons May Be 
Had at the Price of Plain Boxes 


If your Jobber does not have them—write us 
and mention the name of your Jobber. 


The Holland Mfg. Co. 


ent 


The Shelton Tack Co. 
Shelton, Conn. 














OBERG’S FILES 


With the trade marks 


p) C.0. OBERG &C° 
SZ 
\ 
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FULLY CUARANTEED 


Circular Cut Files 


—— 





”) 


)) 








Are made of the finest Swedish Charcoal-steel. 
Skilled craftsmen all over the world do know 
Oberg’s files as reliable tools worthy of utmost 
confidence owing to their sharpness, great endur- 
ance and uniformity of temper. 


Order from your jobber today, or write 


SCANDINAVIAN 
WESTERN IMPORTING COMPANY 


116 Broad St., N. Y. 


509 E. Hennepin Ave. 
Minneapolis, Minn. 


Coristine Bldg. 
Montreal, Can. 








Folks Who Live 


in Houses— 


They're cleaning up and_ brightening up. 
Many will want new numbers, some will also 
want initial letters—and every new house 
Here’s just the line 
for you to sell at a good profit. 


PREMAX Numbers and Letters 


are made of embossed aluminum in many different 
sizes and designs, 2”, 3” and 4” being popular sel- 
lers. Also in the new black or white enamel finishes. 


must have them, too. 


DE LUXE House Numbers are 
made of solid aluminum, with fig- 
ure 21 inches high, deeply im- 
pressed into heavy plaque, edges 
neatly bevelled. Figure finished 1n 
rich satin silver and background in 
handsome glossy black. Attractive 
“Silent Salesman” furnished free. 





=== 
DELUXE HOUSE NUMuERs 


: “Tae 


S00 A TE RRASS Numbers are of the 
same sizes as the aluminum, 
in polished, satin gilt, old 
brass, antique copper, black 














and nickel plate finishes. 
Write for samples’ and 
prices. 





NIAGARA METAL STAMPING CO. 
Niagara Falls New York 


New York City 


New York Office 
106 Reade Street 























Sherman Hose Couplings are made of 
heavy wrought brass —accurate ma- 
chine cut threads—deep, clean corru- 
gations. A high quality item. Made 
in hose y omg 14", 5%" and% . In 


cartons for stock. 





Quality Fittings Mean Hose Efficiency 


THE SHERMAN WROUGHT BRASS HOSE FITTINGS 


have reached the highest level of quality in garden hose acces- 
sories through years of experience and research in manufac- 
turing. It is to your advantage to carry the best. 


H. B. SHERMAN MFG. CO., 


Patented 









The New Diamond Nozzle. Surpasses 
any nozzle heretofore offered to the 
Trade. It is larger and will throw a 
stream farther and more even. A per- 
fect spray is always assured. Made in 
¥%” size only. 


Battle Creek, Mich. 
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Screen Door Days Are Here! 


Every screen door is a prospect for a set of DONLEY SCREEN DOOR 
GUARDS. They protect the screen from careless hands and elbows, re-enforce the 
door and prevent sagging. The life of the screen is much more than doubled at a 
cost far less than that of new screening. 

DONLEY SCREEN DOOR GUARDS are made in four sizes, 26”, 28”, 30” and 32” to fit 


any door from 2’ 6” to 3’ 6” in width and are beautifully finished in black Japan Matte. Each 
set is wrapped ready for delivery with the necessary screws. 


Retail, 75c Per Set 


If your jobber does not stock DONLEY SCREEN DOOR GUARDS, send his name and 


address with your own to the manufacturers. 


THE DONLEY MANUFACTURING COMPANY 
10585 Quincy Ave. Cleveland, Ohio 
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FORSTNER 
Labor Saving 


AUGER BIT 

























Bores Any Arc 
of a Circle 






Heavy Rust-Proof Joints 


firmly anchored at four points, rigid 
when opened full length, with ends 
protected by metal tips, our Folding 
Rules will fully satisfy your trade. 


The investment is small; the turn- 
over is quick; and the profit is good! 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 
* 





New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy .scroll twist columns, newels, 
ribbon molding and mortising. 




























Send for Catalogue. 





Branches: eX... , , | 
exegge Sco, GY rnesone vmineon |! The PROGRESSIVE MFG. CO. 
San Francisco rAd Chicago, Illinois | TORRINGTON, CONN. 








A New Proudtit 
Loose Leaf Binder 


It has an interchangeable spring back. 
Three sizes: Style X, 100 to 350 sheets 

Style Y, 350 to 700 sheets 

Style Q, 600 to 900 sheets 
As your business grows, change the back of the 
book and it will grow too. Like other Proudfits. 
it can’t get crowded. Thus always easily handled. 
And it really opens flat. Your accountants save 
time—and thus save you money. 

BRANCHES IN ALL PRINCIPAL CITIES 


1 salesman will be glad to call 


FRGUDFIT LOOSE LEAF CO. 


21 Logan St. Grand Rapids, Mich. 





The Interchangeable Spring Back 
A New Proudfit Binder 
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Springfield 





Combination Service 


Wrench 


A practical and convenient tool 
that increases the usefulness of a 


wrench. 


parts. 


on one job. 


chanic. 


hardened throughout. 


with less sales effort. 


prices. 


BEMIS & CALL CO. 


Mass., U.S.A. 


Strongly constructed for gripping 
and holding both round and square 


Eliminates lost time and_ the 
bother of carrying two wrenches 


Its double purpose feature appeals 
to the home owner for general 
work as well as the expert me- 


Made of a forged steel bar, case- 


featuring ‘Bemis and Call 
Wrenches will mean more sales 


Let us send you details and 








wavs, 


Four Points of Contact 
Assure Positive Anchorage 


‘“Forway” 
Expansion Bolt 


assuring 


positive anchor- 





lasts indefinitely. 


age. seing * 
made of “Certi- S j 
hed malleable = 
expands four e USK 
. —_ 


iron. resists moisture. and 


The 
collar 
Creep 


Dealer. 





needs no 
It will not 


“Forway ” 
or sleeve. 
forward. 


Dealers — There's a Sample 
“Forway” Expansion Bolt ready 
to mail to every’ = imterested 


Write today. 
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U. S. EXPANSION BOLT CO. 
139-141 Franklin St., New York City 


Manufacturers—Patentees 
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MONT 


Proved Best by 
Actual Test 


Tremont Hardened Steel Cut Nails 
are cut from high carbon steel that 
by actual laboratory test contains an 
ans 1 oe small percentage of im- 
purities. his metal is rust resisting 
to a remarkable degree and will not 
—_ crack or twist while being 
riven. 


Tremont Nails are scientifically de- 
signed to shear their way into the 
wood in a manner that assures a 
strong, permanent grip. They are re- 
markable for their strength af head, 
n important feature in the con- 
sideration of the quality of cut nails. 
1 these mechanical  superiorities 
make admirable selling arguments 
and in the actual use of the nails 
themselves assures the customer 
satisfaction that is so necessary to 
the welfare of your store. 


Sell the Tremont Brand 








































Tremont Nail Company 
205 Lincoln St., Boston 









MAKES BEAUTIFUL LAWNS 
AND PROLIFIC GARDENS! 


Stock and recommend a 
ee pure, safe, effective fertilizing 


agent— 


NATURAL GUANO 


100% Pure Concentrated 
Sheep Manure 
Distributed in convenient, attrac- 
tive packages. 5-pound, 10-pound, 

25-pound, 50-pound, 100-pound. 
Write for prices and free leaf- 
let, “How to Make Beautiful 

















Lawns and Gardens.”’ 


NATURAL GUANO CO. 
814 S. River St. Aurora, IIl. 














Beye) for Mite full name 


Russell Jennings 


stamped on the round of our 


Auger Bits 


The original double twist auger bit, patented by 


Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 
Chester, Conn. 
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When You Use 
“Me |STAR HACK! erie 





































































































ai SAWS ||" 
34 55 56 
Best Every 
ai 
- sates im vate P Wringers One 
Ge 63 |6+ Gs eG 7 Made Warranted 
6e aD 7° 
7! ve 
Dealers who push Anchor Brand Wringers are making 
= the sales, therefore are getting the profits out of the 
Makers Since 1883 wringer business. 


Anchor to Anchor Brand 


CLEMSON BROS., INC. LOVELL MANUFACTURING CO. 


Middletown, N. Y. ERIE, PA. 


WE HAVE SOMETHING TO TELL YOU 
ABOUT HACK SAWS. WRITE FOR ) World’s Largest Manufacturers 
BOOKLET. of Clothes Wringers 
































Profits You Should Have LANDRETH’S 


Here is a Power Lawn Mower you can sell. 


suilt by a pioneer house, specializing in Powet 

Lawn Mowers. Standard 4-cycle motor; air Garden and Flower Seeds 
cooled, magneto equipped, enclosed transmission, . 
Timken Bearing cutting unit, and separate clutch Mixed Lawn Grass 


. > tracti theels and cutting unit. ) 
control for traction wheels and ct g eee ee ee eee 


Seed and Mixed Lawn Grass Seed order, if you have 


. not done so for this Winter and Spring shipment. 
‘ elacobsen If you would like our prices, send us a list before 


buying elsewhere and we will quote you on Seeds 

















19-inch Power Lawn Mower of various kinds in bulk, in lithograph cartons of 
The lightest, most compact, simple and | Ib., Y lb. and 4 lb. and in Flat Papers. We 
sturdy Power Mower built; suitable for would also like to quote you on Mixed Lawn Grass. 


moderately large lawns or lawns with 


numerous obstructions and terraces. Mows Please give us the opportunity. 


two acres a day on a gallon of gas. Does 

the work of two or 7 00s men with hand 1925 CROP 

mowers. Sells at a very moderate price. 

Parks, cemeteries, schools, hospitals, Before buying for delivery after 1925 crop, send us a 
clubs and private homes offer you busi- list of your wants that we may quote you if our traveler 


ness. does not call upon you at 
the proper time. 

We are the oldest Seed 
House in America, this be- 
ing our I4Ilst year in the 
Seed _ business. Had we 
not given good seeds, sat- 
isfactory attention to busi- 
ness and fair prices, we 
would not have existed so 
long. 


Liberal sales and 
advertising helps. 
Write for literature 
and plan. 


a a 
We also man- a. 
ufacture the Tee Jacobsen Mfg. 
famous “Nes Se. 
Jacobsen 4- = 
Acre Mower ~ 
Putting . 
Green Mower 


Estate Mower 






Ny 


\ if Dept. DD 
Racine, Wis. 


Business Established 1784 


D. Landreth 
Seed Co. 

















C@LONIAL BOY COPYRIGHTED Bristol, Pa. 
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tools 


This Is a Good Post Hole 


Digger Year 
To profit by it, stock these IWAN 




















IWAN Post Hole and Well Auger, 2 to 16 inch. 
IWAN Invincible Digger. 

IWAN Eureka Digger. 

IWAN Perfection (Atlas) Digger. 

IWAN Hercules Digger. 

IWANS’ Vaughan Post Hole Auger, 4 to 9 inch. 


volume than only one style, as customers like 
variety to select from. 
the above names. 


Iwan Brothers, 


Mfrs. 
Tile Drain Cleaners, Revolving Chimney Tops, 
Pipe Hangers. 








An assortment of all these will give you better sales 


a 


Order from your jobber by 


South Bend, Ind. 


also of Sickle Edge Hay Knives, Snow or Barn Scrapers, 
Wire Conductor 
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the 
ignition that’s 
best for Fords 


The Ford motor operates best with a timing unit taking 
current from the Ford magneto. With this in mind, the 
Turner 2 in 1 Timer has been 
brought to its present superior 
position in its field. Has many 
new improvements, but price un- 
changed at $3.75. The lowest 
priced ignition 
unit for 
Special 
designed 
Turner 
Jakelite 


gait? Tet y Ls 


SATISFACTORY 
Fords. 

model 2 in 
for 
Junior 
device. 


1 Timer is 
Fordson ‘Tractors. 
Timer is an all 
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Get Ready 
to Sell 










an increasing 






Practical 
Style 


of Hand Sprayer, At- 
omizer and Duster is 
found in the ‘“‘Acme’’ 
line. You can meetev- 
ery customer’s needs 
with a smaller invest- 
ment by selling the com- 
plete Acme Line, all pur- 
chased from one house. 
Farmers Know 
‘‘Acme’’ Quality 
Every “‘Acme’’ tool car- 
ries the ‘“‘Acme’’ Trade 
Mark—a brand that for 
years the farmer has rec- 
ognized as a safe buyer’s guide. 


Sold by Good Jobbers 
Everywhere 




























general mail order houses. 


ture helps you sell. 
prices and name of nearest jobber. 


DEPT.11 ‘TRAVERSE CITY, MICH. 





SPRAYERS 


The bugs and blight come as regularly 
~ as the SS hence the demand for 


It is 
de- 


.mand because farmers 
SScevery year learn the 
<< value of thorough 















“‘Acme’”’ Toolsnever have been sold through 
We protect the 
established jobber and dealer. National farm 
paper advertising and effective sales litera- 
Write for catalog, 


POTATO IMPLEMENT CO. 








Instant Foot Accelerator 


Direct connection with 
buretor and unusually strong 
construction distinguish the 
Turner Instant Foot Acceler- 
ator from all others. Positive 
in action. Does not interfere 
with hand throttle. Sturdy foot 
rest assures steady speed. 
Made of apy steel through- 
out. Lists at ‘ 


car- 


TURNER MFG. CO. 


Dept. E 


Kokomo, Ind. 
















The Tu 


includes: 2 


buretor 
Metal 
$ oor 
ever 
Owick 3 
Write fe 
tion. 





rner Line also 


Control, 


Visor, 2 in 1 


and Throttle 
Extension and 
iew O11 Gauge. 
x full informa- 








Hex Mesh 





POULTRY NETTING 


G. F. Wright Steel & Wire Ce. 
WORCESTER, MASS. 











sistently. Every 


these columns weekly. 


in HARDWARE AGE are 
authentic published. 





Now, More Than Ever Before 


it is essential that you study your 
Market Report carefully and oon- 
‘important price 
change in the trade is recorded in 


The MARKET REPORTS as found 


the most 


Use them as a buying guide. 
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Heavy Pressed Steel 


Garden Trowels 





Dandelion Weeder 





Sampson Dust Pan 







Moe’s SAMPSON 
FIRE SHOVEL 


Something out of the ordinary. Real Beauties.— 
One piece heavy pressed steel, finished in baked 
black enamel. Made to last. Write for Catalog and 


attractive prices. 


HOEFT & COMPANY, INC. 
405 N. Ashland Ave. Chicago, Ill. 




















Sell the Best 
HARDWARE 
For Hard-wear 

For more than 48 years 
9 Bommer Spring Hinges have 


maintained their leadership and 





Oo eee -~ eee 

















They have kept pace with the 
times, because they have been 
kept up uith the times whenever 
improvement was possible. 


BOMMER 


SPRING HINCES 


ARE THE BEST 


Replenish your stock with Bommer. 

They are in universal demand—are 
quickest to sell—easiest to apply and 
the most satisfactory spring hinges 
made. 

Your Jobber handles them. 


Send for New Catalog 47. It is a 9 a 
big help in ordering. ‘ | C 








Ko] proven their superiority over all 
oO others. 

















Bommer Spring Hinge Company 
BROOKLYN, N. Y. 


Manufacturers 





A generation of 
daily usage is 
built into every 
WHITING- 
ADAMS 
Shaving Prush. 


WHITING- 
ADAMS 
BRUSHES 
work perfectly 
and hold to- 
gether until actu- 

ally worn out. 


WHITING-ADAMS 


BRUSHES 


The satisfaction of using a WHITING-ADAMS Shaving 


Brush increases day by 
They satisfy — serve — and survive / 


JOHN L. WHITING-J. J. ADAMS C0., BOSTON, U.S.A. 


Brush Manufacturers for Over 116 years and the 
Largest in the World 














Sell More 





Heller Shelving in Payne-Cummings Hardware Co., North Adams, Mass. 


of the merchandise that is often needed, seldom 
asked for but easily sold when seen on Heller 


Cabinets. 

Let us show you how to increase your sales 
without increasing your stock. 

Write for Reference Book No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and Factory: Eastern Display Room: 


700 Wabash Ave. 20 Vesey St. 
Montpelier, Ohio New York City 
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Brings Boat Owners 
to Your Store 


\We guarantee every can of 
Jetiery’s No. 7 Marine Glue to 
stop all kinds of leaks and make 
any boat pertectly watertight 
and leak proof. 

Equally adaptable for wood 
boats or steel—from a canoe to 


JEFFERY’S 
Waterproof Marine Glue 


is a big seller wherever boats are used—lakes or sea- 
shore. 

It is Nationally advertised and our famous slogan, 
“Does vour boat leak?” has brought responses from all 
parts ot the world. 

We furnish dealers and marine supply stores with 
Booklets bearing their name and address that tell all 
about this glue and bring boat owners to your store. We 
refer all inquiries to the nearest dealer. Write for 
discounts. 


L. W. FERDINAND & CO. 


150 Kneeland St. Boston, Mass. 

















“OHIO” 


Shoe Lasts and Stands 









MADE ABSOLUTELY 
OF = GUARANTEED 
a AGAINST 
BREAKAGE 


SEMI-STEEL 














The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 

Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 


Plymouth, Ohio 




















CARY’S 
Universal 
Box Strapping 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is 
equipped with our patent 
metal hanger which makes 
it a complete reel. 


CARY’S 
Saw Edge Joint Fasteners 


Cary’s Continuous Cutting Edge Saw 
Tooth Fasteners are made of the best 
quality Cold Rolled Strip Steel, insuring 
a perfect fastener that will not bend 
while driving. You will not find frac- 
tures between the corrugations. Special 
effort is made to have the corrugations 
uniform so that they have equal draw- 
ing strength, 

These fasteners are the only fasteners 
manufactured with a continuous cutting 
edge, the patents, process and machines being owned by ourselves. 
Made in various widths and corrugations, also in coils wound 
right and left. 


Also Manufacturers of Steel Mats 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza Brooklyn, N. Y. 
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Main Office & Works: 7 Hill 8t., ff 
Hudson, N. Y. 
NewYork,Boston,Chicago,Pittsburgh § 
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to promptly meet your re § 

discount sheet, display cards. f 

De TADD TIRE 

TADDERS 

[ADDERS 

| yc: STORE METHODS 
Zoe’ T 


N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 
Mt LUO Le 
Ice Tools and other equipment 
, for every ice handling purpose. § 
quirements. 
GIFFORD-WOOD CO. 
0 provide adequate storage facilities for 





shelf aon make it accessible and con 

venient for clerks and stock men to handle with 

absolute safety—to insure quick service for whole- 

sale or retail trade — install one or more 

OISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction throughout, 

eliminate vibration and noise and produce a ladder 


Y) of ample strength for safety, convenience and 
} attractively finished —any height — & pRY 
easily ay Se most ers 
on request. ae FE. M yER 
THE = 


efficiency One style only—neat of design— 
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A Sale of Navy Surplus * 


C and Surveyed Material c 
by Public Auction ; 


at the 


ZO = J 
ZO 


NAVY YARD, NORFOLK, VIRGINIA 


at 


10 A. M. (Eastern Standard Time) April 30, 1925 


The following material will be offered: 


1,415,000 lbs. (approx.) Ferrous Metals 

93,000 lbs. (approx.) Non-ferrous Metals 
30 Cook and Army Field Ranges 
66,000 lbs. (approx.) Old Rope and Hawsers 
Chain cable 
Pumps and spare parts 
Boat and ship fittings 
Electrical and radio material 
Hand tools 
Bolts, nuts and screws 
Pipe and tubing (steel) 
Pipe fittings and valves 
Galley equipment 
Harbor Tug No. 69, 88’ long, 20’ beam, 
9’ draft with boiler and engine 
Also many other items 
Catalog 583-A contains all available details of descrip- 


tion, Terms of Sale, etc., and may be obtained from the 
Supply Officer, Navy Yard, Norfolk, Virginia, or the 


CENTRAL SALES OFFICE 
NAVY YARD, WASHINGTON, D. C. 





Chair 
Tips 





No. 12, 1 inch 


For the Sharp Ends 
of Rocking Chairs 


have quickly found favor with the 
trade. A positive protection against 
the sharp ends of rocking chairs. 
Durable and easily 
fitted to the rocker. 
Catalog, prices and 
terms on request. 


} it ihe 
Hy tie i 


Elastic Tip Co. 


370 Atlantic Ave. 


Boston Mass. 





No. 13, % inch 























Sell the Standard Line of Water- 
proof Colors to the Artist, 


Architect and Engineer 


ROFESSSONALS and amateurs alike have for 

years accepted no other drawing inks. HIG- 
GINS’ Colors, brilliant, transparent and permanent, 
may be worked quickly and easily over HIGGINS’ 
Waterproof Black 
Such constant demand places HIGGINS’ Drawing 
Inks among profitable items in any art department. 
Your sales will jump when you’ve laid 
in your stock of this complete line of 
popular colors (listed below). Sell them 
along with HIGGINS’ Blacks. 
COLO 
















RS: Carmine,’ Brick-Red, 
Orange, Violet, Green, Blue, Vermilion, 
Indigo, Brown, Scarlet, Yellow. 
WHITE: Waterproof—Opaque. 
BLACKS: Waterproof — for 
working drawings; General (Sol- 
uble) for fine line work and 
black washes. 


CHAS. M. HIGGINS & CO. 
271 Ninth Street, Brooklyn, N. Y. 
Chicago London 
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BRUSHES 


Complete and up-to- 
date lines of Brushes 
and Brooms made of 
Wire Bristle and Fibre, 
especially selected 
For The Hardware Trade 





Into each Brush and 
Broom we mix brains 
with the best material 
and offer you an assort- 
ment of proven sellers 
of the most dependable 
quality—the kind that 
will build profitable, 


permanent business 
for you. 





Many distinct lines 
are shown in our No. 20 

: catalog. Ask 
for a copy. 





THE MILWAUKEE BRUSH MANUFACTURING Co. 


MILWAUKEE, WISCONSIN, U. S. A. 
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DEALERS WANTED EVERYWHERE ,.,., Fence, Gates 


wn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 


if (ata iI 
PU 


oaeeasett THN 



























































THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, 0. 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 
(the highest offered) at the Panama-Pacific Exposition. 
Good profit. Write for price list. 

Name and design trade marks registered U. 8S. Pat. Of. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 


Robertson “Horse Shoe Magnet” , Hammers 

















B 
AGRICULTURAL WRENCH 


A good tool at moderate price 
Literature * 
J. H. WILLIAMS & CO. 
“The Wrench People” 
New York BUFFALO Chicago 

















S TR A TTO Plain - enameled in 
HANDLES 


For Small Tools, Utensils, Electrical Gost. Ete. 
Enameling, both baked and air drie 


STRATTON MFG. CO. Stratton, Maine 




















BOLT 
CLIPPER 


Send for Catalog 
| ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 


“VICTOR” 
































Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-Borax CoMPoUND Co. 
Fort Wayne, Ind. 





@avT. MAY 27,1908 














Fly Screen Cloth 


Attractive finish, durable 
quality. We can fill your 
orders promptly. 
Write for prices. 


Spargo Wire Co., Rome, N. Y. 


Bronze 
and Copper 








Keeps you informed at all times 


of the Net Cost on approximately 
30,000 items of Hardware 


Masback Hardware Co. Inc., SO Warren St..New York 





Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 














QUALITY 
UNIFORMITY 


"DISTINCTION 
“She Sols inthe Plaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS —- BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 








58 YEARS AGO 


Priest’s Clippers were 
introduced. Today 


PRIEST’S CLIPPERS 


need no introduction. 
They sell on their cutting 
quality. 
American Shearer Mfg. Company 
Nashua, N. H. 














THE FOWLER & UNION 
HORSE NAIL CO. 
HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant of 
1000 MILITARY RD., BUFFALO, N. Y. 

















SEYMOUR SMITH 


Self-Piercing Bull Rings. Made in all 
sizes of pure copper. Send for our 
new descriptive catalogue. 





SEYMOUR SMITH & SON, Ine. 
Oakville, Conn. 


John H. Graham & Co., 113 Chambers St., New York 





BROWN & SHARPE TOOLS 


| or Nearly cae Years ‘| iaae Has siawe No 


. Substitute for Brown & Sharpe Quality 
Send for Small Tool Catalog No. 29 
BROWN & SHARPE MEG. CO. 
PROVIDENCE, R. I.,_ [ ee 























Well Balanced 


‘'s the line of Rome _ percolators. 


Sell them for $2.00 to $5.25 copper 
and aluminum, hot and cold water 


patterns. ak 


Write— 
A 


ROME MFG. CO. 
Factories and Offices, Rome, N. Y. 


























Watch the Weekly Market Reports 


in this paper and you'll buy Hardware right. 
Remember money saved at the buying end is as 
good as money made at the selling end. 
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‘Osborne High Grade Punches 





Belt Punches Auth Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: Leather 
pr a Trimmers’ and Upholsterers’ and Plumbers’ Tools of supertor 
The above tools will please your customers as well as our famous Reund 
and Oval Punches. 
Remember we have had 99 years of successful manufacturing experience, 
employ only skil ~s workmen and use the finest quality of materials in 


making our 
oi two ge of every tool we make. Try us. Write for Cateleg 


C. S. OSBORNE & NEWARK, N. J. 
STA BLISHED 1826 
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HARDWARE JOBBERS’ 
CATALOGUES 


J. H. YEWDALE & SONS CO. 
MILWAUKEE 


1865 — 1925 








For Radio Fans Or Auto Owners 


This little 19 pound Rock Island Vise has the 
“Strength of Gibraltar” and is just right for radio 
and automobile work, as 
well as general home re- 
quirements. 

Made with swivel base and 
344 in. jaws which open to 
4 ins. Attractive bright 
Red finish. 

It sells readily, pays a snug 
profit and pleases’ thor- 
oughly. 

Write for trade-prices. 


ROCK ISLAND MFG. CO., ROCK ISLAND, ILLINOIS 
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(RELIABLE PLASTER © 






2 LOS NTT WHEN PACKED 

B RELIABLE PLASTER | || , oe 

engl . : { ; A 118. KEY WHES PACKED 2 
| RELIABLE PLASTER 





BP RELIABLE Paste tt. 


crivaco 

















A new convenient way to handle Plaster 
Paris Packed in three sizes: 
terval of 3 two pound and five. pound packages in an assorted 
of 360 ~~” as A ne 40 1-pound packages; 60 2- 
pack 40 5-pound packages; and costs no more to 
ae than bulk Plaster Paris, Write for prices today. 


RELIABLE PASTE CO. 


3223-25 Cottage Grove Avenue Chicago, Illinois 
Dry Paste—Point and Varnish Remover—Calcimine 

















BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 





Sample free. 


BURNLEY BATTERY & MFG. CO. 


NORTH EAST, PENN. 











TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


RNY.) « Gn O10) °3 0, 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS - COTTON TWINES 











Chieago, New York, Bestes 
Denver, Birmingham, Dallas 
U. 8. Steel Predusts Ca. 
NAILS, ST ACKS. Hot Galv’d Nelle 
ot 
bebe prea rhe American, Royal, Anthony. 
— U. S., Banner. 
BANNER (formerly Arrow) STEEL POSTS 


Sam Francisco, Los Angeles, 
BALE TIES: Old reliable brands 
TELEPHONE WIRE 


American Steel & Wire 


a —~2 Am. Special, 
Quick Delivery. Write us for selling plans. 










S-saVer-S 


| Scaffold Bracket 
Fixtures 


Packed in handy, attractive, 
fiber boxes for Dealer Dis- 
play. One pair, two pair, 
half dozen and dozen in box. 

















Orville E. White 














Distributo 
“sea 1000 Bauch Bldg. 


The Lansing-Company 
Lansing, Michigan Lansing, Michigan 




















HARDWARE 





An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 


No illustrations accepted for these pages. 






Allow seven words for Keyed Box Number Address. 





April 16, 1925 





Set Solid, Minimum 50 word®.....ccccccscccscccccccoce 
I a a a i a i A 


All Capitals, Minimum 50 words 


BERG GUNNS WEEE. ccc ccecvecccccccccceseesessoses ius 
ES EE ee ee eee ee ne ey ee oon 
LT soos Ge 


4 insertions, 10% off; 8 insertions 15% off 
Remittance Must Accompany Order 


50% off the above rates for Positions Wanted Advertisements 








Business Opportunities 


Business Opportunities 


Sales Accounts Wanted 








DESIRABLE OFFICE AND SALESROOM 
SPACE in the center of the hardware district on 
Chambers Street. The third floor of remodeled 
building at 151 Chambers Street, 25 x 75, 
equipped with electric light, steam heat, and all 
modern improvements, including elevator service. 
The balance of the building is occupied by the 
following well-known hardware manufacturers: 
Iver Johnson Arms & Cycle Co., John Russell 
Cutlery Co., Union Hardware Co., and Pike 
Manufacturing Co. Rental, $175.00 per month. 
For further information or view of the space 
apply to Herbert R, Conner, Manager, PIKE 
MANUFACTURING CO., 151 Chambers Street, 
New York City. 





FOR SALE—HARDWARE IN A MANU- 
FACTURING town of about 5,000. Merchandise 
invoice around $26,000, consisting of shelf hard- 
ware, crockery, farm implements, plumbing and 
tinning, Do wholesale and retail business. <A 
good business for the right man. Selling on ac- 
count of age. Address Box G-569, eare of Harp- 
warRE Ace, New York. 





FOR SALE: HARDWARE STOCK, TIN 
SHOP, corner brick building, 7 room flat on 
second floor. Prosperous farming community, 
Seuthern Indiana. Priced to sell quickly account 
death of owner. Address MRS. T. J. FREED, 
Osgood, Indiana. 





HARDWARE AND PAINT STORE FOR 
SALE on Long Island in fast growing section. 
Will invoice around $10,000. Clean stock of 
builders’ and shelf hardware and paint stock, 
— Box G-551, care of Harpware Ace, New 
ork. 


FOR SALE, WHOLESALE AND RETAIL, 
hardware, machinery and farm supply house, 
growing business in best trade center New York 





State; good organization and agencies; $50,000 
stock; buildings may be purchased. Sale positive, 
owner to retire. Address Box G-538, care of 


Harpware Ace, New York. 





EXCEPTIONAL OPPORTUNITY FOR 
LIVE HARDWARE MAN, wholesale and retail 
business, centrally located on busy street in 
Brooklyn. First class stock, take inventory. Pay- 
able half cash; balance—in notes. Long lease, 
rent, $100 per month. Address Box G-581, care 
of Harpware Ace, New York. 





FOR RENT—Large jobbing and retail hard- 
ware store in city of 40,000 population in N. E. 
Pennsylvania with best location on main business 
street, desires to rent out hardware, cutlery, tool, 
sporting goods, housefurnishing, etc., departments, 
separately or collectively. Stocks in all depart- 
ments most complete and up-to-date. Business in 
operation over 30 years and always profitable. 


Reasons for disposal: Ill health of owner. City 
has drawing population of over 75,000. For fur- 
ther information, address Box G-577, care of 


HarpwareE Ace, New York. 





WANT TO BUY a hardware store in city of 
50,000 or over. State full particulars. Address 
Box 7113-A, care of Harpware Ace, Otis Bldg., 
Chicago. 





$10,000 WILL BUY CLEAN WELL AS- 
SORTED STOCK OF HARDWARE, located in 
one of the best towns in Southwest Va. Rent 
reasonable and opening to add line of furniture. 
This is a fine opportunity for two young men. 
Would consider selling an interest to right man 
that would take full charge. Address Box G-578, 
care of HarpwareE AcE, New York. 


Help Wanted 











SALESMEN 


Unusual opportunities for a few high grade 
men to make connections with a large and 
rapidly expanding sales organization. Com- 
plete line of nationally advertised paints and 
varnishes. Give complete details in letter. 
Paint and Varnish Division, E. I. du Pont de 











MANUFACTURERS’ AGENT—WISHES AD- 
DITIONAL LINES for Metropolitan territory. 
Has had 20 years’ general hardware experience 
in that district. Address Box G-571, care of 
HarpWareE AGE, New York. 


WE ARE IN POSITION TO PROPERLY 
REPRESENT a reliable manufacturer of hard- 
ware or housefurnishing line. We travel three 
salesmen through Ohio, Michigan, Indiana, IIli- 
nois, Wisconsin, Minnesota, Iowa, Kansas, Ne- 
braska, Missouri, Kentucky and Pittsburgh, Pa. 
We call on jobbers and large retailers. Anning 
& Moller, 35 S. Dearborn St., Chicago, IIl. 


_ A RESPONSIBLE SALES AGENCY operat- 
ing as manufacturers’ representatives, covering 
Eastern Pennsylvania, Southern New Jersey, 
Delaware and Maryland with an office and show- 
room located in the heart of the wholesale hard- 
ware district in Philadelphia, desires additional 
lines for both jobbing and dealer trade. Builders’ 
hardware, tools or a specialty. Plenty of space 











{({ Nemours Inc., 2100 Elston Ave., 4 
Chicago, III. for a consigned stock if desired. Address Box 
G-531, care of HARDWARE AGE, New York. 
PRACTICAL MAN WITH EXECUTIVE 


ABILITY capable of taking charge and building 
up old established lock factory. Write fully 
your qualifications, age, salary expected and refer- 
ences. Address Box G-579, care of Harpware 
Ace, New York. 





SALESMAN—EASTERN PENNSYLVANIA 
HARDWARE JOBBER wants experienced man 
to cover Southern New Jersey and Eastern Penn- 
sylvania territory. Address Box G-580, care of 
Harpware Ace, New York. 





WANTED—EXPERIENCED YOUNG MAN 
FOR HOUSE-FURNISHING DEPARTMENT. 
Hardware store in Pennsylvania. One with some 
store experience preferred. Excellent opportunity 
for advancement. None but hustler wanted. Give 
age, experience and reference in first letter. Ad- 
dress Box G-564, care of HARDWARE AGE, New 

ork, 


Sales Representatives Wanted 


MANUFACTURERS’ AGENTS—A nationally 
known chain manufacturer requires representa- 
tion in the Paeific Northwest for its general line 
of chain, tire chains and automobile accessories. 
Only well established manufacturers’ agents who 
have received favorable consideration from hard- 
ware jobbing and accessory dealers need apply. 
References giving mames and addresses of fac- 
tories now represented to be submitted in answer. 
— Box G-547, care of Harpware Acre, New 

ork, 








SALESMAN WANTED—To carry side line of 
high grade mechanics’ tools on commission. Must 
have following among jobbers and retailers. State 
line now handled and territory covered. Address 
Box G-549, care of Harpware Acer, New York. 





Position Wanted | 





POSITION WANTED—Sales manager, in- 
structor or salesman; 20 years’ experience. Ad- 
oo Box G-548, care of Harpware Ace, New 

ork. 





RETATL HARDWARE MAN THOROUGHLY 
EXPERIENCED in all departments wishes to 
connect with a first class growing concern that 
wants a progressive and energetic man. 9 vears’ 
experience, single, and 33 years old. Can furnish 
the highest business references as to qualifications. 
ability, and reliability. Address Box G-570, care 
of HarpwareE AGE, New York. 





Let Us Help You Word 
Your “Want.”’ 


WANTED—SALESMAN WITH CAR visit- 
ing hardware, paint and lumber trade to handle 
as a side line on commission basis window glass 
and putty throughout New York State, New Jer- 
sey and Connecticut. Address Box G-557, care of 
Harpware Ace, New York. 





WANTED—AGENTS TO HANDLE AS A 
SIDE LINE, on a commission basis, a full line of 
hand and pneumatic tools, carvers, punches and 
rock drills. Address Box G-560, care of Harp- 
WARE Ace, New York. 








MANUFACTURERS’ AGENT OR SIDE 
LINE salesman wanted to solicit orders. Must 
be acquainted with the trade. Pocket samples, 
big commissions. Address Box G-575, care of 
HarDWARE AcE, New York. 


SALESMAN TO CARRY SPARK PLUG of 
superior merit as side line on straight commission 
basis. State territory you cover and lines vou 
carry and gvwe reference. Address Box G-582, 
care of Harpware Ace, New York. 














SIDE LINES FOR SALESMEN 


Many good salesmen are looking for profitable “Side Lines” 
to handle. 


What have you to offer? 


Give details—insert vour ad in the “Classified 
Opportunities Section” of this paper and you'll be reasonably sure to find a 
reliable salesman to represent you. 
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THE H. L. BROWN FENCE AND MBG. CO., Cincinnati, Ohio 


All Picketa Made of No. 9 Heavily Galwanized Wire 


ooh iv, MANUFACTURERS OF 
os .-& Ornamental Lawn Fence 
a A Walk, Drive and Farm Gates 


“mM 
Fy 5 a» Rubbish Burners, Trellis 
Flower Border, Tree Guards 
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MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2411 N. 10th St. 
St. Louis, Mo. 














Specify—Ajax—for Values 
ST. LOUIS 
AJAX—Plural Socket Plugs 


AjJAX—Universal Heater Plugs 
AjJAX—Heater Cord Sets 


Ajax—Radio Parts and Accessories 


Greatest values offered on 

Multi Plugs and Connectors 

Rheostats—Binding Posts 

Radiolite Panels and Dials 

AJAX—PORCELAIN INSULATORS 
Nationally Advertised 
Guaranteed and Approved Merchandise 

Priced Right and Protection to Distributors 
SAMPLES AND COMPLETE PRICE SHEETS 


on request. 


AJAX—Electric Specialty Co. 


1926 Chestnut St., St. Louis 











Q. Lindemann & Co. 


Eth Manufacturers of ( 














Se ke 
35-37 Wooster Street, a York 
UNIVERSAL ¢é?ime 





7 nae ge ‘Two sizes wil] clamp hose of 
diameter. Made from cold selled check out of wine 
No rough edges to cut hose. Put on in less thar 
minute. Everlastingly leak-proof. Order Universal 
Hose Clamps. Trademark on every clamp «nd ear- 
ton. Get them from your jobber—or write as. 


UNIVERSAL INDUSTRIAL CORP. 
Hackensack, N. J. 








\ The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 


Ensign Bickford is the ORIGINAL 
safety fuse—tested and tried by 
time and experience. 
We manufacture various 
brands of fuse, among 
which you should find 
one adaptable for your 
work. 


SAFETY 
FUSE 


























“They Have a 
Bull Dog-Grip” 


Manufactured by 
U. 8. Clothes Pin Co., eee Ve. 





American Can 


Sales Dep 
1015 Union Bank Bide, ’ Pittsburgh, Pa. 


Boormmetas Ae "7 ca {RON ——_ sg" wees 


Can Company 


American Can i 


J. L. THOMPSON MFG. CO, 
Waltham, Mass. 
Tubular and Bifurcated 


—=RIVETS—_ 




















The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 


J. R. TORREY RAZOR CO. 
WORCESTER, MASS. 





Oil, Molasses and 


Perfection Pattern. 
Made in All Styles. 
Syracuse Stamping 





o. 
Syracuse, New York 


ELEVATORS 
DUMBWAITERS 


Dairy Gates 


Write for our oatalog 
Energy Elevater Co. 
211 New St. Philadelphia 

















EA A TTT LE ATO Rn gy A TRS A TART 


Hose Attachments 


For connecting hose to smooth 
faucets. Slips on and off easily. 


Economy Mfg. Co. 


5850 Germantown Ave. 
Philadelphia, Pa. 





SILVER LAKE. 


SASH CORD 


NET WEIGHTS FULL LENGTHS 


Sliver Lake Co., Newtonvilie, Mass. 


EYELET TOOL CO. 


Manufacturers of Punches and Sets (Hand 
Drive and Foot Power) for Leather, Cloth and 
Metal, Punch Tubes, Punches and Dies. All 
kinds and sizes made to order. Write jobber. 
Booklets free. Established 1858. 


190 Dorchester Ave., Boston, Masse. 


























CARPENTER’S 
—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 


Economy 


POP since 1812, Axes since 1800 


RIXFORD 


MFG. CO. 
East Highgate, Vt. 


AXES Sone 


For Working Stone 
it’s ours 


Trow & Holden Co., Barre, Vt. 


If it’s the best tool you can sell 
Send for catalogue. 




















HARDWARE AGE 


THE ADVERTISERS’ INDEX is published as @ convenience and not as = pert of the advertising contract. Every care wil! he taken to index correctly. 
No allowance will be made ‘or errors or failure te insert. 
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OU can make up the correct Snap-On 
Wrench Set from regular stock—for any ah 

make of car—in a jiffy. All Snap-On : 
Units are interchangeable and readily salable 
in one combination or another. No tool stock 
is permanently tied up in any one set—no dead 
stock in the Snap-On Cabinet. 




































When you sell a car owner the Selected Snap- 
On Set for his car, you equip him with the 
finest tools a man ever used in automobile re- 
pair work. Your customer has a big invest- 
ment in his car. The less experience he has 
had in repairing it, the better tools he needs 
to do the work properly. Once you establish 
Snap-Ons in your store and acquaint car 
owners with their superior quality, you can 
make more wrench profits than you ever made 
before. 


Car owners are needing Snap-Ons now more 
than at any other time of the year—this is the 
big season. Write us today. 





Snap-On Wrench Company 


Manufacturers Milwaukee 


Look for the name—it is not a 
genuine Snap-On without the name 


nhap-on 


INTERCHANGEABLE 


Socket Wrenches 











Motor Tool Specialty Company 


Sole Distributors 


om 
14 E. Jackson Blvd. Chicago, IIl. 





Distributing Branches in 17 Principal Jobbing Centers 
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THE WoosTER BrusH_Co 


Since 1851--One Family -- 


Brushes Wo OS TE. 
One Idea -- Better 
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